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What Is Efficient Lubrication? 


Efficient lubrication is the application of the 
proper amount of clean oil to the friction pro- 
ducing surfaces of bearings, cylinders and 
other working parts. of machinery — automat- 
ically, positively, dependably. 


But efficient lubrication can be had only with 
correctly designed lubricating devices. 


It is in this field that we have specialized for 
nearly half a century, producing devices that 
best meet the individual requirements of all 
types of machinery. 


Let our engineering department help you solve 
lubrication problems. 


DETROIT LUBRICATOR (OMPANY. 
DETROIT, U.S. A. 
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| MILL SUPPLY DEALERS! 


A mill supply specialty with good sales possibilities 
anda 


Real Profit — 33 1/3% on Selling Price 


Every user of coal in carload lots is a prospective 
purchaser. 





i Approved by all safety councils and adopted as standard 
equipment by the largest railroads and industrial plants. 


SAFETY WRENCH & APPLIANCE CO. 


Springfield, Massachusetts 



































When writing to Advertisers please mention MILL Suppiies 
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At this time we wish to express our thanks to our tried and true friends, 
the Mill Supply Jobbers, for their splendid assistance in making us the 


largest and most successful manufacturer of Industrial Brooms and 
Brushes in America. 


During our business life of almost a quarter century, we have been selling 
our CAPITAL “Red Cap” Brooms and Brushes through recognized mill 
supply jobbers. Their faithful co-operation has enabled us to build a 


greater business and maintain a better service than could have been possi- 
ble through any other channels. 


As long as we continue in business, we shall carry out our present policy. 
To this end, we solicit a connection with reliable jobbers who do not now 
handle our lines, but who are looking for high-quality merchandise backed 
by a time-tested, result-producing sales co-operation program. 


(Signed) I. W. LEMAUX, President. 


INDIANAPOLIS BRUSH & BROOM MFG. CO. 


126 Brush Street, Indianapolis, Ind. 
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_ss2% COMPLETE TEXTBOOK 


Covering 124 Types 
. ELECTRIC DRILLS, GRINDERS 
BUFFERS 


FULLY DESCRIBES AND ILLUSTRATES 


rREE 


Merely Ask For 


CATALOG 35 


LET US HELP YOU 
HANDLE YOUR 
ELECTRIC TOOL INQUIRIES 


By Invitation Member 


| THE HISEY-WOLF MACHINE CO. 


CINCINNATI, OHIO 
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HILE this is an era of efficiency 

which tends to take personality out 
of business, HEWITT believes that the 
highest service comes with individual in- 
terest to the individual customer. 


Every member of the HEWITT organ- 
ization, from the mill mixer to the man- 
ager, has been trained to put himself in 
the position of the purchaser. With this 
dominant idea the customer WILL be 


served most satisfactorily. 


Through the era in which we are now 
passing, and in the future, HEWITT 
will endeavor to preserve this tradition. 


With such a policy steadfastly main- 
tained and with a complete line of in- 
dustrial rubber products, HEWITT 
makes an ideal proposition for every en- 
terprising Mill Supply Dealer. Write 
today. 


HEWITT RUBBER COMPANY 
BUFFALO, NEW YORK 
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“TOLEDO” 
10a 


NO. 1000M--THE PRODUCTION PIPE MACHINE 


= A 
This new “TOLEDO” Power Pipe Machine for ° 
cutting, threading, and reaming 15” to 2” pipe is the 
fastest operating, most productive pipe machine on 

the market. 

A 13” pipe cut off in 7 seconds—1” in 10 sec- 
onds—-2” in 14 seconds. And 15” threaded in 13 
seconds. 1” in 14 seconds—2” in 28 seconds includ- 
ing reaming. 





Instant change from cutting to threading and vice 
versa. Die heads changed in 10 seconds. Compare 
these figures with those of other machines and you 
will realize why this new ‘“‘STOLEDO” is a machine 
of multiplied efficiency. 


THE TOLEDO PIPE THREADING 
MACHINE CO. TOLEDO, OHIO 
New York Office, 72 Lafayette St. 


ye 
ee ee » 





Elevator Buckets For Every Use 


We manufacture a complete line of elevator buckets 
for every purpose. Salem buckets were awarded 
First Premium in 1880. sinee then no other make ! 
has approached them in quality. long wear and 


satisfactory service. 





They are made of the best erade of steel in gauges 


Buckets For Handling ranging from 6 to 24. We carry a large stock of | 
Grain. Flour, Coment, all stvles and sizes and, in addition, can furnish | 
Lime, Gypsum, Crushed you with special buckets made up in accordance : 
Stone, Sand, Coal, Marl, with your specification. You can also depend upon 
ta it that both our deliveries and prices will meet 
; Stone, Salt, Magnesite, your approval. 
Graphite, Mica, and Clay. 
: 
Ask for Catalog No. 3625 


MULLINS BODY CORPORATION 




















| Successors to W. J. Clark Co, 102 Mill St. Salem, Ohio 
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Sales Resistance Arguments Are 


ON’T give up the ship,” 


modore Perry win the day on 


helped Com- 
Lake 
show-me”’ 


Erie, 


buyer of transmission equipment when the 


but it’s of little avail to the “ 


iobber’s salesman, armed with the portfolio 
of certified facts on Skayef performance, goes 
ifrer him. 


Right at his finger tips, the Skayef jobber’s 





aie eT eS 
June, 1926 
——y 
' 
| 
t 
' 
{ 
| 
| 
) 
imc. fa | 
BRING ON 
EATY ANDA | 
OD + veaiaintate 
cé - TECHNICAL 
oR! shad EC A 
, 9 \ > : 
leslie | With Skayef Facts | 
Easily Riddled Wit ayef Facts | 
equipment. Into 116 pages have been set the 
personal narratives of executives in 17 plants 
plus page after page of comparative figures— 
the before and after facts. 
t 
Your men can use such information to the i 
greatest advantage not only for themselves | 
but to add to your profits. Are you on the ) 
Skayef band wagon? If not, write for full in- | 


salesman has the vital story which interests 
the prospect most—dollar and cents figures 


of the other man’s ex} yerience with Skayef 


elf-Aligning 
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MARKED 


formation today and remember—this modern 
sales aid is for Skayef Transmission 
exclusively! 


agents 





HANGERS 


1593 


Ball-Bearing 





=8KF INDUSTRIES, INCORPORATED, 165 Broadway, New York City 
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Screw plates, especially QGUc@int 

Plates, are good, staple, non-deterio- 

rating merchandise. Every hardware | 
man knows it-—every hardware 
man sells them, but mighty few let 
their customers know about it be. 
cause screw plates are big, clumsy 
things to display. 


THI 

Now You Can Sell More | 
title Giant Screw Plates | | 

I || 

- 

=! This handsome all! metal display rack 

Lille Giant with its four popular screw plates is : 

SCREW /2\(/0\ PLATES not only a good sales proposition, but 

* Ga D it's a better buy. 








But our new all steel rack takes 
care of that. It’s solid, un- 
breakable, yet fairly light, and 
only occupies a couple of feet 
LE i of floor space. 











Write today for our special 
price. You will be surprised. 







We urge you to act now 
because we have many 
orders on hand and when 
our supply of racks is 
disposed of, our 
special price wil! 

be withdrawn. 
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Use this pee 
coupon. ) 
1 Feed 4 y \ oe 
. Ss ne bie Little Gian 
CORPORATION Screw: Plate assorts 
GREENFIELD, MASS., U:S.A. 
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“The Reeves” Wood 

Split Pulley has stood for the highest ideals in 

pulley design and construction. It has had the 

approval of the engineering fraternity — ot 

thousands of manutacturers and their super- 

intendents- and of competitors who have patterned after 
“The Reeves” design. 


Every piece of lumber entering into “The Reeves” pulleys 
is high grade, out-door seasoned and kiln dried hardwood 

selected at the sawmill by our own inspector. Arms are 
built up with the rims making them inseparable. Every 
segment is both nailed and glued and the completed pulley 
is waterproofed with shellac and varnish. All in all “The 
Reeves” pulleys are not excelled in design, material, con- 
struction, efhciency, durability, or in reputation. 


Reeves distributors have much in their favor. A line that 
includes standard 2-arm wood split pulleys, 4+-arm pulleys 
for heavy duty, “Baby Reeves” pulleys from 3 to 5 inches, 
block pulleys from 6 to 10 inches, small clamp pulleys for 
large shafts, motor pulleys with interchangeable cone cen- 
ters, fly wheels built up in the same way as “The Reeves” 
Wood Split Pulley, wood split sheaves that do not cut the 
rope, cone pulleys, flange pulleys, tight and loose pulleys, 
and “The Reeves” Wood Split Friction Clutch. 

Add to this fine line effective advertising, a common sense policy of cooperation 
with distributors, and you have the Reeves sales proposition. Ask for full details. 





“ Wood Split Pulley 


Reeves Pulley Company 
Columbus, Indiana 


Distributed in Chicago by REEVES-BOND SALES CO., 39 South Clinton Street. 
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Making Customers 
Come Back For More 


The Universal Giant WOOD-FAFNIR Line of Power Trans- 
mission Machinery offers a combination of stability and econ- 
omy that has a decided and proven sales appeal. 


Linked with the 69 years’ manufacturing experience behind 

the U. G. Line is the well known and efficient Fafnir Ball 

Bearing—an appliance that is a battering ram to the door of 
increased and continuing sales. 


WOOD-FAFNIR Ball Bearing Hanger Boxes, Ball Bearing 
Pillow Blocks and Post Boxes, Ball Bearing Loose Pulleys and 
Ball Bearing Equipped Friction Clutches, made in Chambers- | 
burg, provide the usual Wood’s quality that makes your cus- } 
tomers come back for more. 
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A few profitable territories are still open for dealer distribution. 
Write today for full particulars of this newest sales stimulator. 
No obligation, of course. 


T.BWood Sons (..C hambersburg. Pa. 


Greenville, S. C. Cambridge, Mass. 


Makers of Power Transmission Machinery Since 1857 
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Why is this? 


Pivot men who ave accessible 


to some are totally inaccessible to others 


Why is this? 


N THE sixty years we have been in 

business we have been asked this ques- 
tion on innumerable occasions. 

It seems to be a rule that the man who 
is inaccessible or difficult to see will always 
react fave cally if a perfect, well-arr: inged, 
engraved business card is presented to him. 

And in nine case out of ten you will find 
that the pivot man of the organization 
whose name carries prestige will grant an 
interview to the salesman who presents a 
WIGGINS Engraved Card, in preference 
to the salesman who is announced by 
dogeared, stodgy piece of pasteboard with 
the name of his firm printed upon it. 

WIGGINS —_— ived Business Cards 
always carry prestige the same as quality 
in merchandise or a reputation for honest 
business dealings. 

For these cards are of the highest pos- 
sible quality: they are done in perfect taste 
by an organization of specialists in business 
engraving who have served business leaders 
for years. 

Below is a coupon which will illustrate to 


you what is meant by BUSINESS CARDS 
CARRYING PRESTIGE. If you fill it out 
and send it to us, we will gladly send you 
a sample tab of WIGGINS Book Form 


Cards which are used by business leaders 
everywhere. 


WIGGINS 


Peerless Book Form 
CARDS 


THE JOHN B. WIGGINS COMPANY 
1143 Fullerton Avenue, Chicago 
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- BRISTOL'S © 
BELT LACING | 








strength 


The strength in the Bristol 
Method of lacing belts lies in its 
simplicity. Without the aid of 
special equipment or training, 
any man of practical turn can re- 
pair a broken belt, or join the 
ends of a new belt. 


There is strength in the cold- 
rolled steel fasteners, too, for 
Bristols hold their grip on the 
ends of the belt as long as it 
lasts. 


These are the same Bristol’s 
Fasteners the “old timers” used 
thirty-five years ago! 


A Hammer is 
all you need 


When a belt 
breaks simply 
Square up the 
ends and butt 
them together on 
a block of soft 
wood. With a 
few Bristol's Fas- 
teners and a hammer you can make a 
strong joint in a jiffy. 





Carried at most hardware and mill 
supply houses. Write direct to the 
factory for samples and_ bulletin 
719-H. THE BRISTOL CO., Water- 


bury, Conn. 
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A Self Seller and a Repeater 


“A Self Seller and Repeater.” That is the way 
a large majority of the Jobbers throughout the 
country are speaking of the Flexitite Disc, the 
never-leak gate valve. 

And naturally there is a reason—a very good 
reason. 

Flexitite Disc is the only never-leak gate valve 
on the market. It is the first gate valve that 
actually shuts off tight. It simply will not leak 
even under the most exacting service requirements. 

Hand this valve to your most particular cus- 
tomers. Let them look it over. Tear it apart. 
Try it on their lines. Install it where no other 





gate has ever before operated satisfactorily. It 
Then when they return all bubbling with enthusiasm 

—you too, will be in the class of the Jobbers who term Shuts 

the Flexitite Disc Gate Valve the “Self Seller and 


Repeater.” ff 
How about having us send you more detailed informa- oO 
tion? Just a line to us will do the trick. 


Ohio Brass Company 
Mansfield. Ohio 


Ohio Brass Co, 
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DIXON’S GRAPHITE PRODUCTS 


Flake Graphite Boiler Graphite Paste Belt Dressing 
Graphite Cup Grease Silica-Graphite Paint Pipe Joint Compound 
Waterproof Graphite Grease Solid Belt Dressing Aluminum-Graphite Paint 


Vhese igh quality products are the result o1 


manutacturing methods. They are made from the finest grade of graphite and known 
throughout the civilized world for their superior lubricating properties. 


Since 1827 the name of Joseph Dixon has been associated with graphite. 


Pvears experience and modern scientific 


Poday the word “Dixon” and “Graphite” are practically synonymous. 


DINON’S Graphite Cup ¢ 


ITCASC 1 | 1 rom. thi DINON'S Solid Belt. Dress Ses 
Ss I \ use 1 keeps leather belts 
‘ ] ] 
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1 het rings sit : sili 
DIXON'S 17 en lake Graphite is ideal for DINON’S Sihea-Graphite Paints \ { at 
1 “oe, 
nder and ul ubricat coatit askets surface nst moisture, wate k il 
1 whereve ; pl é ed 


Write for Booklet 71-KP and Prices 


JOSEPH DIXON CRUCIBLE COMPANY, Jersey City, N. J. 
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Established 1827 
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“>U.S. %4" PORTABLE ELECTRIC DRILL > 


U.S. Electrical Drills, Grinders and Pol- 
ishers—oldest line of its kind in the 
world—require no quota arrangements 
to force their sale. Unchallenged supe- 
riority—heralded to the trade through 
forceful advertising—makes them easy 
to sell in real volume. 


And that volume makes broadcast sell- 
ing among jobbers unnecessary. Hence 
the U.S. Plan of Selective Jobber Distri- 
bution—which eliminates price-cutting 
and the other ills of undue competition 
for you. 


Jobbers like to sell this quality line because there 
are no unfair quota discounts—they 
get their dividends in every billing. 


F * mae ’ 
Write for Catalog “C 


THE UNITED STATES ELECTRICAL TOOL CO. 
Cincinnati, Ohio, U.S.A. 
We 





Portable Electric Drills 


Grinders-—Polishers 


Oldest Builders of Electric Drills and Grinders in the World 














When writing to Advertisers please mention Mitt Suppties. 
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CALDWELL SERVICE 


What it Means 


OUR firm has its own ideas of 

real service—and you want them 
met. You are justified in insisting 
upon their being met. But how 
about the concern making the prod 
ucts upon which you must depend? 
Does that firm raeet your ideas of 
good service? 


Briefly —the Caldwell idea can be 
summed up in one fact: 


It has been a point of pride with 
our organization to measure plant 


efficiency by the number of orders 
shipped on the day received. 


Caldwell keeps half-a-million dollars’ 
worth of equipment in stock at all 
times. We have learned, through 
many years, just which equipment 
is most commonly ordered—and this 
experience has been utilized in the 
maintaining of our stock. 


Test our service ability. Wire or 
write Caldwell, or nearest Link-Belt 
office. 


Caldwell Products 


Power Transmission Machinery—Bearings, 
Gears, Hangers, 


NEW YORK: 2676 Woolworth Bldg. 








Shafting, Pulleys, Machine Molded Gears, Cut 


Chains and Wheels. 


Elevating and Conveying aeomesceal "ihe erie Conveyor and Accessories, Belt Conveyors 
Chain Conveyors, Elevator Buckets, 


Link-Belt Company Offices in Principal Cities C-44, 


Boots and Casings, Car Spotters, etc 


Send for Catalogue M.S.45 


H. W. CALDWELL & SON CO. 


LINK-BELT COMPANY, OWNER 
CHICAGO: 1700 S. Western Ave. 


DALLAS, TEXAS: 810 Main St. 

















Conveying and — a Equipment 
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this pushing game— 


You can’t push a car unless 
you're using proper tools, and 
you can’t push sales unless 
you're selling proper tools. 


The New Badger has maximum 
leverage, slip-proof spurs and 
only two wearable joints. It is 
the proper tool for moving cars, 
and the right pushing imple- 
ment for you to push. 


Every time you sell a New 
Badger you win a customer be- 
cause New Badger sales mean 
resales. 


We back you in a thirty-day free 
trial plan. 


ADVANCE CAR MOVER CO. 
930 E. John St. 
APPLETON, WISCONSIN 





The New Badger 
No. 5 
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ANDERSON 
STEAM SPECIALTIES 


Years of experience in designing and manufac- 
turing Steam Traps have brought Anderson 
Traps to a high state of efficiency. 


You will make no mistake when you specify 
Anderson for your installations. 


















Model “O 

Trap 
accumulated air 
under pressure. 
For mains, water 
mains and brine pipes in 
large buildings, heating sys- 
tems and water re- 
ceivers and auto- 
matic. Works at pressures 
from 0 t 


Air 


Removes 
Irom water 


street 


closed 


Model “O”" Air Trap 


Model 
Steam Trap 
newest trap. A pr 

l trap with limited cz 


“Junior” 


Our 
tica 





etc. Works at all pre 
from 150 lbs. down 





“Junior” Model 
steam Trap 





Model “D” 


Trap 


Steam 


Ci 





Model “D" 


Steam ‘Trap 


Use an Anderson 


It's a Trouble Killer 
The V. D. Anderson Co. 


Cleveland, Ohio 


New York City, 2142 Race St.. Philadelphia 
Boston 207 Union Trust Bldg., Baltimore 
134 Plymouth Court, Chicago 


336 3rd Ave., 
100 Pearl St., 





an ee a DEEN SIN EN OR ERIE 





ry 








eA AAI LIE LS 





mention MILL SUPPLIES. 





Tune, 1926 Pies = 


—_ — as ANS EHO TEA AE TERE BNE TS A a EI EL EL RRNA OS AE 


58 YEARS OF COMPETITION | 


et 








eRe R NE eT AST 











Pe A ae CEN 







La 

Seas t 

4: ream (118091919 
Pec CR ECEE CS Be 


ues WEEE if 


T goes without saying that we have 

made a good many friends in our 58 
years of business—both users and job- 
bers of belting who come to us year after 
year for their requirements. 


We do not mean to say that we have not 
felt the press of competition. But these 
old friends of long standing seem to feel 
that we have something in the way of 
product and service that is entirely aside 
from competition. 


Our ability to foster these friendships 
makes us more determined and success- 
ful in the stress of competitive conditions. 


We will be glad to discuss our cooperative 
sales plan with those jobbers who feel 
that they must do more than meet compe- 
tition. Your request wil bring a presenta- 
tion without obligation. 


ie? mfr! ul] 





plo, Tanners 
pat si Belt Manufacturers 
Vain Office and Factory 
42 Ferry Street New York 


When writing to Advertisers please mention Mint Suppties 
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After Joining 
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Clipper 


Lacin 


In nearly every branch of manufacturing the proper connection 
of joints is a problem worthy of serious consideration—and 
each manufacturer has his own individual joint problem. 


Practically every factory man is familiar with the present ac- 
cepted method of joining machinery belts with Clipper Lacings. 
He recognizes the superiority of Clipper Hooks, Clipper Pins 
and the Clipper Lacer. 


But why apply the wonderful efficiency of Clipper Lacings only 
to belts? A Clipper Lacing can be used with equal success in 
many other cases where flexible materials require a smooth, 
firm, quickly joined connection. 


Study the joints in your factory equipment or in your product 
itself and consider them in terms of Clipper Lacings. Experi- 
ment with your Clipper Lacer where you now glue, nail, rivet 
or sew. You may find in Clipper Lacings, 2s many have al- 
ready found, an ideal solution to your joint problem. 


We will be glad to cooperate with manufacturers in 
the application of Clipper Lacings to their purposes. 


Clipper Belt Lacer Company 


GRAND RAPIDS 


MICHIGAN 

















New Uses Found for 
Clipper Lacings 





How the Laundry Industry 
‘‘Joins with Clipper’’ 


Clipper Lacings are rapid- 
ly replacing old methods 
of joining Laundry Ap- 
rons. Inestimable savings 
in time, efficiency and 
costs are being made. 








motive Field 


Automobile accessory 
manufacturers sought a 
smooth, flexible inexpen- 
| sive lacing for Blowout 
| Boots. Clipper Lacings 
| proved exactly suited to 
| the purpose. 
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The “CHICAGO Line 


I Power Transmitting Appliances 




















Ball Bearing Loose Pulley 








Mr. Dealer: 


The CHICAGO LINE of Power Equipment is a 
complete line of all standard appliances with many 
up-to-date specialties, such as Ball Bearing Loose 
Pulleys, Ball Bearing Friction Clutches, Ball Bear- 
ing Hanger Boxes, Ball Bearing Emery Grinders, 
Ball Bearing Countershafts, etc., all guaranteed to 
eliminate troubles caused by the use of ordinary 
equipment. These specialties are in demand and 
profitable for any dealer to handle. 








: < It is a known fact that ball bearing equipment 
Bal Bearing Feietinn: Ctateh, Seere Tape eliminates friction and reduces power bills, and all 
live dealers will be looking for a connection along 
this line. 


We list above only a few of our many trouble 
saving specialties. Are you handling up-to-date 
equipment and making as good profits as CHICAGO 
LINE dealers? 


Catalog and Prices sent on request. 


Chicago Pulley & Shafting Co. 


MAIN OFFICE: 
19 No. Desplaines St. 


FACTORY: 
Menomonee Falls, 


Chicago, IIl. 


Wisconsin 








The Marvel Ball Bearing Grinder 
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Whitman & Barnes. 


AKRON, OHIO 
TWIST DRILLS AND REAMERS 





The Chicago Screw Company: - 
Is Noted For Its Superior Shop Equipment 


| 
E | “W& B” Twist Drills and Reamers An Important Part 
| 


The drilling and reaming of special screw ma- 
| | chine products in brass, cold rolled steel or alloys 





on a heavy production basis is a very important 
part of this company’s activities. 





_| | Difficult drilling, reaming and tapping of all 
>: ) gS @. descriptions is handled in such an efficient and 
. . | economical manner that many manufacturers find 


PY 4 
(ETS 


it to their advantage to let The Chicago Screw 
Company produce intricate work of this nature. 


© | oO Oo a y x | | The Chicago Screw Company is able to be of 


service to these manufacturers largely because 
of their superior shop equipment. With such 


; 4 tools as Whitman & Barnes Twist Drills and 
9 | T v Reamers they are producing work of uniform 


precision and of the highest quality. 
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Let your next drill be a 


New 


HERCULES 


tested and approved 












Drilling and Reaming Are Important 
Operations In This Plant 


It must be obvious, from the illustration of the prod- 
ucts manufactured by The Chicago Screw Company, 
that drilling and reaming are two very important 
operations in this company’s production. 


The Chicago Screw Company with their heavy 
production schedules use Whitman & Barnes 
Twist Drills and Reamers with full confidence in 
their ability to reduce the cost of all drilling and 
reaming operations to a minimum. 


This is simply further evidence to substan- 
tiate the statement so frequently repeated 
that the world’s foremost manufacturers 
standardize on “W & B” Products. 


Photographs Courtesy The Chicago Screw Company. 








. Whitman& Barnes {/ 


AKRON, OHIO : 
rWwWisT DRILLS REAMERS 





Warehouses: 99 Chambers St., New York City and 565 W. Washington St., Chicago, Ill. 


For Complete List of Distributors, see MacRae’s Blue Book 


‘ 
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Cut-open view of Yate 
Model 20B Ball Bear- 
ing Electric Chain Hoist 


AYale Electric Hoistin your 
own warehouse makes a 
good demonstration and 





Saves you money 


This Yale Model 20B Ball Bearing Electric 
Chain Hoist installation shows how easy it is to 
handle unusual conditions and bulky loads. 

The fact that the Yale Model 20B is so flex- 
ible and so readily adapted to practically any 
overhead situation, any I-Beam flange and any 
lift makes it an ideal hoist to stock and sell. 

Yale Model 20B Hoists are compact, flexible, 
and the most efficient electric hoisting and 
handling units on the market. 

Their compactness, due to the use of chain 
and the centralized ball bearing load sheave,and 
their strength and safety in the welded steel 
load chain, all-steel suspension and rugged con- 
struction are well known to hoist users every- 
where. Every working part of the Yale Electric 
Hoist is readily accessible for inspection, yet atall 
timescompletelyprotected and easilylubricated. 

Just as the Yale Model 20B Hoist will save 
money in your own warehouse, so, too, it will 
save money for your customers. The name 
YALE helps make the sale. 


The Yale & Towne Manufacturing Co. 
Stamford, Conn., U.S. A. 


= YALE MARKED !S YALE MADE 


Hoisting * Conveying Systems 
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Power Saved 
Lubricant Saved 
Alignment Preserved 


Wear Practically Eliminated 
—in Line Shafting 


Shafts 70// in Dodge-Timken shaft hangers 

and pillow blocks. The rolling motion is 
m all on hardened, ground, special Timken- 
made alloy steel. There is no movement 
against the shaft surface. And grease en- 
closure is perfect. Starting load, running 
load, and lubrication requirements must be 
sharply reduced. 


CONCERTS ENE OURS SEDI NN RT 


The improvement is permanent. Timken 
load area, thrust capacity, and positive roll 
alignment keep shafts running snug and 
true. The little wear that causes more and 
more wear can find no starting place in 
Dodge-Timken equipment. 





The initial cost of installing Dodge-Timken 
economies is trifling in itself—and a posi- 
tively lucrative investment considering the 
savings, in power, grease, cotton waste, 
depreciation, time avd labor. 





FHE TIMKEN ROLLER BEARING CO., CANTON, OHIO 
Technical inforr at n reecar » hearino cizee nd irm r 


i ion reg gk ing sizes and their intings can be secured from the 
Timken R r Bearing Serv &S ( pany’s Branches located in the following cities: 
Atlanta, Baltimore, Boston, Buffalo, ¢ go, Cleveland, Dallas, Denv r, Detroit, Indianape lis, 
Kar City, I Ang » Memy » Milwaukee, Minneapolis, Newark, New York, Omaha, 
Philadelphia, Pittsburgh, Richr >» ate SE os Francisco, Seattle, ‘Toronto, Winnipeg 


TP I IMI IX TS IN 


SaDered 
ROLLER BEARINGS 
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This fitting is not threaded deeply enough. Notice 
that the notch of the gauge protrudes beyond the face 
of the fitting. 


Walworth Threads Have to Pass This Test: 


The old idea that all fittings are as 
much alike as two peas in a pod makes 
a mighty poor manufacturing formula. 
You, who use them, know as well as we 
do that fittings aren’t “‘just fittin’s.”’ 


Take the threading, for instance. 
Walworth engineers have worked out 
the test shown here by which the threads 
of cast iron fittings are gauged as close to 
perfection as is possible under conditions 























of modern wholesale production. 


If one W alworth fitting is found to be 
as much as one half turn off the standard 
of tolerance we don’t merely throw it 
out, but we stop the machinery and cor- 
rect it for the whole run. 


It is precise, painstaking methods like 
this that put the extra measure of 
quality into everything Walworth 
makes. 


WALWORTH COMPANY, Boston, Mass. 


Distributers in Principal Cities of the World 


Plans at Boston, Greensburg, Pa., Kewanee, IIl., and Attalla, Ala. 


Walworth International Co., New 


York, Foreign Representative 


WALWORTH 


Valves, Fittings and Tools for Steam, Water, Gas, Oil and Air 
WHATEVER YOU BUILD YOU NEED WALWORTH 
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When a feed pump 
fails—then what?? 


A®’ many an engineer has learned to his sorrow, 
1 boiler-feed pump can suddenly blow a gas- 
ket, crack at a pressure part or fail at the valve 
deck fromm a loose seat, disintegrated rubber disc, 
loosened spring tension, or from a solid lodged in a 
valve opening. The repair may not be serious, but if 
it means a boiler tie-up, with men thrown into tem- 
porary idleness, somebody is in bad for the service 
interruption. 


SHERWOOD INJECTORS 


are excellent standby protection in such emergencies as 
avoidance of a single interruption often repays the cost 
of the installation. 

Being simple in operation, practically without moving 
and wearing parts, always ready for instant action, and 
capable of feeding hot or cold water against any boiler 
pressure up to 200 lb., these injectors are particularly 
desirable for emergency feeding and a necessary protec- 
tion in plants depending upon few boilers. 

Sherwood Injectors as main feeding units also offer a 
logical means of assuring constant dependable boiler 
water supply as they operate year-in year-out with prac- 
tically no attention, heat the water on its way in, and 
thereby avoid dangerous expansion strains. 

Sizes, 14 to 3-in. delivery with capacities from 130 to 
5000 gal. per hr., depending upon size, lift of suction, 
temperature of water supply and pressure in boiler. 


This Sherwood 
Catalog FREE 


if you return the coupon 

Send for your copy and keep it 
handy as a guide to proper selec 
tion of Injectors, Ejectors, Cellar 
Drainers, Force-feed Oil Pumps, 
Sight-feed Lubricators, Oil and 
Grease Cups, Ojl Gauges, Indi 
cator Cocks, Gauge Cocks, High- 
Pressure Gas Valves, Flue Clean- 
ers, Fusible Plugs, etc. 


HERWOO]) 








A GOOD NAME TO REMEMBER WHEN BUYING 
POWER PLANT and INDUSTRIAL SPECIALTIES 





SHERWOOD MANUFACTURING COMPANY 
1713 Elmwood Ave., Buffalo, N. Y. 
Please send Sherwood Catalog No. 18-S. 


Please quote on injectors for boilers of hp. individual 
Capacity Temperature of feed water deg. Fahr. 
Name 


Position and Company 
Addre 


ho Safeand Sure 
Requires Only Heat 





KESTER Acid Core SOLDER 


For general soldering and heavier electrical work. 
Self Fluxing—**Requires Only Heat.’’ Standard size 
No. 3 about 1/8 inch in diameter, runs about 30 feet 
per pound. Packed on 1, 5 and 10 pound spools. 
Special gauges also available. 


Kee Metal Mender 
The Household Solder 
Here is the small package of Acid Core Solder. So sim- 
ple anybody can use it. Ten cans about 1 4 pound 
each are packed per carton. Ten cartons (100 cans) 
to the case lot. 





“WIRE SOLDER Visit i 


Kester — Solder 


For very delicate conte al and radio work. Contains 
highest quality metals and rosin flux. Standard size 
about 3/32 inch in diameter, runs about 50 feet per 
pound. Packed on 1, 5 and 10 pound spools and 18 
inch sticks in 5 pound boxes. — gauges also 
available. 


ll Radio Solder 
(Rosin Core) 
Safe, Sure and Simple — approved by radio engineers. 
Harmless to the most delicate parts. Absolutely non- 
corrosive flux makes low-loss joints. Ten cans about 
1/4 pound each per carton. Ten cartons (100 cans) 
to the case lot. 





GENUINE SOLDER 





CHICAGO SOLDER COMPANY 
4215 wee Avenue, Chicago, U.S.A. 


+ 8 


iubiiiesiens par world’s largest 
manufacturers of Self Fluxing Solder 
6-——_— 
Your Jobber Can Supply You 
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Give us two years 
Service-they said 


scar 








It was the first Diamond belt the Big 
Rock Stone Company of Little Rock, 
Ark., had ever bought—an elevator 
for their stone crusher. 


As they installed it they said, “Give us 
two years’ service and we’re satisfied.” 
They were speaking from long expe- 
rience with other belts. 


But they had not reckoned with 
Diamond quality. That belt stuck to 
its job for practically three years. 


Naturally they bought a Diamond to 
replace it—nothing else would do. 
Also they purchased the conveyor 
shown in the photograph. It has been 
in operation for three years, despite hard 
service, and the fact that it has run in 
water most of the time. 


The superior service value of Diamond belts 
makes the line not only profitable but a per- 
manent business builder for the jobber and 
distributor. We shall be very glad to give 
you full details on the Diamond proposition. 


Atlanta 
Chicago 


Boston 
Dallas 


New York 
Seattle 


Kansas City 
Los Angeles 


THE DIAMOND RUBBER COMPANY, Inc., Akron, O. 


Philadelphia 
San Francisco 
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: 
|. “Hallowell Steel 
Bench Legs have be : 
; 
come very popular i 
because they can be ] 
picked up from stock, 
ready for use and as ; 
they look the part, ' 
give absolute _ satis- j 
faction and cost ) 
little, no wonder they i 
are ready sellers iW 
; 
: 
£ 
i 
' 
: 
; 
' 
Z. “Pioneer Hangers cost less to 
G Oilin stock than any other and are now j 
‘ I Se so well introduced that they al i 
: 1 a most sell themselves } 
r ,00s¢ : 
yractically n I i 
wear mut, when th | 
“Gast” Oiling Machine | 
is tached. Brings repea i 
rders | 
‘ 
i 
f 
/ 
, Hallowell” St This page lists the principal prod- ' 
4 4 re¢ ° ~ _ : 
‘ "> ucts of the Standard Pressed Steel i 
N ymbin it + . ; 
' sik oolivh ena Company—each one a quality prod- 
low price, explain . . . . | 
popularit uct in its line. All these items are 
consistently advertised and therefore 
. . . - | 
sell easier than competing lines. For H 
complete descriptive circulars, please i 
address Box 3, at Jenkintown. / 
/ 
| : 
4 ' 
XN ' | 
°° 2S Ter eS / : 
| 
| ' 
3 : 
6 “Unbrako” Hollow Set and Socket 4 
Head Cap Screws, stand up under strains } 
5 “Hallowell” Steel Bench Drawer fits that wreck every other screw similarly } 
any ben Dust-proof Keeps _ tools tested—Besides, “Unbrako” products cost i 
where they belong and res ti | less but net you more profit and that’s 
don’t get lost A sure something to think about 
men. 
— ee - . _ . - : 
; ——————————— -- — ~ — - = 
Box 3, Jenkintown, Penna. | 
— = a 62 erect an Meee. ‘ 
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“HALLOWELL” 
Steel Bench Legs and | 
Steel Bench Drawers. 
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Built to stand the | 
The new “Hallowell” 
Home Work Bench racket—and 
(shipped knocked down +a 
in 3 packages) is the does it! 
thing you've been | 
wanting for your own 
home. | 
Just as our “Pioneer” hangers and “Hallowell” platforms have the | 
quality that insures long service and the price that makes for easy buy- 
ing, so, too, do our “Hallowell” steel bench legs and steel bench drawers 
measure up. They’re not best because they’re cheapest, they’re 
cheapest because they’re best! They make it easy to rearrange the 
plant—benches are easily moved and never come apart. Moreover, 
“Hallowell” steel-legged benches actually cost less to build than 
wooden benches—and last much longer. “Hallowell” steel bench 
° . ' 
drawers are dust proof. Write for illustrated fo!ders. 
| 


Standard Pressep STEEL G 








Box 3, Jenkintown, Penna. 
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At Any Time, At Any Price 


No matter what the needs of your customers may be in lathes or woodworking machinery, you can 
meet them at any time at any price and at a greater profit to yourself if you are jobbing the Sidney Line! 


That's because Sidney discounts show larger percentage and because the selling price of Sid- 
ney-built machinery is often less than competitive makes. 













All Sidney and Famous equipment are serviced direct to 
user while our guarantee covers every piece we manufacture 
ring its entire life. 


Vhy not let u end you ali tne 


The Sidney Machine Tool Co. 


Sidney, Ohio 


ATLANTIC Bar Belt Dressing 


fA 20 Years on the market without a Complaint 








Only in rare cases do belts actually wear out. From neglect they 
usually become hard and crack on the pulley side. Atlantic Belt 
Dressing will prevent this. We manufacture three kinds, all of high 
grade materials, for leather, rubber and canvas belts. Also made in 
liquid form. Price reasonable. 


ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 








= ON EDGEMONT TYPE E 
DISC CLUTCH 


To 
sO1.8R 





An efficient clutch 
for high speeds and 
quality drives. 


INJECTORS 











600,000 
satisfied users of U. S. Automatic Designed especially to give Jong carefree service 
Injectors requiring repairs and re- with a minimum of attention. Made by a Company 
placements, together with an as- devoted exclusively to building friction clutches. Qur 
sured and proper profit to the job- years of experience have been put into the Type E 
. Disc Clutch to make it a clutch suited to present day 
ber through our established resale pea 
prices, make U. S. Automatic 
i Injectors a satisfactory and profit- The business, for which the Edgemont Type E 
i able line for any jobber to handle. Clutch is adapted, has barely been touched. This 
clutch will make a paying addition to your line. 











Our engineering department will co-operate at all 
times. Full information on request. 


Am erican Inj ector Co. THE EDGEMONT MACHINE CoO. 
DETROIT, MICH. DAYTON, OHIO 
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PYOTT POWER WHEELS 


SPROCKETS - 









When allouny Counts 


A big order for pulleys — ready for signature — “When can you make 
delivery?” — then is when Pyott service means something definite to the 
mill supply salesman. 

Thousands of patterns — for pulleys from three inch to twelve feet, in any 
wanted width, makes quick service at satisfactory prices easily guar- 
anteed. 


PYOTT “RED FACE’? PULLEYS 


set the standard for quality pulleys the country over. 


If you haven’t the Pyott Price Book in your bag, 
write for it today — it'll help you close orders. 


PYOTT FOUNDRY COMPANY 


Leaders in quality pulleys for over 25 years. 


334 N. Sangamon St., Chicago, Ill. 








Among the many uses to 
which air may be put 
none exceeds in impor- 


tance the operation of fuel oil 
burning furnaces for domestic 
heating as well as for commercial 
purposes, 

Leiman Bros. 
are especially 


Rotary Air Pumps 
adapted for this 
work because their unique con- 
struction enables them to deliver 
the air in large volume and at the 
proper pressure The 
scoop up the 


curved wings 
air and push it along to 
the outlet and it cannot escape Or leak 





LEIMAN BROS. 
PATENTED 
Rotary Air Pumps 
for Fuel Oil Burners 


The system of construc- 


tion used is patented— 


nevertheless Leiman 
Bros. Rotary Air Pumps are not 
high priced nor even priced up to 
their worth to the user. 

Once used, a new friend is made — 
once rightly selected to do a job they 
will always deserv e the confidence ot 
the user. 

Slow speeds, few moving parts, no 
springs or tips on the wings, just 
simple, powerful, efhcient pumps 


OTHER USES 


ARE NOISELESS Agitating Vacuum Cleaning Printing Presses 
L ' a a . oe R Pee Nee nes ee ed Brazing Wrapping Machines Maliing Machines 
back because centrifugal force keep 1 is so arranged tha Soldering Laboratory Work Melting 
the w ings in « lose contact with the ¥ Forging Blow Lamps Blowing Dirt from 
, "nd : tl bi “4 w Hardening Blow Pipes machines 
« yvline er curved surface and also with , I 3 Oil Furnaces Gas Pumping Glass Bending 
the inside surfaces of the side flanges 4 " Gas Furnaces Pressing Irons Blowing Chips & Stamp- 


or cylinder he ads. 


Vakers of good machinery 


Suction Chucks Paper Feeding Devices 


Ings from machines 


And Many Kinds of Automatle Machines and Devices 


LEIMAN AIR PUMPS WY ine 3 pour 


23 WALKER ST. H-K 
NEW YORK 
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He is your business partner | 


He considers first and foremost your interests. 

He is truthful and honest in his dealings with you. 

He is not provincial, but his experience is nation-wide in scope. 
He is not opinionated, but brings to you unbiased facts, news, 
and reports. 

He has a finger on the pulse of your trade’s activities. He pro- 
mulgates helpful information. 

He is in close touch with manufacturers, producers, distributors 
—those from whom you buy. 

He deals with none which has a tendency to mislead or which 
does not conform to business integrity. 

He is a consultant that “sits in’”’ with you regularly. His sugges- 
tions are profitable to you. 


He holds a fellowship in a select association with exacting stand- 
ards of membership. 

He has pledged himself to determine the highest and largest 
function of the trade which he serves, and to strive in every 
legitimate way to promote that function. 

HE IS THIS PAPER. 


Your paper. A member of the Associated Business Papers, Inc. 


THE ASSOCIATED BUSINESS PAPERS, Inc. 
Executive Offices: 220 West 42nd St., New York, N.Y. 


The A.B.P. comprises a group of business papers that reaches 54 
fields of trade and industry. Membership requires the highest 


standards in every department of publishing, circulation, editorial, 
a and advertising. 


The advertisers in this publication demonstrate by their presence 
here that they are awake to modern methods of selling as well as 
(<] production— methods that cut costs and standardize operations. 

















Mit SUPPLIES is a member of the A. B. P. 

















When writing to Advertisers please mention Mitt Suepcies. 
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Guaranteed 
Performance! 


“Cyclone” Hoists and “Matchless” Trol- 
leys stand entirely on their merits. Their 
proven pertormance makes possible guar- 
anteed performance. The following offer 
is convincing proof that these unbeatable 
material handlers are built to deliver the 
goods! 


Guarantee 


“Cyclone” Hoists and “Matchless” Trolleys are 
backed by a one year guarantee against defects in 
workmanship and material. 
Exclusive features of construction place “Cyclone” 
Hoists and ‘‘Matchless” Trolleys in a class by them- 
selves. And that’s no idle boast! For instance— 
“Cyclone” Hoists have the exclusive gyrating prin- 
ciple of operation whereby more than twice the usual 
number of lift gear teeth are always in mesh. Results? 
An easier moving, high-speed hoist with a minimum 
of friction and an exceptionally long life. 
“Cyclone” Hoists have the exclusive single unit princi- 
ple of construction which means that sizes are in- 
creased by increasing each part, thereby eliminating 
the objectionable method of obtaining larger sizes by 
doubling up on smaller sizes. Result? The same 
simple compact construction in all capacities of 
“Cyclone” Hoists. 
“Matchless” Trolleys have Flangeless Track Wheels, 
an exclusive, patented feature. Result? No binding 
or scraping on edge of beam. Trolley moves freely 
around curves. 
“Matchless” Trolleys have Timken Tapered Roller 
Bearings which take up all end and radial thrust so 
apparent in other I-beam trolleys. Result? Friction 
is minimized and axles and frame are protected from 
wear. 


Every other detail of construction of “Cyclone” 
Hoists and “Matchless” Trolleys represents the best 
engineering practice. For complete information get in 
touch with the “C-M” representative in your territory. 
If you don’t know where to locate him write us direct. 


To the Trade 


Remember that “*C-M" products are safe to sel! because they are 
safe to buy. “C-M" representatives are backed to the limit on 
sales co-operation. Your inquiry will receive prompt attention and 
be held in strict confidence. Write. 


The Chisholm-Moore Manufacturing Co. 
Branches: New York — Chicago — Pittsburgh 


Representatives in All Territories for Immediate Service 
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Over Half 


of a 


iW! Century 


HOYT 
BABBITT 


Has Led the Way 


Using the best formulas and processes 





known, constantly improving both, 
and always insisting on absolute 
purity of materials, we have made and 
kept the world’s highest standards in 
our Babbitts 


Genuine “‘A” 








It takes more than formulas, more than 
processes, more than materials to do 
this. We have done it only by training 
workmen through more than half a cen- 


tury to super-skill. 


Try Hoyt Babbitt, and you will 
always use Hoyt Babbitt 


Write for Booklets I 


HOYT METAL COMPANY 


ST. LOUIS 
NEW YORK CHICAGO DETROIT 
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: sults that should reasonably be expected. 

















1 A line of rubber items sufficiently 
* complete to permit effectively supply- 
ing the requirements of the trade solicited. 


2 A quality of product uniformly good 
* and capable of delivering service re- 


3 A price basis inducing and making 
* possible aggressive competition with 
reasonable profit return. 


4 Freedom from competition from his 
* source of supply, either direct or in- 
direct,among the trade covered by his day 
to day solicitation. 


Selling helps of reasonable amounts 
so that his sales force may be given 
the advantage of specialized training and 
a knowledge of the product sold. 
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Theyre just the same 
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If You Did it Yourself 


F you had the time to sit down and plan an 








advertising campaign, wouldn’t it be quitea 
bit like our direct-by-mail plan? We believe it 
would, because our plan has been built of sug- 
gestions that have come in from many jobbers. 
The fact is that the average jobber hasn’t the 
time. That is why Republic does the work. 
To be sure, some manufacturers feel that they 
should not be called upon to do for the jobber 


what the jobber would not do for himself. 


But Republic believes that closer cooperation 
with the jobber means better business for both. 
We prefer your trade and therefore are willing 


to meet you more than half way. 


Do you approve such a policy? If so, we solicit 
your inquiry for further details about our 
direct-by-mail plan. 

THE REPUBLIC RUBBER COMPANY 


Youngstown, Ohio 
No Branc hes 


PUBLIC 


BELTING — HOSE — PACKING — MOLDED 
LATHE CUT GOODS AND FLOOR COVERING 
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\elative weights of soft steel filings 
made in 50 strokes by nine 12-inch flat 
bastard files, all standard = makes 

ught at random. ‘Test was made in 
i sh p that did not use Deltas All 


files were numbered tor identificat on, 
ae ms tA : ‘ ] 
ind were handled with trademarks 


hidden Filings weighed from 0.8318 
cram for the poorest file to 2.0240 
ram for the “Lance-Tooth” Delta 
No. 9 


The Delta 
story 1s told in 


a@ surprising \\ 
oan, \ 
booklet, “Files *\\ 


that CUT.” It 
is worth money 
to any shop. 


DELTA 


BRIDESBURG 








Test 
Delta Files 
‘Yourself 





7 YOU don't need to take our word for the cutting 
speed of “Lance-Tooth” Deltas. Prove it for your- 


self: the facts will be worth many dollars to you. 


Clamp a bar of steel upright, and fit a paper over it. Take 
50 or 100 strokes with your file, and collect the filings. 
Repeat with a Delta of same size and cut. Have the filings 
weighed, if possible—though weighing won't be needed 


to show that the Delta has made the bigger pile. 


Now figure what Deltas will add to the output of your 
file hands. Counting labor and overhead, what will they 
be worth per day? How many men will they release for 
better work? 


Order a dozen Deltas—of the Delta dealer in your 
neighborhood or direct—on 10 day trial. If at the end 
of 10 days you are not wholly satisfied, return them and 
the price will be refunded. 


“Buy Fileage as you buy Mileage” 


FILE WORKS 
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ce | }N a gasket, it is the material that 

fi counts; the time and labor of 
| cutting and fitting go for noth- 
ing if the packing used is not the right 
grade for the work. 


Wherever INDESTRUCTIBLE White 
Sheet Packing is used, a perfect joint is 
the result—one that will remain tight in- 
definitely. It will not yield to the attacks 
of steam, air, ammonia, hot or cold 
water, gas or creosote. Sufficiently firm 
in composition as not to flatten out when 
the bolts are drawn up. 





Carried in stock at all our branches in all 
thicknesses up to 1% inch, 36 inches wide. 


For especially tough jobs, use Style 29 Inde- 
structible with brass wire insertion, or Style 
30 with iron wire insertion. 


NEW YORK BELTING & PACKING CV. 


High Grade Rubber Goods for Mechanical Purposes 


New York Boston Chicago Philadelphi.- 
Pittsburgh St. Lovis San Francisco 
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Every sales executive knows what an advantage a sales- | 
man with all of his sales material at his finger tips has over | 
his competitors. 


The recent standardization of catalog page sizes of the 





Distribution 


Price Lists Catalogs 





machinery and mill supply industry enables you to incor- 
porate ALL of the salesman’s selling information into one 
compact, loose leaf catalog. 


Machinery and mill supply houses are generally adopt- 
ing Kalamazoo binders in the standard size for their sales- 
men. They are getting the desired and expected results 
from the standardization. 


Sign this coupon to denote your interest. We will show 


you how you, too, can give your salesmen a practical, 





convenient and satisfactory catalog that will help them sell 


MORE. | 
| 
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Keep Your Salesmen on a Par with Others 
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Bea 
KALAMAZOO) 

Better Accounting and 
Record Keeping Methods 


Everyu here 


sa a @ 


ACCOUNTING-SYSTEMS 








KALAMAZOO LOOSE LEAF BINDER CO. Use This Coupon 


Factories at Kalamazoo, Mich., and Los Angeles, Cal. 


Sales Offices in Principal Cities. 


“ 








Company 


Address 
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HEN your customer cuts 

into a Bunting Phosphor 
Bronze Cored or Solid Bar he rec- 
ognizes a quality and structure of 
metal that nothing less than 
Bunting’s methods, equipment, 
and experience can produce. 
Eighty sizes in stock. Patterns 
for hundreds of others. 


The Bunting Brass & Bronze Co. 
Toledo, Ohio 








BUNTING 


PFOSPHOR BRONZE 


CORED and SOLID BARS 


PATENTED 
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Something 
in Transportation 


PRESSED STEEL HAND TRUCK! 
A Wherever strength is essential—strength 
with minimum weight—steel is the preferred 
material. 

The American Pulley Company, applying its 
thirty-odd years’ experience as successful spe- 
cialists in pressed steel, has developed a new 
Pressed Steel Hand Truck, which has already 
proved itself a worthy companion to the 
American Steel Split Pulley, the American 
Pressed Steel Hanger and other **American” 
Pressed Steel Products. 

These new ‘Americans’ are scientifically de- 
signed for greater ruggedness, economy and ease 
in handling. Write or wire for particulars. 

THE AMERICAN PULLEY COMPANY 

Philadelphia, Pa 


ERICAN 


TRUCKS : 


PATENTS PENDING 








M 











SEE NEXT PAGE FOR DETAILS 





A Long-Awaited Leader Has 
Arrived 


PROGRES and improvement have become by-words of 
industry. Basic improvements in equipment follow one another 
in quick succession. Yet the hand-truck, many as are its uses, 
has remained practically unimproved for generations. 

So we have developed ‘American’ All-Steel Hand-Trucks, 
destined to share the acknowledged leadership of “American” 
Steel Pulleys and Hangers. They have these marked advantages: 
STEEL—*‘American” Steel Trucks are stronger, safer, more dur- 
able—correctly designed for maximum ruggedness with perfect 
balance and minimum weight. Only the hand-grips are wood, 
for handling comfort. Pressed steel wheels are standard or 
optional equipment on different models. 

DESIGN—Not a mere assembly of standard steel bars, but a 
truck constructed of steel parts, formed to our own design in 
our own shops. Every piece created for its specific task, with the 
result that the truck is light as wood, yet of great strength, with 
fine balance, and is easy to handle. See diagram for structural 
details. 

ECONOMICAL—Moderately priced, ““American” Steel Trucks 
will last indefinitely with little or no maintenance or repair. The 
cost per year of service is far lower. In case of damage through 
accident, replacements of parts are easy and inexpensive; parts 
are bolted together with lock washers. The time saved through 
easier handling cuts handling costs. 

FINISHED RED—*‘Americans”’ are fine-looking trucks. Painted 
bright red all over, except the wheels and hand-grips, they display 
effectively and are easy to identify. They stay red. 

You will want to standardize on “American” Pressed Steel 
Trucks. Mill supply houses prefer to handle them because ** Ameri- 
cans” give a new assurance of consumer satisfaction. Full infor- 
mation on request. 


THE AMERICAN PULLEY COMPANY 
Makers of Steel Split Pulleys, Pressed Steel Shaft Hangers, 
Pressed Steel Hand Trucks and Pressed Steel Shapes 


1200 Wissahickon Ave., Philadelphia 


Wrile or Wire for Particulars 
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BONNEY *25 ENGINEER'S KIT 
‘CN. Chrome Vanadium Wrenches 


ab ARR RATERS aE LS 


mest te 





AE I AER OES MIE RE CA ERE OO 


Attractive Discounts 
to Dealers 





CV is a Bonney 
trademark 
registered in the 
U.S. Patent Office. 
Chrome Vanadium 
registered 
August 11, 1925. 


Six Bonney *CV Chrome Vanadium double 
end Engineer’s Wrenches, all neatly packed 
in attractive leatherette kit. These six 
wrenches will fit the following: 


U.S. STANDARD S.A. E. HEX. CAP 

NUTS NUTS SCREWS 

yu ” fu A WAL Amn WAL VAG 
Ye", 56", 4", 4 » 56”, 34", 36”, 14 » 6, 
” bf su g’r" F ‘ur a0 su 
Me» ¥2". 16", 3", %", 38", 16", 4", 

5 LU uv 5 ‘uy St 

3", ig”. Yes 4%". 


(In cardboard box without leatherette 


Bonney Forge & Tool Works kit $6.85.) 


Allentown, Pa: 


You can secure from your jobber. Write for detailed information. 


Makers of Special Service Wrenches of Chrome Vanadium, Carbon 

Steel Drop Forged Wrenches, Stillson Wrenches, Vises and Drop W ” 
Forgings and the Bonney Rim Tool. Bonney Forge & Tool orks 
ALLENTOWN, PA. 

» Please send me one of your No. 25 

Engineer’s Kits for which I am attaching 

remittance of $7.85. 


Name 





Address 





(Patents Pending) 
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Never Forget 


PRECISI 


Reamers 
Drills 

Cutters 
Taps & Dies 


Seen it 


MORSE 
TOOLS 


Guarantee it 


MOK Sis, 


TWIST DRILL & MACH INE CO. 
NEW BEDFORD, MASS., 
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\ OTWITHSTANDING the essential care needed in design and 

installation of equipment in the modern power plant—the keystone 

upon which successful Oper ation depends 1S the reliability or dependability 4 

f the piping materials. «ai 

Throughout the system of pipe lines there can be no doubtful points ‘ 

every foot of the Wav must he equalls dependable and only pipe with a * 

bet proved record of performance should be used where so much is dependent ' 

4 upon it J 
Bes The high tensile strength of “NATIONAL” Pipe—its sound welds—its 


lependability under a wide range of pressure and temperature conditions 
its ductility and general uniformity—have made it the Recognized Standard 





for Power Purposes—as evidenced by its installation in many of the most 





idvanced ope of power plants in the country Se 
NATIONAL” Bulletin No. 10 contains much pipe-engineering and othe : 
nformation of interest and value to practical power plant men. Free upon 
CaUeSt 

N TuBEC | 


Pittsburgh, Pa. 
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W Dependability 








Insured with the use of 


Powell Valves 


For every purpose— 


High, medium or low pressures; screwed 
FIG. 256 or flanged ends. Material and workman- 
Extra Heavy Iron Body Globe ship are of the best. All valves thorough- 


Valve, for workin ressure u 7, 
to 250 pounds. il ° ly tested before leaving the factory. 





Write for 


Descriptive Literature 


FIG. 3420 


THE WM. POWELL COMPANY Extra Heavy Steel Gate 


Valve with Rising Stem. 
DEPENDABLE ENGINEERING SPECIALTIES For 250 lbs. working steam 
pressure 750 F. Total 


CINCINNATI, OHIO Temperature. 





























Swartwout— 
‘secs | Steam Specialties ao 


Intermittent action— 
pressures to 250 lbs. 











Built to last a lifetime 


Swartwout Swartwout 
Return, Low Pres- 
Liftingand sure Float 
Vacuum Trap 
Trap Large capa- 


city—self 
cleaning 
valve 


Positive act- 
ing—reliable 
service 





HEN you sell your cus- 

tomers Swartwout Steam 
Specialties, you make friends 
and you make money. New 
prices give the distributor a 
wonderful margin of profit. 
Write today for discounts. 

















ie Swartwout Engineers will gladly 
. help you solve installation problems. 
Swartwout Steam PY P 
ni Fang THE SWARTWOUT COMPANY Pay sr 
Swartwout Steam eceiver Type . ir Separator 
Separator —It’s the whirl Wro ught steel plate Cleveland. Ohio Removes all Swartwout Cast Tron 
that does the trick. Either throughout — cast General Offices: 18523 Euclid Avenue moisture—guaran- Strainer 
cast iron or cast steel steel nozzles Factories: Cleveland, Ohio—Orrville, Ohio. tees dry air Baffled to save the cage 
) ———______— 
ee 




















COP LIEN RY OR Pe” NEE T 


When writing to Advertisers please mention Mitt Suppties. 








an 4 §8 


yw 














A Monthly Journal Devoted to the Interests of the Manufacturers and 
Distributors of Mill, Steam and Mine Supplies, Machinery and Tools 





FOUNDED IN I9IO BY ELMER CRAWFORD 











Vol. XVI 


JUNE, 1926 








THE CRAWFORD PUBLISHING CO. 
537 South Dearborn Street 
CHICAGO 
Member Audit Bureau of Circulations, Associated Business Papers, Inc., 


National Conference of Business Paper Editors, Chicago Business Papers 
Association. 


B. H. CRAWFORD-McNASH, _ 


CLAY C. COOPER, 
President and Treasurer 


Vice-President and General-Manager. 
CARL W. MILLER, Secretary 


CLAY C. COOPER, Editor JOHN A. CRONIN, Assistant Editor 


E. N. GRANTVEDT, Special Representative 





Advertising—Advertising forms containing two-color advertisements close 
on the 20th of each month preceding date of publication. Single- 
color forms close on the 22d. If mailed after the 18th, copy, cuts and 
plates should carry first class postage and special delivery stamp 
to insure delivery. 

Subscription Rates 
a year. 


United States, $1 a year; to all other countries, $1.50 


Discontinuances—-Before expiration of subscription, notice is sent to the 
subscriber. The majority of our subscribers prefer to have their 
file of Mitt SuppLiEs unbroken, so the publisher earnestly requests an 
early renewal of subscriptions. 


Entered as second-class matter, August $d, 1917, at the post 


office at 
Chicago, IUinois, under Act of March 8, 1879. 


Copyright, 1926, by The Crawford Publishing Co. 





THE MILL SUPPLY CONVENTIONS 
Starting with the basic idea that it is a fine thing 
to have the manufacturers and distributors of mill 
supplies, machinery and tools get together to iron 
out all possible wrinkles in their business relations, 
to pass along information of value and renew old 
and make new acquaintances, there arises the ques- 
tion of accomplishing this desirable end at the least 
expenditure of time and money. Many times in the 
past the American manufacturers’ association has 
met with the Southern and National dealers’ asso- 
ciations in triple convention, and attendance and 
genera! results were satisfactory. Then at times the 
two dealer associations failed to agree on a time and 
place for holding their conventions, and as a result 
the American Supply and Machinery Manufactur- 
ers’ Association felt compelled to officially attend 
both conventions. Not so good for the manufactur- 
ers, because time and money costs usually doubled 
in thus securing contact with dealer customers. 
Then came a time, with the National Supply and 
Machinery Distributors’ Association and the South- 
ern Supply and Machinery Dealers’ Association fail- 
ing to get together, that the American 
turers’ Association decided to officially recognize 
but one dealer convention. The result was that last 
year the American and Southern Associations pulled 
off a double-header at Atlanta, while the National 


Manufac- 


Distributors’ Association flocked by itself in Atlan- 
tic City. This year it was the same, the National 
again holding its annual convention at Atlantic City, 
and the American and Southern Associations fore- 
gathering at St. Louis. Again, not so good for any- 
one concerned. 

What to do? As MILL SUPPLIES controls neither 
the time, the money nor the minds of any of the 
many hundreds, of business men interested in the 
proposition, and as the officials of the three associa- 
tions and their members have to date failed to find 
a satisfactory solution of the vexed problem, after 
all the time they have put in on it, it is improbable 
that any onlooker could present any plan that would 
be of workable value. There is one thing sure, and 
that is that present methods are provoking a lot of 
heated discussion, a lot of bad feeling, and condi- 
tions that are certainly not furthering the best inter- 
ests of mill supply manufacturers and dealers as a 
whole. 





THE REAL VALUE OF CONVENTIONS 

Now that three mill supply associations have held 
their annual conventions, and most of those who 
attended are back to the daily routine of business 
life, it would be well to pause for a few moments 
to ponder the advice of Alvin M. Smith, secretary- 
treasurer of the Southern Supply and Machinery 
Dealers’ Asscciation. Mr. Smith asserts that it is 
up to the individual to put into practice any good 
suggestions for business practice that may come 
from convention discussions. 

It is pointed out in Mr. Smith’s report as secre- 
tary of the association that members often complain 
to him that there is a good deal of discussion at these 
annual gatherings, but that too many members go 
home and forget all about the improvements that are 
suggested for the mill supply business. 

This criticism is a common one aimed at most 
associations, and the most severe critics are often 
those who fail to protit from what they could easily 
secure by making practical use of their member- 
ships. 

Regardless of what critics may say, it is certain 
that this year’s mill supply conventions have been 
valuable contributions to the general good of the 
field. They have crystallized a spirit of greater co- 
operation between manufacturers and distributors, 
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pointed out a smooth road to the stabilization of 
the business and emphasized the desirability of in- 
stituting “better business” methods in the distri- 
bution of mill supplies. 

There will always be some men who will fail to 
grasp the significance of a valuable business hint. 
The man who hears another in the same line as his 
own tell of his success in building greater profits 
by means of an elimination of certain former meth- 
ods, and who then fails to attempt to discover 
similar possibilities for instituting savings in his 
own business, can hold nobody but himself respon- 
sible. 

The president of the National Machine Tool Build- 
ers’ Association, in his address at the recent meet- 
ing of his organization, epitomized the real meaning 
of associational work in the following statement: 

“Of course the main object of these associations 
is to benefit the business concerns who support the 
organizations, but in attaining this object, there are 
many valuable by-products, such as the change in 
public sentiment that has been so noticeable. Busi- 
ness men spend much time on organization work, 
because it is good business to serve their community 
or industry in that fashion. They find it good busi- 
ness to think in terms wider than their own shop 
walls; to think in terms of their community, their 
state, their industry, their nation. Each year such 
work helps to make our country a better place to 
live in than it was the year before, and also make 
it a better place to do business.” 

We venture to say that this year’s mill supply 
conventions have contributed their share towards 
naking the mill supply field a better place in whicn 
to do business. Those who recognize this broader 
viewpoint do not complain about the results which 
they have themselves secured from their participa- 
tion for the common good. 





LOGICAL BUSINESS REASONING 

There are two especially interesting points 
stressed in the address delivered by George Winship 
as president of the Southern Supply and Machinery 
Dealers’ Association at the St. Louis convention. 

The first was the declaration of Mr. Winship that 
he preferred to have his company earn $50,000 from 
sales of $500,000 than from sales of $1,000,000. At 
first glance, one would assume that there is nothing 
unusual about this assertion, and that anybody 
would have a like preference. Nevertheless, in view 
of the fact that there is a very widespread tendency 
in the mill supply business to seek to build up larger 
and larger volumes of sales, resulting in many in- 
stances in a reduction of profits on the volume, the 
statement of Mr. Winship carried with it a sound 
note of caution. 

There is no question that a reliable mill supply 
house, established on a proper service basis, can do 
a considerable volume of business at a fair margin 
of profit. It is likewise a fact that beyond a certain 
point, conditions inherent because of various ele- 
ments of trade, make price concessions the determin- 
ing factor in securing additional volume. On the 
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latter there is a large measure of profit reduction, 
which reflects itself in the final results on the entire 
year’s business. 

More distributors should recognize that when 
they fail to increase their total profits by this excess 
volume, they are, as Mr. Winship points out, increas- 
ing their potential liabilities, together with their 
overhead, and at the same time are assisting in 
spreading the trade evil which has been such a dis- 
turbing factor in the mill supply field in recent 
years. 

How much better it is for the individual supply 
house, as well as for the industry as a whole, to 
have two competitors making a fair profit on their 
services, instead of having each of them contribut- 
ing a large share of their endeavors without profit 
to either? 

The second point of importance is the advice rela- 
tive to the factors that should determine the terri- 
tory to be served by the individual supply house. 
“In the main,” is Mr. Winship’s conclusion, “we 
should confine our operations to that territory where 
we can give our customers equal or better service 
than our competitors, and where transportation 
charges are in our favor. When we get beyond 
the: » bounds, about the only thing we have to offer 
is price, and that is a very poor sales argument.” 





PROFITS COME FROM ANALYSIS 

E. P. Welles, head of a Chicago mill supply house, 
reduced his inventory 40 per cent and increased his 
turnover from four to six times a year. This is an 
achievement that every mill supply man should note 
with interest. How was it accomplished? Mr. 
Welles himself asserts that it was merely by making 
a thorough analysis of his end of the year inventory 
and then eliminating slow movers from his stocks. 

The mill supply man, or any other business man 
for that matter, who does not make an analysis 
of his business every so often is doing himself and 
his company an injustice. The tracing of things to 
‘heir source, the discovery of the causes of profits 
or losses, is a necessary tool in the hands of the 
business executive. The results that accrue depend 
entirely upon the willingness and ability of the exec- 
utive to readjust his business along the proper lines 
suggested by the analysis. 

A year ago B. H. Ackles, manager of the mill sup- 
ply department of the T. B. Rayl Company, Detroit, 
and president of the National Supply and Machinery 
Distributors’ Association, called attention to the fact 
that mill supply house leaders in his city were com- 
ing more and more to realize that it is better for 
each to allow the other to carry those lines which 
the house is best equipped to stock, and then pick 
up their smaller requirements from the other houses. 
This is all in line with the growing tendency to 
analyze one’s business. 

In the elimination of waste from distribution, the 
point made by Ralph EK. Abbott, of the Lewis E. 
Tracy Company, Boston, that in certain items of mill 
supplies there is excessive distribution, too many 
houses carrying the same lines, is expressing a sim- 
ilar thought to that of President Ackles. This in 
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turn is an item for analysis on the part of both man- 
ufacturers and distributors. 

Reliable statistics prove that in certain industries 
allied to the general mill supply field, there is be- 
coming apparent a greater and greater movement 
towards stability, and that when further analysis 
is reflected in a steadier trend, the benefits will be 
reaped in greater efficiency for both manufacturers 
and distributors. 

Years ago when transportation facilities were not 
as well organized as they are today, and when mill 
supply houses were rather well scattered and com- 
petition among the houses was not so keen as today, 
there was not so well defined a need of utilizing 
scientific methods in the business. Not so today, 
however, when the distribution end of the mill sup- 
ply field is attracting greater attention from the 
manufacturers than in bygone times. 

Reduction of inventories and more rapid turnover 
of stock mean a greater likelihood of larger profits. 
To reduce inventories without a well considered 
analysis of the lines carried can cause irreparable 
damage. The only proper way is to make the reduc- 
tion along the lines suggested by Mr. Welles, that is, 
by eliminating those slow movers, which can just as 
well be picked up from other distributors, who have 
developed in them a sufficient trade to warrant car- 
rving them in stock. 





DOES DEALER DISTRIBUTION PAY? 

The sales manager of a large manufacturing or- 
ganization, which disposes of by far the largest part 
of its products through mill supply houses, was re- 
cently asked why he didn’t change his policy to one 
of complete distribution through the dealers. His 
reply was that he had a lot of very large industrial 
buyers on his list of good customers, and that these 
large consumers wouldn’t buy through an interme- 
diate source of supply. They insisted on buying 
direct. Inquiry developed the fact that at present 
“G per cent of this manufacturer’s products are sold 
through the supply houses, and the remaining 20 
per cent are sold direct to consuming trade through 
the manufacturer’s own branch sales offices. 

It so happens that these percentages are exactly 
the same as those which existed in the case of the 
Klectric Hose & Rubber Company, the story of 
whose change to complete jobber distribution was 
narrated by the president of that company at the 
recent convention of the National Supply and Ma- 
chinery Distributors’ Association in Atlantic City. 
According to the statement of this manufacturer, his 
studies proved beyond a question of a doubt that 
while his company was making money on the 80 
per cent of the business done with the distributors, 
it was losing money on the 20 per cent done with 
consumers direct. Furthermore, when the policy 
of the company was changed to a rigid one of com- 
plete distribution through the distributors, with an 
absolute refusal to sell even to the largest consum- 
ers, the company soon found that its business rapidly 
increased. 

One who considers the marked parallel between 
the percentages involved in the situation as it affects 
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the first mentioned manufacturer, and as it affected 
the second manufacturer at the time of the change 
of policy, cannot refrain from wondering whether 
many more manufacturers, if they calmly and de- 
liberately set out to make an impartial study of 
their own businesses, wouldn’t find out that the 
small percentage of direct consumer trade is losing 
money for them, and offsetting gains that they are 
making in the distributor business. 

Mill supply houses in the near future are going 
to be less and less altruistic, when it comes to build- 
ing up sales volume for manufacturers who do not 
play the hundred per cent distributor game. More 
than one prominent executive of a supply house has 
made it publicly known that he will no longer push, 
even though he may carry a small stock of the goods 
of those manufacturers whose lines do not produce 
the proper profit. Fither a manufacturer must de- 
pend upon his own sales branches to dispose of the 
vast majority of his products, or he must play ball 
with the distributors. 

Why is it that several manufacturers, who for- 
merly sold both the distributor and the larger con- 
sumer, have found it a financial advantage to refuse 
to sell to the latter direct? Isn’t it because they not 
only plugged up holes through which money was 
being lost on direct sales, but also were able to pass 
on to the distributors some of the benefits of such 
savings? 

As to the question of big consumers absolutely 
refusing to buy from distributors, it is absurd to 
suppose that an educational campaign on the part of 
the manufacturer cannot remedy the mistaken im- 
pressions of those few purchasing agents who be- 
lieve that they can secure a better price by buying 
direct. 

Look over the entire field of mill supply manufac- 
ture and note how many of those manufacturers 
who have tied up definitely with the distributors are 
financially stalwart organizations. Most assuredly 
a large share of their stability may be credited to 
the fact that year in and year out, in good times and 
bad, they are assured of the best sales representa- 
tion possible in all parts of this country. They do 
not have the worry or expense involved in trying to 
secure business direct, nor to carry the credit of 
thousands of customers. They are reaping the ben- 
efits of the economy of dealer distribution. 

We venture to say that if more manufacturers, 
who at present sell part of their products direct 
to consumers, would investigate the cost of doing 
this business and the profits or losses incurred in it, 
and then make a separate study of the results they 
are obtaining from the business secured for them 
by their distributors, they would quickly decide that 
a complete dealer co-operation policy is in no sense 
a selfish conception of the distributor. 

“Does dealer distribution pay?” Those manufac- 
turers who are in the best position to answer this 
question, meaning those who sell their entire pro- 
duction through the dealers, emphatically declare 
that it does pay. They ought to know better than 
anyone else, because they have their own results to 
prove their assertions. 
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“We have represented The Mechanical 
Rubber Company for only a few years, 
but we have always found them ready to 
co-operate in every way possible and we 
think they make the most satisfactory 
line of Mechanical Rubber Goods today. 
It certainly is a pleasure to recommend 
them for their fair dealings, and we are 
quite sure that you will make no mistake 
in taking on their account.” 


This is an extract from a letter written by 
one of our distributors to another distrib- 
utor who was considering taking on our 
line. 


These results reflect the advantages 
of our broad policies: 

A Constructive Sales Plan 

A Profitable Cost Basis 

Quality insuring repeat business. 





A complete line of Mechanical Rubber Goods tor Every Industrial Need 


THE MECHANICAL RUBBER COMPANY 


Cleveland New York 
“WE BACK THE DISTRIBUTOR” 
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Four Hundred Attended 


St. Louis Joint Convention 


Manufacturers Endorsed the Work of the Special Committee, Which 


Is Endeavoring to Bring About a Change in the Sherman and Other 


So-Called Anti-Trust 


Laws — Southern 


Dealers Reaffirmed Their 


Association’s Policy and Favored Plan of Local Group Meetings 


The joint convention of the Southern Supply and Ma- 
chinery Dealers’ Association and the American Supply 
and Machinery Manufacturers’ Association was held at 
the Statler hotel, St. Louis, Tuesday, Wednesday and 
Thursday, May 18th, 19th and 20th, and was attended 
by approximately 400 manufacturers and distributors, 
including representatives from 66 mill supply houses and 
upwards of 160 manufacturing organizations. 


SOUTHERN ASSOCIATION OFFICERS 
President—L. J. Larzelere 
pany, Jacksonville. 
First Vice-President—T. C. Keeling, 
chine & Supply Company, Nashville. 


, Farquhar Machinery Com- 


Nashville Ma- 

Second Vice-President—F. M. Archer, Superior Supply 
Company, Bluefield, W. Va. 

Executive Committee—Chairman, 
Fulton Supply Company, 
Brown-Roberts Hardware 


George Winship, 

Atlanta; J. L. Pitts. 

& Supply Company, Ltd., 
Alecandria, La.; C. C. Rose, Central Supply Com- 
pany, Little Rock; W. W. Doe, Alabama Machinery 
& Supply Company, Montgomery. 

Secretary-Treasurer—Alvin M. Smith, Smith-Courtney 
Company, Richmond, 


The most important action taken at the convention by 
the American Supply and Machinery Manufacturers’ As- 
sociation was the passage of a resolution whereby the 
executive committee of the association is instructed to 
aid the special committee, headed by Dixon C. Williams 
as chairman, in the work of uniting the trade associa- 
tions of this country for the purpose of bringing to the 
attention of the necessity of amending the 
Sherman and other so-called anti-trust laws. This spe- 
cial committee was appointed at the Atlanta convention 
last year. Its work will now be continued, and in addi- 
tion the committee will have financial assistance, as the 
resolution calls for an appropriation from the association 
treasury to cover necessary expenses incurred by the 
committee in its work. 

The most important 


congress 


action taken the Southern 


by 





Group Pictire 


Some of the Ladies 


Who Attended the 


Supply and Machinery Dealers’ Association was the re- 
affirmation of its policy of bringing to the attention of 
manufacturers that the proper method of distribution is 
from manufacturer to distributor to consumer, and of 
working for a more uniform policy among manufacturers. 
The executive committee in its report emphasized the 
desirability of reaffirming the association policy at this 
time, and regarded it as only fair that those manufac- 


AMERICAN ASSOCIATION OFFICERS 


President—Don S. Brisbin, Columbus McKinnon Chain 
Co., Columbus, Ohio. 

First Vice-President — Robert B. 
Chuck Co., New Britain, Conn. 
Second Vice-President—A. R. Webber, H. B. Sherman 

Mfg. Co., Battle Creek, Mich. 

Third Vice-President—J. H. Williams, J. H. Williams 
& Co., Buffalo, N. Y. 

Ewecutive Committee—Chairman, W. 
Leschen & Son’s Rope Co., St. Louis, Mo.; C. O. 
Drayton, Graton & Knight Mfg. Co., Worcester, 
Mass.; Horace Armstrong, Armstrong Bros. Tool Co., 
Chicago; W. H. Glatt, Victor Balata & Textile Belt- 
ing Co., New York; W. F. Wright, Wright Mfg. Co., 
Lisbon, Ohio. 


Secretary-Treasurer—F. D. 


Skinner, Skinner 


C. Henning, A. 


Mitchell, New York. 


turers who adhere to distributors in one section of this 
country and sell direct in other sections should place 
themselves on record. 

The executive committee of the Southern Association 
also reported that it regarded as a very good idea the 
suggestion of the National Supply and Machinery Dis- 
tributors’ Association that group meetings of the supply 
dealers in various localities should be held frequently. 

One of the most comprehensive reports of the con- 
vention was that presented by the special committee on 
sound business practice, which was appointed by the 
Southern Association last year to study the minutes of 
the Atlanta convention, and to make a report at this 
year’s meeting on sound business practices that may 
have been suggested by the various discussions at At- 
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chairman; D. D. Peden and Thomas F. Bailey. The full 
report of this committee will be found elsewhere in this 
issue, with the account of the Wednesday morning ses- 
sion of the Southern Association. 

Among the important recommendations contained in 
this report are included the establishment of correct 
cost systems in the mill supply field, the establishment 
of reasonable prices, the adoption of a policy by which 
executives and not salesmen shall run the business, the 
securing of volume without going out of one’s established 
and rightful territory, fairness to competitors, the im- 
portance of getting salesmen to emphasize profits and 
the need of more attention to the problem of turning 
stocks. 

The Southern Association also went on record as fav- 
oring the continuance of the American Supply and 
Machinery Manufacturers’ Association as a separate or- 
ganization, and as opposing the idea of inviting the 
manufacturers to become associate members. 

No decision was reached regarding next year’s con- 
vention city, but invitations were received from a 
number of cities, particularly strong efforts being made 
to secure the convention for New Orleans and Virginia 
Beach. The decision was left to the executive committee. 
Rumors were current at the close of the convention that 
Memphis is being seriously considered for next year’s 
gathering. 

The weather man furnished a very fair assortment 
of his goods during the convention, making his sun shine 
at its best during most of the visitors’ sojourn, but 
pulling off a neat downpour of rain for the discourage- 
ment of the golfing fans on Monday, and mixing in a 
very noisy thunderstorm on the same evening. On the 
whole, there was little to complain about his hospitality, 
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and both the golfers and the baseball fans had plenty of 
opportunities to enjoy their favorite sports. 

The entertainment committee, headed by W. C. Hen- 
ning, of A. Leschen & Sons Rope Company, did a job 
of which Mr. Henning and all the members of his com- 
mittee may well be proud. On Tuesday, the ladies of 
the convention were entertained at a bridge luncheon, 
and all players were presented with souvenir fans, to 
which were attached chains of colored beads. Every 
table was assigned a handsome prize, consisting of a 
manicure set encased in genuine leather, silk lined. A 
delectable luncheon was served. 

Tuesday evening, a smoker and entertainment was 
held in the Statler hotel roof garden. This affair was 
for both ladies and men. It included singing, dancing 
and musical selections by professional entertainers, and 
a general dancing party for all guests. 

On Wednesday morning the ladies were taken on an 
automobile ride to the most interesting points in St. 
Louis and its suburbs. A stop was made for luncheon 
at the Sunset Hill Country Club, where every guest 
was presented with a silver pepper and salt set, in the 
form of a pair of English pheasants, with jeweled eyes. 
Cars were furnished and driven by St. Louis hostesses. 
One of the stops during the drive was at the botanical 
gardens, where there was a beautiful outdoor display of 
peonies and fleur de lys. 

On Wednesday night, an informal ball was held in the 
roof garden of the Statler hotel, and proved a very en- 
joyable time for all who attended. On Thursday 
afternoon, the ladies were given their choice of attend- 
ing the matinee at the Orpheum theatre, or going to the 
ball game between the St. Louis Cardinals and the Phil- 
adelphia team. 





Executive Sessions of Southern Association 


Important Reports Included Reaffirmation of Policy and Several 


Recommendations on Sound Business Practice for Supply Dealers 
pp} 


The Southern Supply and Machinery Dealers’ Associa- 
tion formally opened its convention with an executive 
session on Tuesday morning at 10 o’clock, with George 
Winship, president of the association, in the chair. After 
dispensing with the roll call and the reading of the 
minutes of the last convention, President Winship deliv- 
ered his opening address as follows: 


PRESIDENT WINSHIP’S ADDRESS 


A report on the activities of your association for the past 
year, and on the problems confronting it, will be made by 
your secretary. Allow me at this time to say a word of 
commendation for the efficient and untiring efforts he has 
put forth in your behalf. If we will give him our co- 
operation to the extent he deserves, we will benefit the 
association as a whole, and each of our firms, as members, 
in a way that will be reflected in our balance sheets at the 
close of the year. 

Apparently we in the supply business do not take advantage 
of the service our association can render as do some of our 
friends in other lines of merchandising and industry, and as 
a result our business is not on as satisfactory a basis as we 
could desire. 

Our relations with the manufacturers are, in the main, 
satisfactory, but every now and then we have situations that 
can be handled better by our secretary, representing the 
entire membership, than you can representing only one firm. 
You will find him more than willing to co-operate with you 
when he is needed and the results obtained in the past show 
the wisdom of using this method. 

Most of you know that the net profits you received from 
your business last year and for several years before that, 


were very meager, in fact, the average in our association 
was smaller than the returns you would have received from 
tax-free government or municipal bonds, where the only 
mental effort required is to clip the coupons. 

The training and experience necessary to operate a supply 
business is certainly equal to that of the average business 
in other lines, and it takes a considerable amount of capital. 
Why should we be satisfied with less than a _ reasonable 
return on our investment? 

The answer seems to be that we are more anxious to receive 
orders than we are to make profits, we want to keep up or 
increase our volume at any cost, and the result is the almost 
ruinous competition with which we are confronted. 

MUST SELL AT A PROFIT 

Personally, I would rather that my firm earn $50,000 from 
sales of $500,000 than from sales of $1,000,000; the over- 
head would be much less and the potential liability such 
as making good guarantees, taking care of adjustments and 
the like would be only half. We have to give good service 
to get business at all, and all too frequently we are imposed 
upon in this respect. We should, and most of us do, keep our 
overhead well in hand. We have to operate efficiently and 
economically to stay in the field, and our customers would 
be willing to pay a reasonable profit if we would only ask it. 
Of course, they will buy as cheap as they can; that’s what 
the purchasing agent or manager is employed for, but they 
do not begrudge us a profit. 

In the machinery and supply business cutting a price never 
made or stimulated a sale, and this policy has put many 
houses out of business. 

Gentlemen, there is only one answer: First, we must 
know our business and what it costs to operate; second, we 
must put a price on our merchandise that covers the flat 
cost, the cost of operations and a reasonable profit; and then, 
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we must adhere to that price. We will never be entirely 
free of price cutters in our own ranks, or of outside cut- 
price competition, and these houses will secure a certain 
number of orders, but if we get the correct price for what 
we sell we will not be in red at the end of the year. Fur- 
thermore, the trade in general would rather deal with a sub- 
stantial house in their own community that gives good serv- 
ice, than with a cut-price outsider that can give no service 
at all 


RELATIONS WITH MANUFACTURERS 


In the distribution of merchandise we are in partnership 
with the manufacturers whom we represent, and we should 
see to it that our partners get a square deal. In my judg- 
ment it is wise for a distributor to confine his purchases 
to as few sources as possible. By concentrating his buying, 
in a major line, to a single manufacturer, the account is 
much larger and therefore more attractive to the manufac- 
turer. You become familiar with the way that house does 
business, they with yours, and everything runs smoother. 
In an emergency, or when there is a shortage, your wants 
will be taken care of ahead of the occasional customer. 

Furthermore, I do not believe it is up to you to shop 
every time you are in the market for a car of bolts, or 
=hafting, or iron or other so-called staples that are usually 
not sold under a brand. Connect with the right house and 
depend upon them to treat you right as to service and 
prices. In the long run, you will fare better than the 
merchant who shops every time and has his shelves filled with 
merchandise made in half a dozen factories. 

On your branded quality lines that you handle under a 
contract that gives you exclusive representation, remember 
that the manufacturer has no other outlet in your territory 
except through your house. You should have your salesmen 
trained to sell these lines as well as the so-called specialty 
man on the manufacturers’ payroll. There is then the obli- 
gation on the manufacturer to give you extra sales assist- 
ance, if needed, and full protection on any sales made in your 
territory whether direct or in any other way, and an ade- 
quate differential between the cost and the selling price. 


THE QUESTION OF TERRITORY 


The question of the proper territory in which to operate 
is an important one for every supply house, but the answe' 
as to what this territory is will have to be determined by each 
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individual firm. In my opinion one of our greatest problems 
today is caused by distributors selling in fields that are not 
in their logical territory. 

Factors that determine your territory are: The amount 
and variety of the merchandise that you handle, your loca- 
tion, the location of your competitors and the size and com- 
pleteness of their stocks, the number of prospective custo- 
mers, transportation facilities, and probably many other 
factors. 

In the main we should confine our operations to that terri- 
tory where we can give our customers equal or better service 
than our competitors and where transportation charges are 
in our favor. When we get beyond these bounds about the 
only thing we have to offer is price, and that is a very poor 
sales argument. 

In my opinion we should endeavor to build our business 
by selling better merchandise and giving service in our own 
field and not taking unprofitable business in our competitor’s 
territory. 

In conclusion, allow we to again thank you for the honor 
you have conferred upon me this past year. I wish to 
congratulate you who are here for the interest you are taking 
in your association as indicated by your presence. I hope 
this convention will be a successful one and that you will 
be well repaid for your attendance. 


Following the presidential address, Alvin M. Smith 

read his report as secretary-treasurer, in part as follows: 
SECRETARY-TREASURER’S REPORT 

Your membership, as of May 1, 1925, was 159. 
tions have totaled nine, of which two were from failures; 
four retired from business; two resigned, and one was 
dropped for non-payment of dues. To offset this, we accept- 
ed six new members, showing a net loss of three. 


Resigna- 


As has been stated annually to you, in our report, there 
still are a number of eligible houses not members that we 
might reasonably expect to get in the organization, if the 
members would take the proper interest in securing applica- 
tions. 

Your executive, textile and special committees on business 


(Continued on page 53 





Winship, retiring president and new chairman of the executive committee; L. J. Larzelere, 
C. Keeling, first vice-president; J. L. Pitts, member of the 


executive committee; Alvin M. Smith, secre- 
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DODGE ENGINEERING SERVICE 


NGINEERING is one of the essential elements in the service expected 

of the Dodge Manufacturing Corporation. Especially is this true in 
connection with new installations and where unusual conditions demand 
special applications of our products. Then, there is a constant necessity for 
improvement and development all along the line, if we are to keep abreast 
of the times in which we live. 


The engineers of the Dodge Manufacturing Corporation know Dodge prod- 
ucts—how they are used, how they are abused, and how they are made and 
applied. They have the records of nearly a half century of successful appli- 
cations of Dodge products to aid them in solving the new problems that are 
continually arising. To make this knowledge available and of value to the 
Dodge selling organization and thru 
them to their customers, is one of 
the principal functions of the ex- 
perienced engineering department. 







| Engineers specializing on power 
transmission equipment, material 





POWER TRANSMITTING— MATERIAL 


When writing to Advertisers please mention Mitt Supp ies. 





June, 1926 . 


handling equipment, efficient bearing application, and special machinery are 
continually studying and working out solutions to problems submitted. These 
same engineers are available for consultation or personal study of conditions at 
customers’ plant when this is necessary. 


When you are up against a difficult proposition, remember we are back of you 
and will aid you in every possible way. ‘The salesman who knows is the sales- 
man who sells.” 





Facilities for service! 


Adequate space and personnel 
enable us to render efficient serv- 
ice to you and your customers. 









Your inquiries will probably find 
us working, but we will give 
each one its proper place on the 
schedule and finish it at the 
earliest possible moment. 


DODGE MANUFACTURING CORPORATION 


Mishawaka, Indiana 


Branches: New York Boston Newark Philadelphia Oneida Cleveland Cincinnati 
Atlanta) Houston St. Louis Chicago Minneapolis San Francisco 
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1780—Wire Scratch 
Brush. Straight back 
brushwithextralong 
wires for general use. 
The wire used in Os- 
born ScratchBrushes 
is the first quality 
tempered steel, 
drawn especially for 
scratch brush use. 





28 —Bridled Casting Brush. This 
brushcontains more wire than the 
ordinary casting brush. Heavy 
sheet iron bridles minimize vibra- 
tion and reduce breakage of end 
wires. Will give 2 to 3 times the 
length of service. 





1779—Wire Scratch Brush. 
Made with curved back. 
For removing paint, var- 
nish and rust 
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Brush. 


Wire Scratch 
Standard 
Shoe Handle Brush 
for household, auto 
or factory use. 


WEARING 
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Long Life— 
Efficient Service with 
Osborn Wire Brushes 


Painters, above all other workers, demand long 
wearing service and permanence of cutting 
qualities in wire scratch brushes. 


The fact that Osborn Wire Brushes are well 
and favorably known among the painting 
trade is evidence of their better-wearing 
qualities. 


In Osborn Wire Scratch Brushes, the wire is 
scientifically treated to assure permanent cut- 
ting quality—each brush is shaped to make 
the particular job for which it is intended 
easier and quicker. 


Osborn’s standard—aA Better-Wearing Brush 
for Every Use is fully demonstrated in its 
line of wire scratch brushes. 


Tw OS 80RN MANUFACTURING LOMPANY 


5401 Hamilton Avenue 


Cleveland, Ohio 






1777—Steel Wire 
Scratch Brush. A 
narrow brush _ for 
pattern makers and 
brazier’s finishing 
work, cleaning archi- 
tectural iron work, 
figured brass and 7—Plain Wire Casting 
small castings. Brush. Made of special 
tempered flat steel wire 
—very strong and dura- 
ble. Made in severalsizes. 
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(Continued trom pade AX) 


practice have been active, and will submit their reports to 
you at the proper time. 


Continued interest has been had in getting our members 
together in local or group meetings for the discussion of 
their common problems, and while everything that might be 
expected to come out of such meetings looking toward im- 


rovement in these localities have not as desired, we 
till are of the opinion that occasional get-together meetings 
f our members and 


espective territorie 


been 


others in the same industry in their 


are conducive to better feeling, better 


practice, and a more profitable business situation 
| around. 


business 


GROUP MEETINGS HELD 


At your executive committee meeting in Memphis last 
November, such a group meeting was held, and one of Vir- 
ginia and North Carolina jobbers was held in Raleigh during 
the past winter. Other meetings of jobbers in the same city 


have been held, all looking toward better business practice. 
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Our trade information bureau has continued active, and a 
amount of odd and overstock materials has been sub- 
mitted to the members and disposed of, and a great many 


rat 
ast 


ther kinds of service have been sought by and rendered to 
Ti 


he members interested 
ti¢ 


This work covers a varie ty of activi- 
and is well worth the effort put into it. 


We believe that on the whole, our relations with the 


manu- 
facturers are better than they have been for years. The 
tendency of the manufacturer to seek our distribution and 
to protect us in same is growing, and manufacturers who 
l 


nad 


gotten away from dealer distribution have frankly stated 


that the cost was too high and are again seeking it. It is 
ignificant that the most reputable | 


manufacturers, making 
to be better sold on our dis 
smallet and the 
staple lines; although we are glad to say that even 
to be in the minority and growing less eac 
Only eighteen complaints were filed with our office against 
manufacture) the closing year, of which fourteen 
ettled amicably and satisfactorily, and four were 

1 up in 


the highe 


tribution 


goods, 


grade 
than 


appeal 
are some of the concerns 
makers of 
these seem n year. 


during 
wer not 
closer a satisfactory manner. 

If any of our members at any time have grievances against 
ur manufacturing 
mitting them te 


Ce 


friends, we would appreciate their 


sub- 
» the secretary’s office, where they will receive 
reful attention and through our very friendly and business 
ke point of contact with 


the manufacturers, through their 
accredited organization, the American Supply & Machinery 
Manufacturers’ 


Association, we feel that they can all be 

settled on just and friendly terms. 
Do not let us forget that sometimes a seeming grievance 
against a manufacturer has his side of the question, and 


he is entitled to the same consideration from us that we seek 


from him. 


MORE COST INFORMATION NEFDED 


Only forty-six reports covering cost distribution were re- 
ceived from our members covering their 1925 business, and 
while these have been tabulated and will be submitted to you 
at this meeting for discussion, it still is a source of great 


regret to your officers and executive committee 


that 
thirds of our members still are either not 


interested or are 
incapable of supplying the information called for by the cost 
distribution sheet—unless they take 


two- 


he position that it is 
not necessary nor have we the right to ask for this informa- 
tion for the benefit of the industry as a whole. The reports 
received are from members in the various classifications cov- 
ering volume, and should be indicative of the average over- 
head cost in the industry; but, naturally, it would be of much 
greater interest to us, and the information would be more 
nearly accurate, if we could get complete returns from all 
our members. 

So vastly interested are some of our members in this phase 
of our work that they have, as we believe we have before 
stated to you, approached us and offered to accept an assess- 
ment to pay the expense of a special trip for the purpose of 
personally seeking this information. 

The situation concerning terms and resale prices seems to 
remain in status quo, although we have succeeded in having 
cash discount terms restored by some manufacturers who had 





Works E. C. Atkins & Ce 


withdrawn them, and with the exception of one group, we do 
not know of any manufacturers who have 


withdrawn 
cash discount terms during the past year. 


the 


CONFLICTING OPINIONS ON RESALE MAINTENANCE 
Continued conflicting opinions of the government authori- 


ties and the supreme court still leave us in doubt as to our 
ability to put into effect and enforce resale prices. It seems 
to be generally conceded by the courts that a manufacturer 
may place his prices in the hands of his distributors an 
nounce the resale price and seek its 


through declining to sell if his distributor cuts the price, or 


d an- 
enforcement, eithe: 


advancing his price so as to prevent the distributor cutting. 
But any agreement through groups of manufacturers or deal- 
ers looking toward the establishment and enforcement of 
resale prices seems impossible under the existing laws 


that the only apparent method of securing the authorit 





put resale prices into effect is through national legislation 
such as is covered by the Capper-Kelly resale price bill now 
before congress, which has many supporters among. the 
various trade organizations in the field. 

The transportation lines continue to be quite active in 
their efforts looking towards increasing the cost of trans- 


portation, and we have been combatting for several months 
past efforts being made by the Southern classification com- 
mittee to raise the classification ratings on transmission ma- 
chinery and equipment to the same classes as existed in 
oflicial classification territory, which would largely increase 
the rates on these commodities if the new classifications be- 
came effective. 

In our appearances before the Southern classification com- 
mittee we received the hearty co-operation and assistance of 
the manufacturers of these lines, and while we have been 
advised by the committee that they have recommended to the 
railroads that the new classification ratings be put into 
effect, they have not as yet been published in the tariffs, and 
if they should be published, it is our intention to join with 
others in appealing to the Interstate Commerce Commission 














UT where the sun sets, 


out in the Golden West At the ve 
where far flung arms of in- O efi ate sa 


dustry complete the girdle of the 
world, Cocheco Belts are in daily, 


constant service. 


Great engineering plants — busy 
manufactories, a host of lesser in- 
dustrials depend on the exact func- 
tioning of belts for the delivery of 
power. Cocheco leather belts have 
the strength, the resiliency, the 
pulling power to meet even the 
severest conditions efficiently and 
economically. 


On the Pacific Coast and inland, 
through the Middle West and back 
to the Atlantic you'll find Cocheco 
records that are worth investigat- 
ing. Let us send you the facts 
about Cocheco Belts. 





I. B. WILLIAMS & SONS 
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for a setting aside of the new rates that would become effec- 
tive under the new classifications, and request a hearing of 
merits; for, in our judgment, the change would 
be decidedly unfair and would result in a very large increase 
in the cost of these items through the higher freight rates 

we would have to pay, and which in turn our customers 
would absorb. 





We are continuing to work with the department of com 
nerce in the program of standardization and simplification, 
and since your last meeting we have assisted in the simpli 
fication of grinding wheels and shovels and scoop Othe) 
ems will come up from time to time in which we are inter- 

{ and will receive our active support. 

The composite picture of business conditions covered by the 
esults of the request for this information in November, 1925, 
just prior to the meeting of your executive committee, and 

e reports just received during the past week, show a 
easonably satisfactory increase in volume of business, but 


instances a satisfactory profit or a reduction in 


repeatedly called to your attention the necessity 
} 


tudy of overhead, and the securing of an ade 





quate profit above, that will enable you to successfully conduct 
your respective businesses. Yet, on some staple lines particu- 
larly, there still seems to be a determined effort on the part 
of many dealers in our 
members, to see 


industry, including some of our 
how low they can make their prices; and 
items as nails and track 
bolts, and kindred lines of staples are 
low as 


when such spikes, bar iron and 


sold on a margin as 
10 cents profit per hundred pounds, it does not take 
an expert accountant to figure that losses are sustained on 
the part of every member selling at these prices. 

Collections are reported as being fair to good, and terms 
generally observed, although there is a continued abuse of 
the cash-discount privilege extended by us to our customer. 
The returned-goods evil is another factor needing serious 
thought, which, as in the case of one of our members last 
year, amounted to a loss of $6,000 in profit on the sale of 
returned goods, not to mention the increased cost through 
handling of same and 


issuing’ credit memorandas for the 


returned goods. These are matters that should receive your 


careful attention on your return to your homes, looking 
toward a possible satisfactory solution. 
HIGH COST OF SALESMEN 
The high cost of salesmanship is also of great importance 


and seems to be evading’ our thought. 


traveling 


When the cost of a 
salesman reaches an average of around six per 
cent, we are at the danger signal, and we 
matter careful study. 

Other invisible losses, such as thefts, should also receive 
considerable attention. 

Reverting to our manufacturing friends, we should call to 
their attention the unfairness of compersating us to too 


should give the 


limited an extent on some of the business we are carrying 
for them, and as to the unwisdom of broadcasting their 
discount sheets as is done by some of the industry. Surely, 
if we are competent to warehouse and distribute the manu- 
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facturers’ goods, we are entitled to proper compensation for 
doing’ so. 

death has entered our midst again, and we have with 
sorrow to report to you the passing, since your last conven- 
tion, of Mr. J. C. Miller, past president of our association 
and of the Miller Supply Company, Huntington, West Vir- 
ginia; Mr. W. G. Thomas, president of the Pidgeon-Thomas 
Iron Company, Memphis, Tennessee; Mr. Charles |). Golding, 
vice-president of the Peden Iron & Steel Company, Houston, 
Texas, and Mr. Roswell G. Wilder, vice-president of the 
Norvell-Wilder Hardware Company, Beaumont, Texas. No 
doubt you will desire to prepare suitable resolutions contain- 
ing expressions of sympathy on your part, to be transmitted 
to the firms and families of these lamented members of our 
industry. Official notice of these deaths was taken at the 
time of their happening, through your secretary’s office and 
by your executive committee at their meeting in Memphis 
last fall. 

Our relations with other organizations in the allied indus- 
tries have continued have continued to 
co-operate either in person or through correspondence with 
the United States Chamber of Commerce, the Southern Hard- 


cordial, and we 
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ware Jobbers’ Association and all similar organizations. 
Your arbitration committee has had no matters presented 

for their attention during the year. 

not found it necessary to function. 


Therefore, they have 


An interesting and instructive program has been prepared 
and is offered to you for your consideration at this meeting, 
and it is the hope of your officers and executive committee 
that you will enter into a thorough discussion of the subjects 
listed, as well as any other problems that confront the indus- 
try for solution, and will return to your homes benefited by 
these discussions. 

The statement is sometimes made to us by some of our 
members that we discuss a good deal at these conventions, 
and then go home and either forget all about the improve- 
ments in our business that we might well apply, or do not 
care to benefit by the discussions. This, of course, is an 
individual matter, resting upon each of us attending the 
convention, and is not to be laid at the door of your associa- 
tion as a shortcoming on its part. 


It certainly is the busi- 
ness of your association to lay before you any and all matters 
worthy of your consideration, but it is you, the individual, 
who must put into practice the good that may come from 
these discussions. 

For the first time we have requested the National Associa- 
tion of Purchasing Agents, Inc., to be officially represented 
at this meeting, and we will discuss with them some phases 
of our relations with the purchasing agents that exist in the 
organizations of many of our most valued customers, and it 
is hoped that out of these discussions that a better under- 
standing between us may come, and that the convenience and 
necessity of the distributor in supplying the wants and serv- 
ice needed by large industries employing purchasing agents 
may be more forcibly brought to their attention, for our 
mutual benefit. 

The sympathy and understanding of the rank and file of 
our members in the work of the secretary’s office, and the 
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valuable advice and assistance so cheerfully given through- 
out each year are most heartily appreciated, and particularly 
are we grateful to our president, Mr. George Winship, and 
the other officers and the committees of the association who 
have cheerfully sacrificed their time and given of their intelli- 
gent thought to the consideration of your problems. 

It is a real joy and a pleasure to work with the men 
associated with the firms making up our association. 

REPORTS OF COMMITTEES 


The first report was that of the executive committee, 
and was presented by J. L. Pitts, chairman. In this 
report the committee reaffirmed the policy of the asso- 
ciation to bring to the attention of the manufacturers 
that the proper method of distribution is from the manu- 
facturer to the distributor, to the retailer or consumer, 
and also to continue to work for a more uniform policy 
on the part of the manufacturers. 

Mr. Pitts explained that it is the custom on the part 





of some manufacturers to adhere to jobbers in certain 
sections of the country, and in other sections to go direct 
to the consumer. While the association has no desire to 
dictate as to a manufacturer’s policy, the executive com- 
mittee thinks it is only fair to ask that these manufac- 
turers place themselves on record so that they will not 
make fish of the jobbers in one section of the country 
and fowl of those in another section. The committee fur- 
thermore believes that a distributor in Louisiana who is 
connected with a manufacturer should be informed as to 
the policy of that manufacturer on the Atlantic coast. 

The executive committee also expressed the thought 
that the suggestion of a sister association (the National 
Supply and Machinery Distributors’ Association) of ad- 
vocating group meetings is a very good idea. Mr. Pitts 
said that many group meetings had been held in several 
sections represented in the membership of the Southern 
Association during the past year, and that most of the 
members he knew favored forming of such group asso- 
ciations so that the distributors in the various sections 
could become better acquainted with one another, and 
might talk over such common problems as credits. It has 
been found difficult to get 100 per cent. co-operation in 


such group meetings, but great good can be accom- 
plished. 
The report of the textile committee, presented in 


behalf of F. W. Glover, chairman, who was unable to be 
present, showed that last year this committee has been 
most active. Many meetings were held by the committee, 
and resulted in establishing greater confidence among 
the mill supply houses catering to the textile trade. Mar- 
gins have been small, and the houses are giving too much 
service, but conditions have been vastly improved, and 
better co-operation is being extended by the manufac- 
turers. While the outlook in the cotton industry is not 


so good at present, there being a condition of overproduc- 
tion in many of the mills, nevertheless the textile supply 
houses are optimistic. 

Following these reports, C. J. Salm, vice-president of 
the Dixie Mill Supply Company, New Orleans, presented 
an invitation to the association to hold its next conven- 
tion in New Orleans. Mr. Salm had formal invitations 
from the mayor of his city and also the various civic 
organizations, all assuring the association that nothing 
would be lacking to make a stay in New Orleans a suc- 
cess. 

E. L. Parker, president of the Taylor-Parker Com- 
pany, Norfolk, on behalf of the chamber of commerce of 
his city, extended the association an invitation to come to 
Virginia Beach next year. Mr. Parker said that there is 
under construction a hotel with 350 rooms, that there 
is a fine golf course and a wonderful beach. He then 
enumerated a number of other attractions, such as 
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Smithfield hams, canvas back ducks, Princess Anne tur- 
keys and other refreshments. 

Other cities from which invitations have been received 
included Detroit, Cincinnati, Washington, Little Rock, 
Pinehurst, Chicago, Hot Springs and Dallas. When this 
list was read L. J. Larzelere, president and treasurer 
of the Farquhar Machinery Company, Jacksonville, arose 
and with all the enthusiasm of a Florida native drew an 
attractive picture of what that playground offered. He 
then extended an invitation to the association to come 
to Jacksonville next May. 

Following these invitations, the following committees 
were appointed: 

Nominating committee—Chairman, D. D. Peden, 
Peden Iron & Steel Company, Houston; F. M. Archer, 
Superior Supply Company, Bluefield, W. Va.; W. Mar- 
shall Turner, Turner Supply Company, Mobile; J. A. 
Vann, Young & Vann Supply Company, Birmingham. 

Resolutions committee —Chairman, James Biggs. 
Hardwicke-Etter Company, Sherman, Texas; J. E. Dil- 
worth, J. E. Dilworth Company, Memphis; W. W. Taylor, 
Arkansas Mill Supply Company, Pine Bluff. 

Alvin M. Smith asked for an expression of opinion 
regarding the proposal for group meetings. He told of 
a letter he received from one member suggesting that 
the association should have a dictator, like Mr. Hays of 
movie fame. Mr. Smith remarked that while it might 
be a good thing if it were possible to have a Mussolini, 
he personally believed that what was needed was a leader 
in each community. After all, the main work of the 
association is educational, and it is in the latter work 
that the groups can be most effective. 

E. L. Parker is very much in favor of group meetings. 
He said that in Norfolk the supply houses are now on a 
very friendly basis, and the executives have luncheon 
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together frequently. Mr. Parker also expressed the 
belief that the supply houses of this country will have to 
get away from staples and push specialties in order to 
increase profits. 

John W. Kirby, Gastonia Supply Company, Gastonia, 
N. C., also expressed himself as being in favor of group 
meetings. He backed up what Mr. Glover had said in 
his report about the better conditions of the textile sup- 
ply group, and credited the conditions largely to the 
spirit that had been aroused by the frequent meetings 
of the group. 

W. W. Doe, Alabama Machinery & Supply Company, 
Montgomery, suggested that the association should ap- 
point members in each section to start the group 
meetings, but Alvin M. Smith pointed out that this 
method would probably not be effective, as the man who 
might appear the leader to an outsider might not be the 
one who was actually the proper man to form the group. 

W. A. Middleton, Briggs-Weaver Machinery Co., Dal- 
las, pointed out that in order to have group meetings a 
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success, you must have the executives of the houses 
attend, instead of delegating clerks to attend. 

J. E. Dilworth stated that he has always been an or- 
ganization man, but that he has been somewhat 
discouraged about the conditions in his section. Mr. 
Peden arose to state that he does not think that anybody 
should be discouraged. He related how the jobbers in 
his city have been holding very successful group meet- 
ings. 

J. L. Pitts said that personal contact is needed among 
the supply men. He pictured what he labeled the “syn- 
chronization of thought” among the manufacturers, and 
expressed the hope that some such “synchronization” 
might bring the distributors nearer to sound business 
practice. 

John Trix, president of the American Injector Com- 
pany, Detroit, who was an interested visitor at the meet- 
ing, expressed the pleasure which he experienced in being 
permitted to listen to the discussions, and he laughingly 
stated that “not by a jugful” is there any such “syn- 
chronization of thought” among manufacturers. 

The first executive session of the Southern Association 
was then adjourned. 


SOUTHERN’S SECOND SESSION 
Discussion of Value of Slogans and Bonus, Followed by 

Report of the Special Committee on Sound Business 

Practice. 

The first topic on the program at the Wednesday 
morning session of the Southern Association was a dis- 
cussion of “The Use of Slogans as a Means of Attracting 
Business.” This was led by H. C. Whiteley, assistant 
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manager of Industrial Merchandising. Myr. Whiteley 
pointed out that slogans are coming more and more into 
daily use in various industries, and that even the monu- 
ment builders now had one, “Mark every grave.” He 
thinks that the mill supply houses should have a slogan 
for their industry, to be used on all business stationery, 
invoices and advertisements, and suggested a contest 
to decide upon some slogan. 

J. A. Vann, Young & Vann Supply Company, said that 
many years ago when the United States Steel Corpora- 
tion was being formed, a friend of his told him that the 
“day of the jobber is over.” He said that similar stories 
are being told today, but in his opinion the jobber is 
more needed than ever before. He said that in his own 
company, he tells his men to impress on the customers 
at all times that the supply house is a necessity. He then 
told of his own slogan. 

J. E. Dilworth, J. E. Dilworth Company, Memphis, said 
that his company has made excellent use of what they 
have named “Servicegrams.” The latter have proved so 
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effective that often manufacturers will telegraph an an- 
swer to one of these “Servicegrams.” 

John Crimmins, Mills & Lupton Supply Company, 
Chattanooga, said that the slogan of his company is 
“Super Service.”” He said that he believed it was help- 
ful to them in impressing their customers with the fact 
that they were a real service institution. 

L. J. Larzelere said that his company, Farquhar Ma- 
chinery Company, Jacksonville, had for years had a 
slogan, ‘““‘We Ship Today.” He said it is pretty hard to 
live up to this slogan, as for instance at the present 
time they have orders on which they are from two to 
three weeks behind. He was rather inclined to think 
that some slogans become ineffective because certain con- 
ditions arise which make it impossible te live up to them. 

J. L. Pitts, Brown-Roberts Hardware & Supply Co., 
Alexandria, suggested that the industry already appears 
to have an invisible slogan, “Sell It for Less.” James 
Biggs, Hardwicke-Etter Co., Sherman, Texas, expressed 
himself as being very bitterly prejudiced against the 
term slogan. The temptation in a slogan is to exag- 
gerate. 

C. Atkinson, Columbia Supply Company, Columbia 
.. said that he doesn’t believe in a printed slogan. He 
said, “Give service and charge for it.”’” He also thinks 
that at times mill supply men have a peculiar way of 
showing their brains. He illustrated by telling of some 
instances in which purchasing agents had tried to get 
him to cut prices. He said that what they can or cannot 
buy for doesn’t interest him at all, and that unless he 
can make a profit on what he sells, he is not interested. 

Thomas F. Bailey, Banks-Miller Supply Company, 
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Huntington, W. Va., suggested the slogan, “Buy from 
your jobber and save,” and Charles F. Cole, Virginia Ma- 
chinery & Well Co., Norfolk, suggested that a slogan 
should embody the idea that the jobber is a necessity. 
This ended the discussion of slogans. 


The second topic on the morning program was, “Are 
Bonuses to Salesmen Satisfactory ?” 
Thomas F. Bailey opened this discussion. He said 


that his company assigns each salesman to a definite ter- 
ritory, and makes no distinction between mail orders and 
those secured personally by the salesman. Credit for all 
orders out of the man’s territory is given to that man. 
The Bbanks-Miller salesmen are paid on the basis, as near 
30 per cent of the gross profits. Mr. 
Bailey thinks that possibly it might be well to pay sales- 
men a straight salary and then give them bonuses by the 
month on certain specialties. He said that while he may 
change his present bonus arrangements, nevertheless the 
present policy of his house is fairly satisfactory. The 
bonus arrangement is the same for all salesmen, although 


as possible, of 





in the case of the three salesmen calling on local trade, 
they are credited with all business trom certain cus- 
tomers, but on certain other customers they receive 
credit only for personal sales made. 


J. A. Vann, Young & Vann Supply Co., Birmingham, 


said that he believes that the ideal situation is to pay 
the bonus every month. His company pays a bonus to 
the salesmen. 

L. J. Larzelere, Farquhar Machinery Company, Jack- 


sonville, said that he had given a great deal of consider- 
ation to the compensation methods, and is to 
understand how a supply business can successfully oper- 
ate with a straight salary basis. He said that for instance 
if 1925 was a good year, the salesmen would want more 
salary Then if the next 
vear proved to be a bad one, there was no way to equalize 
the compensation. His company 


at a loss 


based on that year’s business. 


he pays a small salary 


to each salesman, then a bonus every six months. The 
salary amounts to $200 a month. All expenses are paid 
and the company furnishes the salesman with a car. The 


salesman is given credit for all business from his terri- 
tory. The bonus is variable. 
is untair 


A flat percentage, he said, 
This situation is regulated 
by fixing an upset amount of profits. Stress is laid on 
the “profit idea.” The upset average is varied. It 


in weak territories. 


has 
been found that the cost of a salesman in his company 
is approximately $6,000 a year. If the upset is based on 
$10,000 worth of profit, the company is paying the sales- 
men 60 per cent of its upset. 

In answer to an inquiry trom Mr. Biggs, Mr. Larzelere 
stated that he hadn’t been obliged to hire a salesman in 


three years. He was certain that the compensation 


methoa employed by his company has solved the turnover 
problem. 

Mr. Vann said that his company pays the salesmen’s 
expenses, but finances the salesmen’s cars. The allow- 
ance to pay for the cars is based on two years’ life of 
the car. The salesmen are allowed so much a mile. The 
financing arrangements are on the basis of a Ford coupe. 

Mr. Bailey said that he gives his men a drawing ac- 
count of $300 a month as a minimum. A man who can- 
not earn $12,000 a year for his company in gross profits 
isn’t wanted in the organization. 

Mr. Pitts interjected the following question: ‘Will 
better cars run on Saturdays?’ He said in explanation 
that he found it difficult to get his salesmen’s Fords to 
run on Saturday. He said that his company had arrived 
at a volume that ought to come out of each territory. 
For that a fixed drawing account was arranged. After 
the salesman had sold that much, he was entitled to so 
much profit. Beyond that volume, he participated on a 


certain uniform basis. He said that one of his salesmen 





had a quota of $250,000 a vear. 
only 
count. 


Another has a quota of 
both have the same drawing ac- 
The company has found that the plan actually 
produces an increase in sales. It is simply necessary t 
adjust the bonus up or down. 

D. D. Peden, Iron & Steel Co., Houston, 
that his company has a bonus plan, and helps the sales- 
men to finance the purchase of cars. 

Alvin M. Smith that the Smith-Courtney Com- 
pany’s salesmen are put on a basis of a 30 per cent share 


$50,000 a vear. 


Peden 


said 


said 


of gross profits, but in lean vears it gives its salesmen 
a maximum personal drawing account. This applies to 
all salesmen except the city salesmen. The latter are not 
entitled to as great consideration, in Mr. Smith’s opinion. 
He said that a man who cannot make a good living on 


30 per cent of the gross profits is no salesman. The 
company receives daily reports from its salesmen. 
Mr. Bailey said that half of the men in his sales 


organization have stock in the company. 
company gives a salesman a car. A salesman must call 
on and sell a customer at least every 60 days to be 
entitled to that customer as one of his. A 
Kardex system is employed to keep track of the calls 
made. 


Sometimes the 


consider 


W. W. Doe, Alabama Machinery & Supply Company. 
Montgomery, drew a laugh when he remarked: “We 
haven’t sold any of our stock to salesmen because we 


didn’t believe it was a good purchase from their stand- 
point.” 

Mr. Peden said that his company permits its employes 
to buy stock. Relative to bonus arrangements, he sug- 
gested that if any of the supply houses were selling the 
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oil field trade, and if a well comes in in some salesmen’s 
territory on January 5th, look out at the end of the 
year. 

President Winship described the plan of his company, 
the Fulton Supply Company, Atlanta. He said that they 
had tried straight salary, then straight commission, and 
finally adopted a combination plan. 
ceive a straight salary. They pay ali their own expenses 
and own their own cars. The company gives them a 
commission based on the net profits. A quota in net 
profits is set for each salesman. If a salesman’s commis- 
sion is 10 per cent on a certain quota, then beyond that 
quota he is paid 12 per cent. 

T. C. Keeling, Nashville Machine & Supply Company, 
Nashville, asked how Mr. Winship handled the shrink- 
age in inventory at the end of the year, and Mr. Winship 
said that his company did not have this factor enter into 
its compensation as the profit is figured on each invoice. 

The third topic for discussion was: “Are results of 
discussions of trade practice at annual conventions pro- 
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ductive of reform?’ Mr. Smith explained that this topic 
was suggested by a letter received from a member who 
complained that there was much talk at conventions, but 
that many of those who talked were the worst offenders 
when they returned home. 

J. A. Vann suggested that every man who comes to 
the convention next vear should be asked to prepare a 
paper. He said: “There are only a few men who say 
much, and I don’t know whether they say much.” 

Charles F. Cole asked what the accomplishments of the 
association have been. E. L. Parker expressed the belief 
that the association is doing a splendid work, and James 
Biggs believes that great progress has been made. 

The most important report of the Southern Associa- 
tion, that of the special committee on sound business 
practice, appointed at last year’s convention, was then 
made by J. A. Vann, chairman. The report is as follows: 


REPORT ON SOUND BUSINESS PRACTICE 


Your committee, composed of D. I). Peden of the Peden 
Iron & Steel Company, Houston, Texas; T. F. Bailey of 
The Banks-Miller Supply Company, of Huntington, W. Va., 
and myself, were appointed by our president to look over 
the proceedings of the Atlanta meeting and pick out such 
things as would help the mill supply industry to function 
better by giving better service and, at the same time, enable 
the owners to make a fair return on their investments. 

Your president and secretary gave your committee all 
help possible and encouraged them in every way, and we 
have come to the following conclusion: that the future pros- 
pects of the mill supply business is largely dependent on 
the following suggestions. 

We believe first we should do as the bolt manufacturers 
have done, that is, put in a correct cost system and find 
out what our costs are, and we suggest that in putting 
this system in that we follow the suggestions of our associa- 
tion. As you know, they send out sheets giving details to 
members required so as to get the cost of doing business. 
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When we have gotten these costs, our suggestion is that 
we establish a reasonable price on different articles we sell 
and we suggest, as a basis, that we take such manufacturers 
who issue resale prices and that we put these in as uni- 
formly as possible. Of course, there are some suggested 
resale prices made by manufacturers which are entirely too 
low for the jobber to handle and make a profit. In cases 
of this kind we would suggest that we set our own price, 
based on cost of doing business, but have the minimum 
price as suggested by the manufacturers. 

We are glad to report that since our last meeting there 
has been wonderful progress made by manufacturers, in that 
they are more freely suggesting resale prices and, as a rule, 
these prices will bear a reasonable profit. We have in mind 
the manufacturers of cast iron and malleable fittings, also 
brass and iron body globe valves. We strongly recommend 
that every jobber adhere strictly to these suggested prices. 
Of course, your committee could not, and would not, under- 
take to tell you just how to run your business, but we do 
believe that if the jobber will back up the manufacturer 
by adhering to suggested prices, a large part of our trou- 
bles will be eliminated and we would all make money. 

In establishing resale prices we, in our business, give our 
salesmen prices at which to sell goods, and we expect them 
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to get these prices. Should they cut any of these prices, 
they are requested to advise why this was done, and we 
would suggest to our jobbing friends that the executives 
run their business and not turn it over to salesmen. We 
have found, as no doubt you have, that salesmen frequently 
are misled and cut prices when they should not, and it is 
good business and good psychology to tell the salesmen just 
how far they can go in the matter of price. 

Our suggestion in reference to volume is that we realize, 
all of us, that we must have volume, but each business should 
be founded on a basis that there is a sufficient demand for 
that business in the territory in which it is established and, 
that being a basic fact, it should not be necessary for a 
jobber to go out of his natural bounds to get sufficient vol- 
ume to make a profit. Our recommendations are that we 
do not go into each other’s territory and cut prices to get 
volume, for when you do that you immediately begin to 
disturb conditions and usually you do more harm than good. 

We believe that being fair to our competitors will do a 
great deal towards rectifying any bad practices of which 
we have been guilty. 

Your committee has carefully read over the proceedings 
of the Atlanta meeting and are convinced that the time is 
ripe for us to begin. to think about making a profit. As 
stated before, this committee is only making suggestions 
and it will be up to the individual members to carry out 
the golden rule in their business. The suggestions that we 
have made we realize are not new, but if we could create 
a feeling in our organization to carry out the things which 
we already know in our business, we would be free from a 
lot of unethical things we are doing. 

We do not know how we could say more emphatically than 
we have said, that it is necessary that we recognize our 
competitors, and that we all resolve to make a profit on 
goods sold by us, and when we, as individual members, make 
up our minds to do this, our industry will move very much 
smoother. 

It has come to our knowledge that some members of the 
association object to going to the meetings because (as they 
say) they hear a lot of talking by some of the members 
who, when they go home, become immediately the worst price 
cutters and the worst competitors they have. Our sugges- 
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tion in reference to that is, if we have any member here 
today who feels as these members have expressed themselves, 
that when you go home and hear of this talking or unethical 
price cutting, ete., you take same up directly with the execu- 
tive and see if your information is correct. Do not, on the 
information you have, go out and go him one better, but 
take it up with him, and your committee’s idea is that in 
nine cases out of ten you will find out that you have been 
misinformed, but immediately when you meet the situation 
without being informed on both sides you have created a 
bad situation. It does not cost a great deal to talk five 
minutes on long distance. Why not call this man up and 
vet his side of the question before acting? That is our 
uggestion. 

We would recommend that mill supply dealers in each ter- 
ritory work out a credit arrangement between each other. 
We mean by that, give each other information in reference 
to the way customers are paying their bills. We consider 
this a very valuable adjunct for making your business a suc- 
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in profits. This matter will have to be worked out by each 
individual house, as we have no recommendation to offer. 
The chairman of this committee, however, has installed in 
his own organization a policy of selling stock to members 
of his sales force (of course, a selected list), and he believes 
that it has been a great help to his business. We believe 
this matter of profit and the successful operation of a busi- 
ness can be worked out if everyone would take over to him- 
self the idea that he should make a profit. There are all 
the arguments in the world why this should be true. It 
makes you more of a leader in your community, a more 
respected citizen and one who is really accomplishing some- 
thing in life. 

We think Mr. Graham of the Graham Nut & Bolt Company 
has just about summed up the situation when he says: 

“The whole basis is honesty—the price consideration with 
us today, while important, is the least consideration. We 
are putting most of our efforts on the constructive side of 
it, or the ethical side of it, on an education among our mem 
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cess, and if competitors would get around the table and talk 
these credit matters it would be a great thing, not 
only for their own business, but for the trade generally. 
Take, for instance, the heating trade, which most of the 
mill supply houses handle. This business from a credit 
standpoint is a very risky one, but where jobbers are on 
friendly terms it would be impossible for a steamfitter or 
plumber to ride one jobber sixty or ninety days, then ride 
another jobber a certain length of time before being caught, 
because you can very readily see how one or the other, or 
both, would have considerable loss unless they compared notes 
in reference to the credit of the particular customer. This 
we consider very vital. 

We would also recommend that each member of the asso- 
ciation back up our secretary which, of course, means our 
association, in every endeavor to get and retain cash dis- 
counts. The tendency among manufacturers is to discontinue 
allowing cash discounts for prompt payment of bills. This 
is a very important matter in your business because, as a 
jobber, you have to offer inducements to the consumer or 
mill to pay promptly; if you do not, they frequently take 
more than the allotted time, while by giving them a cash 
discount as an inducement for prompt pay they will take 
advantage of that promptly, so you can realize that if we 
do not back up our secretary and each other, we will shortly 
have another very serious loss in our business. 

In discussing cash discounts, this is a matter that should be 
discussed on the floor and we have only tcuched the matter 
very slightly in our report, but we consider it one of the most 
important matters in which the report deals. 

We recommend strongly to our members the importance 
of getting their sales department so it would be interested 


over 


nutact 


bers to make them feel that it pays to be 
to be unselfish, and the whole basis of 
gentlemen, is selfishness and nothing else.” 

sefore closing, your attention is called to one matter that 
we deem of importance, that is, stock turnover. 

One of our members last year earned handsome dividends 
and in talking with him about his business, it developed 
that he had turned his merchandise approximately eleven 
times last year. This, combined with adequate pricing, had 
developed satisfactory profits. We believe the chain stores 
with their modern idea of quick turnover can teach us some- 
thing, that the nimble dollar will not remain nimble unless 
it is kept moving. Too many of us are carrying large stocks 
that are not turning over, necessitating abnormal large hous- 
ing facilities, additional cost in caretaking, which means idle 
or wasted capital. We are firm believers, first: In carry- 
ing stocks that will supply the reasonable demands of your 
trade, but that you should not carry, as a general state- 
ment, items that you can not turn over six or more times a 
year. 

It would be our desire to know that every member of 
the Southern Supply & Machinery Dealers Association would 
go home with the idea firmly fixed in his mind that he will 
in every way co-operate with the association through our 
secretary, and do everything possible to get our business on 
as high a ground as is possible. 

Following the report, the committee was accorded a 
vote of commendation, and A. B. Weddington, General 
Supply & Machine Co., Meridian, Miss., suggested that 
the committee should be made permanent. 

Before adjournment, Mr. Smith read a communication 


honest, it pays 
our trouble today, 
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from the American Supply and Machinery Manutfac- 
turers’ Association, asking if the present plan by which 


the manufacturers have their own organization is satis- 
factory, or whether the dealers would prefer to have the 
urers come into their organization as associate 

On motion made by J. L. Pitts, and seconded 
Biggs, the association went on record as favor- 


manulact 
members. 
by James 


continuance of the manufacturers’ organization 


as a separate body. The Wednesday morning session 
then adjourned. 
SOUTHERN’S CLOSING SESSION 
Annual Report on Cost Distribution Showed Small Net 
Loss on Last Year’s Business—Larzelere Elected Presi- 
dent 
The closing executive session of the Southern Asso- 
ciation was held Thursday morning. The first business 
of importance was the discussion of the annual report 


on cost distribution. 
The average cost of doing business for 1925, compiled 


from reports received from association 


members, was 
19.11 per cent, without interest figured, and 22.2 per 
cent, with interest. The gross margin of profit was 


21.67 per cent, and the net loss with interest figured 


Was .55 per cent. The net return, without interest, was 
2.56 per cent. The total cost of traveling salesmen, in- 
cluding expenses, was 4.79 per cent. The cost of doing 


business was .9 per cent lower than in 1924. 

In the general that followed, members 
urged that greater cooperation should be given to the 
in answering his requests for individual costs, 

the 


discussion 


secretar) 


because this cost of doing business chart is one of 


most important parts of the association’s work. 


The second topic for discussion at the session 


Was 
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“Profit Loss on Returned Goods.” 
that 
men 


J. E. Dilworth stated 
he believed distributors are to blame because sales- 
often send in half-baked orders. He thinks that 
customers are usually reasonable in their demands. He 
said his own company has a policy relative to returned 
goods. For example, if a piece of belting is cut measur- 
feet or over, and is returned, 10 per cent is de- 
ducted from the original charge before issuing a credit. 


ing 40 


Following a lengthy discussion in closed executive ses- 
sion, the nominating committee reported the following 
nominations for officers for the ensuing year, the nom- 
inations being unanimously accepted: 

President, L. J. Larzelere, Farquhar Machinery Com- 
pany, Jacksonville; first vice-president, T. C. Keeling, 
Nashville Machine & Supply Co., Nashville; second vice- 
president, F. M. Archer, Superior Supply Company, Blue- 
field, W. Va.; executive committee, chairman, 
Winship, Fulton Supply Company, Atlanta; J. L. 
Brown-Roberts 


George 
Pitts, 
Hardware & Supply Company, Alexan- 
dria, La.; C. C. Rose, Central Supply Company, Little 
Rock, Ark.; W. W. Doe, Alabama Machinery & Supply 
Company, Montgomery, Ala. Alvin M. Smith was again 
elected secretary-treasurer, and was given a rising vote 
of appreciation for his association work. 

The committee on resolutions reported two resolutions. 


One extended the sympathy of the association to the 
families and business associates of the members of the 
association who had died during the past year. The 


second extended the appreciation of the association to 
W. C. Henning and his associates on the local committee, 
and commended the Hotel Statler on the hospitality and 
service extended during the convention. 

The new officers were introduced, and the final execu- 
tive session of the Southern Association then adjourned. 





Executive Sessions of American Association 


Manufacturers Decided to Continue Efforts to Secure Modification of 


Existing Laws Which Prevent Business from Functioning Fearlessly 


The first executive session of the American Supply 
and Machinery Manufacturers’ Association was held 
Wednesday morning, May 19th, with President Ruf in 
the chair. He announced that Secretary-Treasurer 


Mitchell could not be present at the meeting owing to the 
fact that he had been taken ill during the night, and 
Was carrying an uncomfortable temperature. 
Rut then delivered a 
ing the desirability of the three mill supply 
hold their annual conventions at the same 
time and place, and regretting that conditions existed 
that had made a triple convention impossible. He re- 
ferred to his three 
owing to the loyal assistance of his fellow officers and 
able committees. The association, he declared, 
growing stronger and more effective every vear. 
The report of Secretary-Treasurer Mitchell was read 
by Henry G. MeCoomb, secretary. The vear 
just passed, the report stated, had been a satisfactory 
one, and the finances of the fine 
condition. Details of the receipts and expenditures were 
given, proving the statement. Reference was made to 
the efforts of another association to secure as associate 
members manufacturers who were already members of 
the American association. This effort was not viewed 
with approval, and the history of the Southern Supply 
and Machinery Dealers’ 


President briet address, cover- 
having 


associations 


vears as president as pleasurable 


was 


assistant 


association were in 


Association, at a time when 


the manufacturers were associated with 


+ 


it, was related 
» prove that such a combination was not satisfactory. 
Because of that fact, the report stated, the manufacturers 
withdrew some twenty vears ago and formed the Amer- 
ican Association. The report was unanimously adopted. 

William H. Glatt, Victor Balata & Textile Belting Co.., 
reported for the auditing committee that the treasurer’s 
accounts were correct. 

The chairman of the executive committee, Robert B. 
Skinner, The Skinner Chuck Co., stated that there was 
nothing but routine business to report, with the excep- 
tion that it had been decided that the incoming president 
should at an early date appoint a promotion committee 
of twenty-one members. 

W. C. Henning, A. Leschen & Sons Rope Co., chairman 
of the local entertainment committee, told of the elab- 
orate plans to entertain convention delegates and guests, 
especially the ladies. Mr. Henning was given a rising 
vote of thanks for his fine programme. 

In the absence of W. F. Wright, Wright Manufac- 
turing Co., Irving Lemaux, Indianapolis Brush and Broom 
Manufacturing Co., stated on behalf of the membership 
committee that the association had made a slight gain, 
and had hopes of making a material gain in membership 
during the coming vear. 

As chairman of the industrial legislation committee, 
Dixon C. Williams, Chicago Nipple Manufacturing Co., 
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PRAISES 


“We use STA-WARM Glue Pots entirely. 
Our experience with them could not possibly 
be more satisfactory. As compared to giue 
pots of other makes, some of which are more 
expensive, which we investigated before pur- 
chasing, STA-WARM Pots are simple, pos- 
itive, efficient, require no attention, and are 
seemingly everlasting and inexpensive. 







“Probably in no article is it more highly 
important to maintain glue at proper uniform 
temperature than wood split pulleys for 
power transmission, which are subjected to 
great strains. 





“We are not personally acquainted with the 
Rohne Electric Company people, but we un- 
hesitatingly recommend their Glue Pots 
highly.” 
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P. V. Lawson, 


Vice-President and Manager 


Supply jobbers who value a 
reputation for real service to 
their customers stock AND 
SELL STA-WARM Electric 
Pots and Heaters. 


Our proposition is planned to 
meet the jobber’s needs exactly 
—real merchandise that sells its 
own repeat orders, real profits 
you can keep instead of squan- 
dering them in trouble service, 
real customer satisfaction. 





A. Removable Brush Wiper 
B. Heating Element on walls 
C. Asbestos Insulation. Write for catalog. 


D. Automatic Heat Control. 
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Men all over the world have been telling 
other men how Stanley performance sur- 
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took up the work of the committee during the past year 
in attempting to secure a meeting of trade associations 
to consider ways and means of revising the Sherman and 
other so-called anti-trust laws. Mr. Williams spoke sub- 
stantially as follows: 


I am to speak on a subject that, at the present time, is of 
paramount importance. It is more important today, I think, 
than it has ever been before. You will bear in mind that 
one year ago this organization passed a set of resolutions 
relative to the modification of the anti-trust laws, which we 
all feel, under the circumstances, are not only vigorously 
obnoxious, but desperately hurtful to the advancement of 
business interests of this country. 

Upon the passage of that resolution, there was appointed 
a committee for the purpose of carrying the matter 
thoroughly to a proper conclusion. You felt, as we felt, that 
simply a set of resolutions passed on to the officials at Wash- 
ington would result as such things usually result, in being 
pigeon-holed and no concrete, beneficial result would follow. 
If we were to attempt to get the membership even to send 
telegrams or write a series of letters, we felt they would 
receive the same kind of treatment. We further felt that 


——._ 


/ 
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if this matter were left in the hands of any existing organ- 
ization, such as the United States Chamber of Commerce, that 
still there would be a retarding movement, rather than a 
progressive one. 

The committee appointed at that time consisted of Mason 
Britton, of the McGraw-Hill Publishing Company, New York; 
W. R. C. Smith, W. R. C. Smith Publishing Company, At- 
lanta, Georgia; |). R. Egbert, International Trade Press, 
Chicago; Clay C. Cooper, The Crawford Publishing Company, 
Chicago, and myself, as chairman of the committee. 

We were rather tardy, it may appear from your standpoint, 
in getting into action, but you must remember that after our 
convention, last May, the vacation season began, and it was 
extremely difficult to get our people together. After a little 
while, we succeeded. On December 26, we sent out a letter 
which I am very much tempted to read, so you might see what 
the letter stated and the appeal that it made. Mr. Cooper 
submitted a list of all the trade organizations that seemed 
to be functioning at this time. That list consisted of five 
hundred and thirty-five names. Letters were sent to these 
five hundred and thirty-five organizations as follows: 

“There is, as you know, a widespread movement to secure 
from the congress relief from the many objectionable fea- 
tures of the so-called Sherman and other anti-trust laws, 
so that the present obnoxious restrictions on industry and 
commerce may be removed. 

“Recently the supreme court came out with a decision very 
favorable to liberal interpretation of the Sherman Act. Since 
that time, and even long before public sentiment had grown 
in favor of legitimate combines to such an extent that even 
the American Federation of Labor at its annual convention 
a month or so ago, went on record as believing that the 
government was dealing too rigidly with American business. 
Sut the laws inimical to our economic welfare are still in 
force. 

“There is nothing radical, revolutionary or political about 
this movement. There is no intent or wish to deny that to 
a certain extent, the industries, trade and commerce must 
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of necessity be regulated by the government, but there is a 
limit to this regulation. 

“United action by the many trade associations, represent- 
ing millions of honest business men, can without doubt secure 
in the near future the modification and relief we seek. 

“This letter is being sent to five hundred and thirty-five 
associations, representing every phase of our industrial life, 
by the undersigned, a committee appointed by The American 
Supply and Machinery Manufacturers Association in con- 
vention assembled in Atlanta, Georgia, in May, 1925. This 
action followed the passage of a resolution calling on the 
congress for relief from many objectionable features of laws 
unduly interfering with business. 

“Resolutions hereto attached were heartily endorsed by the 
National Supply & Machinery Distributors’ Association, the 
Southern Supply and Machinery Dealers’ Association, and 
later by many trade associations of various kinds. That is 
all very good as far as it goes, but does not go far enough. 

“Every one of the live trade associations should at once 
take action to endorse this relief appeal, in such terms as 
seem most effective, appointing at once a committee to work 
in conjunction with our own committee and send it to Dixon 
C. Williams, chairman, 1966 Southport Avenue, Chicago, in 
the inclosed self-addressed envelope. 
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“From the committees selected, delegates will be chosen 
to attend a meeting in Chicago, at which time we will dis- 
cuss this situation from every angle, and appoint an executive 
committee to go to Washington and see the thing through 
to a finish. 

“Will you not bring this matter up at your next annual 
or executive committee meeting, and join us wholeheartedly 
in this most important movement? 

“For your convenience a copy of a somewhat standardized 
resolution is enclosed. 

“You will realize that your individual action but starts 
the ball rolling. There is much additional work to be done, 
and you will be kept fully informed as this work progresses. 

“For years, the industries and business generally have 
prayed for relief from excessive governmental supervision. 
The time is now ripe to secure it. It is up to us now to 
push the fight home at a time when the present national 
government, the United States Supreme Court and national 
legislators generally are proving that there is a more kindly 
and less suspicious feeling toward all honest and legitimate 
business. 

“We are believing that prompt and favorable action will 
be taken by your association. The courtesy of a reply will 
be appreciated.” 

From these five hundred and some odd letters came back one 
hundred and fifty replies. Some of them were non-committal, 
but the vast majority evinced a great deal of interest. Some 
of them side-stepped the situation, many of them evidenced 
a temerity, the result of fear of offending some one down at 
the seat of the government, and they were disinclined to have 
any connection with the matter whatever. 

We then decided that we would send a second letter, and 
this is the second letter: In the meantime many of these, 
of course, promised action at the meetings of their executive 
committees or at their annual meetings. On March 31, after 
waiting to hear from these organizations, we sent out this 
letter: 

“Scores of letters have been received in answer to a letter 
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sent out by a committee appointed by the American Supply 
and Machinery Manufacturers’ Association for the purpose 
of securing from trade associations some unity of thought 
and action on possible changes in so-called anti-trust laws 
that hamper legitimate business. 

“A majority of answers promised action in bringing the 
matter to the attention of executive committees, counselors, 
boards of directors or conventions. Our committee awaits 
further information. 

“Meanwhile please note that this committee seeks no finan- 
cial aid, no promises as to future action beyond that of being 
willing to attend a meeting to be called in the future at some 
central point to consider the subject matter. 

“There are more than 500 trade associations which ought 
to be interested. The question is, ‘Will your association send 
one or more representatives to attend the proposed meeting?’ 
Your association will be committed to nothing in advance, 
further than this. 

“Further and definite information is awaited with great 
interest. Please reply to Dixon C. Williams, chairman, 1966 
Southport Avenue, Chicago, Illinois.” 

As a result of that letter, there came back answers from 
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thirty-two of the various organizations that have expressed 
a willingness and readiness to send a delegate to a meeting 
which shall be called. In one or two cases, however, we find 
for instance, a New York concern says: “We will send a 
representative to the meeting, provided it is held in New 
York or near there.” Chicago says, in one or two instances, 
“We will be glad to have our delegate present, provided the 
meeting is held in Chicago,” but the majority of these people, 
in fact, nearly all of them were ready to accept the sugges- 
tion which might come from the committee as to time and 
place of the meeting. We felt then, after this, we ought to 
defer a little longer, as developments were taking place, with 
reference to the decision made by the Supreme Court in rela- 
tion to trade organizations. 

I have a long letter (which I will not read, of course) from 
Mr. Emery, attorney for the National Manufacturers’ Asso- 
ciation, which is neither for nor against. We found out 
this, however, that the closer the organizations were to 
Washington, the less enthusiasm there was, or the more fear 
manifested upon their part that they might be caught doing 
something that would land them in jail, as if we are not 
free American citizens suffering under a great injustice, 
wrought by an old law, antiquated thirty-five years ago. 

It can not be considered that you and I are treasonable if 
we ask for a repeal or modification of a law which has proved 
to be so obnoxious, and it is the only country on the face of 
the earth that has such a law as the Sherman Law and the 
Clayton Anti-Trust Act. 

There has been no cessation on the part of the department 
of justice in its attempt to persecute manufacturers and 
merchants who dare combine in an attempt to better their 
condition in this country, and nothwithstanding these de- 
cisions which have been made by the spureme court, they do 
not touch the fringes of the situation. 

At the request of Mr. Williams, Alvin M. Smith, sec- 
retary-treasurer of the Southern Association, broke away 
from his own meeting to tell the manufacturers how the 
plumbing and heating supply jobbers in Richmond, Va., 
innocently ran counter to what the department of justice 
in Washington thought the Sherman law prohibited them 
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from doing, and what happened to. them. 
story. 


It was a sad 


Mr. Williams then continued his address, stating his 
belief that the work of the committee should be con- 
tinued with increased vigor. Up to date less than one 
hundred dollars had been expended, which had been ad- 
vanced by the chairman. 

Mr. Gladding moved that the report be accepted with 
thanks, that the committee be continued, and that the 
association approve of the work of the committee. It 
was so ordered. 

Mr. Lemaux suggested an appropriation of money to 
carry on the work of this committee, and after some dis- 
cussion the chair appointed Messrs. Lemaux, Gladding 
and Brisbin as a committee to confer with Mr. Williams, 
with the idea of securing an effective resolution, with 
money in its teeth, from the resolutions committee. 


Henry G. McComb then read an interesting paper on 
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“Developing Profits,” covering the many more or 
simple ways of doing it. 


less 


Chairman Ruf then appointed as a resolutions com- 
mittee Joseph M. Hottel, N. A. Gladding and Dixon C. 
Williams. 

As a nominating committee the chair named John E. 
Kelley, A. R. Webber, M. B. Skinner and John F. Hazen, 
supplemented under the rules by the advisory board, 
consisting of George T. Bailey, Charles W. Beaver, N. 
A. Gladding, Irving W. Lemaux and Joseph M. Hottel. 

The session then adjourned to meet 
with the Southern association. 

AMERICAN'S FINAL SESSION 
Resolution Passed Instructing a Special Committee to Con- 


tinue Efforts to Secure Action of Trade Associations on 
Revision of Anti-Trust Laws—Election of Officers. 


in the afternoon 


The last executive session of the American Supply and 
Machinery Manufacturers Association was held Thurs- 
day morning, with President Ruf in the chair. The first 
business was the report of the resolutions committee 
which was presented by Joseph M. Hottel, chairman. 
At the request of Mr. Hottel the report was read by 
Dixon C. Williams. The first resolution provided that 
hereafter the advisory board shall consist of five of the 
oldest ex-presidents of the association, and four addi- 
tional members. It was also provided that the nominating 
committee hereafter shall consist of five ex-presidents, 
and four additional members, and that after the nom- 
inating committee slate had been presented, nominations 
from the floor shall be invited. 

A resolution of thanks was presented to W. C. Hen- 
ning, chairman of the entertainment committee, with 
special thanks for the unusual attention given to the en- 
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Guaranteed Service 
Increased Profits 


Multiplied Sales 


Your salesmen can safely say that any gen- 
uine Witt Corrugated Can or Pail will outlast 
3 to 5 of the ordinary kind—and prove it by 
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tertainment of the ladies. Both resolutions were passed 
unanimously, and on request Mr. Henning made a grace- 
ful response of appreciation. 

A resolution of sympathy and appreciation of Secre- 
tary-Treasurer Mitchell was also passed unanimously, 
the sympathy part of it being called out by the fact of 
Mr. Mitchell’s illness compelled him to leave for New 
York Wednesday afternoon. It might be stated here that 
a telegram to MILL SUPPLIES from Mr. Mitchell’s office 
has been received stating that Mr. Mitchell, after receiv- 
ing hospital attention, returned to his office Monday, 
May 24th. 

There was then presented the following resolution, 
which was passed unanimously: 

Resolved, that the American Supply and Machinery Man- 
ufacturers Association views with increasing alarm the 
interference of government agents and agencies with the 
normal processes of legitimate business. A year ago this 
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association appointed a committee headed by Dixon C. Will- 
iams to take up with the more than five hundred organized 
trade bodies in the United States the proposition of holding, 
at some central point, a meeting to consider ways and means 
of bringing forcibly to the attention of congress the necessity 
of so amending the Sherman and other so-called anti-trust 
laws that business could function fearlessly along all legi- 
timate and sensible lines. 

That committee has worked diligently, and has made some 
progress, but finds hesitancy and fear on the part of many 
associations to commit themselves to any action. The time 
has come to take another step forward, and therefore be it 

Resolved, that the executive committee of this association 
is hereby instructed to aid this special committee in every 
possible way to accomplish its purpose of uniting these trade 
associations into a concrete body with a definite purpose, and 
that such expenditures of money as may be necessary to 
bring this about (but in no case to exceed five hundred 
dollars) be and hereby is appropriated out of any moneys in 
the treasury available to accomplish this purpose. 

George T. Bailey, chairman of the nominating com- 
mittee, Oliver Iron & Steel Corporation, then presented 
the following officers for election: President, Don S. 
Brisbin, Columbus McKinnon Chain Company; first vice- 
president, Robert B. Skinner, Skinner Chuck Company; 
second vice-president, A. R. Webber, H. B. Sherman 
Manufacturing Company; third vice-president, J. H. 
Williams, J. H. Williams & Company. 

For members of the executive committee: Chairman, 
W. C. Henning, A. Leschen & Sons Rope Company; C. O. 
Drayton, The Graton & Knight Manufacturing Com- 
pany; Horace Armstrong, Armstrong Brothers Tool 
Company; W. H. Glatt, Victor Balata & Textile Belting 
Company; W. F. Wright, Wright Manufacturing Com- 
pany. 

On motion the report of the nominating committee 
was accepted by a rising vote, and all the favored ones 
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present were invited to the platform after Mr. Brisbin 
had been welcomed by Retiring President Ruf, and had 
taken over the gavel. 

President Brisbin said that it was very difficult for 
him to express his appreciation of the honor conferred 
on him. He paid tribute to Mr. Ruf, as he said that he 
felt a very difficult task had been set for him to exceed 
in efficiency the pace set by Mr. Ruf during the three 
years in which the latter had guided the destinies of the 
association. In any event he was ready to promise to do 
his very best for the association, which he found in a 
very prosperous condition. He believed that 1926 ought 
to show an improvement. 

First Vice-President Skinner was then called on to say 
something for himself. He gave everybody a_ bright 
smile, stated that it was a pleasure to meet again and get 
in personal contact with the manufacturers and dealers, 








Chuck Co M. B. Skinne Co. West Virginia-Kentucky 
Hardware & Supply Co 

and promised to give the very best support to President 

Brisbin. 

Second Vice-President Webber modestly assured Presi- 
dent Brisbin of his heartiest co-operation. 

Mr. Henning stated that while he might be only 85 per 
cent. efficient in his support of the new president, he 
could sincerely promise at least 125 per cent. of loyalty. 

W. H. Glatt said he appreciated the honor of being 
appointed to the executive committee, and would do his 
best to deserve it. 

At this stage Dixon C. Williams presented a resolution 
of appreciation of Retiring President Ruf’s tireless 
efforts while occupying the presidential chair. It also 
carried best wishes for success in all his future efforts. 
The resolution carried without a dissenting voice. 

N. A. Gladding was then informally appointed toast- 
master to call on some of the oldest members of the 
association for a word or two Mr. Gladding stated that 
it gave him positive delight to again see John Trix on 
the floor. He recalled that Mr. Trix was one of the oldest 
and most loyal members of the association, and that the 
presence of such a man was a guarantee of the future 
success of the association. Mr. Trix then responded, 
voicing his appreciation of the kindly words of Mr. Glad- 
ding, told a story that provoked laughter, and said he 
was for greater stability in business, and ealled attention 
to the fact that there was great need for a better attend- 
ance of dealers at these conventions. 

Mr. Gladding then called out D. K. Swartwout, one of 
the oldest ex-presidents of the association. Mr. Swart- 
wout spoke very briefly, and stated that his hope was for 
a triple convention in the near future. 

Joseph M. Hottel, also a veteran ex-president, declared 
his belief in the value of the association, and assured his 
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hearers that he was 100 per cent. for the association 
all the time. 

Mr. Gladding then called on Farnham Yardley, whom 
he declared to be one of the most erudite, efficient and 
devoted ex-presidents of the association. Mr. Yardley 
stated that he was delighted at the entertainment and 
courtesy of Mr. Henning and his associates. He ex- 
pressed his belief that too little attention was being paid 
to the value of personal contact offered by these conven- 
tions, and believed that there should be a larger attend- 
ance of executives of both manufacturers and dealers. 

“Jack” Ruf then introduced Irving Lemaux, and 
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began by stating that he had reared Lemaux very care- 
fully, and hoped that the latter would do better in the 
future than he had in the past. Mr. Lemaux responded 
by stating that his conduct, the best of it, was not at all 
due to either the advice or example of Mr. Ruf. 
President Brisbin brought up the question of attend- 
ance at the conventions, and wondered to the best 
method of increasing it. He recited various methods 
employed by other associations, and hoped for sugges- 
tions from the members as to the very best way of bring- 
ing out a lot of people who are usually absent from the 
meetings. The American Association then adjourned. 
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Combined Meetings of the Two Associations 


Many Interesting Addresses and Papers, Emphasizing the Need of 


Better Business Practices, Were 

The first combined meeting of the two associations 
was called to order Tuesday afternoon by John C. Ruf, 
president of the American Association. H. W. Geller, 
president of the Geller, Ward & Hasner Hardware Com- 
pany, St. Louis, who was largely instrumental in bring- 
ing the convention to that city, welcomed the visitors, 
and then introduced Mayor Victor J. Miller of St. Louis, 
who extended the city’s welcome. In a brief address, the 
mayor expressed the belief that one of the great evils of 
today is the lack of understanding of men towards one 
another. In describing the greatness of St. Louis, he 
said that at present there is underway in the city over 
$50,000,000 worth of public work. 

N. A. Gladding, E. C. Atkins & Co., Indianapolis, 
presided at the first group session of the afternoon, and 
introduced as the first speaker Kirke H. Taylor, purchas- 
ing agent of the Illinois Glass Company and vice-presi- 
dent of the National Association of Purchasing Agents. 
Mr. Taylor’s subject was; “Is it economical purchasing 
for a large corporation to be shopping around?” 

Mr. Taylor said that it is just as important to get 
what you pay for as to pay for what you get. For 20 
years he has been purchasing agent for the Illinois Glass 
Company, and his experience during this time has 
brought him to a belief that it is a part of wisdom on 
the part of the purchasing agent for a large corporation 
to thoroughly cover all sources of supply, taking into 
consideration in the final decision such items as quality, 
adaptability, guarantees of goods, delivery and service. 
In the purchasing of miscellaneous goods, it is 
quently the custom to make contracts. By trial and 
elimination of competitive goods, it is possible for a 
purchasing agent to adopt a particular make of goods. 
This is the practice which he uses for such goods as elec- 
tric lamps, belting, hacksaw blades and other such lines 
which he labels as “miscellaneous goods.’’ He said that 
the railroad practice is to broadcast all inquiries, and 
that little or no degree of sentiment enters into such 
purchases, price usually being the sole factor. This 
latter policy is also adopted by the United States govern- 
ment, and by big mail order institutions. Mr. Taylor 
believes, however, that in shopping around for such mis- 
cellaneous goods, you aid and abet the chronic disturber 
of business, the price cutter. 


fre- 


No one, says Mr. Taylor, gets any benefit by price cut- 
ting. In the long run, you get only for what you pay. 
No one can or will sell a Rolls-Royce at the price of a 
Ford. There is always to be found the type of buyer 


Featured on Afternoon Programs 


whose pet statement is, “Your price is too high.” Mr. 
Taylor believes that there is a golden mean. In certain 
lines there are certain well established manufacturers 
and in the long run you will do best by buying the 
products of these manufacturers. “It is just as im- 
portant that you know those with whom you deal as it 
is to know those to whom you sell.” 

The second speaker of the afternoon was Lucien M. 
Harris, financial editor of the St. Louis Globe-Democrat, 
whose subject was, “Commercial Sportsmanship.” Mr. 
Harris qualified not only as a financial expert, but as 
a humorist of the first quality. He said: ‘Sportsman- 
ship isn’t shooting birds on the ground.” You must do 
the same towards your competitor as you do towards your 
customer. ‘Blessed is the square-shooter, because he 
will get by,” is his suggestion for a new beatitude. 


SECOND COMBINED SESSION, TUESDAY P. M. 


In the absence of D. R. Burr, George Grauer, Goodyear 
Tire & Rubber Co., presided at the second session, Tues- 
day afternoon. The first speaker of the afternoon was 
John F. Hazen, of the Pittsburgh Steel Company, who 
read a prepared paper on the subject, “Practice of some 
manufacturers to allot more tonnage to a dealer than his 
necessary stock requirements, resulting in demoraliza- 
tion of the market when unloading surplus.”’ Mr. Hazen’s 
paper follows: 

JOHN F. HAZEN’S PAPER 

It is a pleasure to participate in discussing the subject 
assigned for this session relating to “Practice of Some Man- 
ufacturers to allot more tonnage to a dealer than his neces- 
sary stock requirements, resulting in demoralization of 
market when unloading surplus.” 

The topic, I understand, indicates pressure on the part of 
the manufacturer in inducing a dealer to accept excessive 
stock, and tonnage, in our industry, doubtless refers to the 
common forms of iron and steel, semi-finished and finished 
products. 

By referring to records of previous sales, stocks on hand 
and by making allowances for local or general seasonable 
changes, the dealer is enabled to closely estimate require- 
ments, so it is unlikely a dealer would accept an allotment of 
more than his necessary requirements unless the risk of 
market declines and the disposal of the surplus were accom- 
panied by some special consideration to afford greater possi- 
bility of profit. The inducement ordinarily centers in an 
attractive price, and this is my interpretation of the motive 
in the premises. 

As surplus stocks must eventually be disposed of, and the 
seller cannot avoid accountability in the movement, the man- 
ufacturer should assist the dealer to market surplus stocks 





in the most profitable way and with least disturbance to 
others. 

Special sales are not advocated in routine business, but 
should they become necessary in connection with surplus 
materials, they should be given due publicity and restricted 
to a brief period of time. That method certainly would be 
preferable to one calling for gradual liquidation and con- 
tinued demoralization in price. 

Buyers should not expect the manufacturer to take back 
surplus stocks or be held directly responsible, but the man- 
ufacturer should co-operate in every feasible way in the 
distribution without a loss to the dealer if possible. The 
manufacturer might be able to dispose of certain items for 
the dealer in some other territory, and the dealer should not 
hesitate to call upon the manufacturer for such assistance. 
It is, of course, to the interest of the manufacturer to lend 
a hand in such difficulties so that the customer will be satis- 
fied and the line continued, but the manufacturer should not 
be asked to stand charges for freight or other expenses or 
losses. 

Naturally, manufacturers desire to attain the greatest 
possible rate of operations since the result is to reduce over- 
head expenses. It might be said that they are anxious for 
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employ about half a billion dollars of capital. Their annual 
rate of turnover is about two and one-half times. Some 
hardware wholesalers stock 15,000 or more separate items. 
Supply and machinery stocks involve numerous other items. 
These figures indicate the magnitude of the industries which 
supply and machinery distributors serve and which are af: 
fected by circumstances now under discussion. 
THE POSITION OF THE SUPPLY DISTRIBUTOR 


The position of the supply and machinery distributor is 
extremely technical. Sales volume may emanate principally 
from mills, mines and factories or other important consump- 
tive interests, but many of the products go from the dis- 
tributor to the retail merchant. When goods are sold to the 
final user, a cut in the price may not prove so disturbing 
as when sold to a merchant or retailer, who again must 
resell and possibly pass along his advantage. In many lines 
the distributor competes with the wholesale hardware house. 
Wherever the demoralization in resale affects the hardware 
jobber, it will also equally affect the supply distributor if he 
handles the same line. 

The warehouse of the wholesaler is the 
which the adjacent community is dependent. 


store room on 
It is also an in- 
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business, consequently the larger the order the greater the 
anxiety. Recognizing that big volume intensifies the seller’s 
desire for the order and that better terms at times have 
existed than on smaller purchases, the aim of buyers is to 
bring out purchasing volume and through the organization 
of unions, syndicates, chain stores and other such methods, 
concentration of purchases is now common practice. 
CONCESSIONS REFLECTED IN RESALE 

Concessions to create volume are usually followed by re- 
flection in resale. The reflection in the resale market, how- 
ever, coincides, whether the volume is created by a single 
order or over a period of time under similar incentive. The 
resale market is the vital factor, as the manufacturer’s sell- 
ing price will eventually be broadly influenced by dealers’ 
resale conditions. 

The distribution of supplies and machinery involves the 
employment of an almost unbelievable number of individual 
interests and an astonishing amount of capital. 

“The Mill Supply Buyers’ Guide” records 8,000 manufac- 
turers of mill, mine and plumbing supplies and machinery; 
2,800 active distributors, some covering the entire country 
in their activity with almost one billion dollars of capital 
investment, and 25,000 salesmen. The stocks of these distrib- 
utors are valued at half a billion dollars and annual sales 
not less than two million dollars. The turn-over averages 
four times yearly. Nearly all the goods handled by distrib- 
utors of mill, mine and factory supplies are constituted 
wholly or in part of iron and steel, wood, rubber and other 
raw materials which broaden the basic field far more exten- 
sively than indicated in the foregoing. 

“Crain’s Market Data” book under the caption of “Mine 
and Factory Supplies” states there are 250,226 domestic 
manufacturers, employing 7,000,000 wage earners and a cap- 
italization of $45,000,000,000. These manufacturers use 
$40,000,000,000 worth of material annually. Their annual 
production is valued at over $45,000,000,000. The supply and 
machinery distributors, of course, do not handle the entire 
production, but at least some of the articles of each of these 
industries. 

It is a fact that the hardware merchant also sells numer- 
ous items of mill supplies. There are 35,000 hardware re- 
tailers and about 750 real wholesalers in the United States. 
These wholesalers have about 10,000 traveling salesmen and 


dispensable necessity to the manufacturer, who could not 
profitably a‘ford to duplicate the wholesalers’ stocks and sales 
force throughout the major centers of distribution; therefore, 
the wholesaler is entitled to purchase favorably so as to 
compete with other wholesalers and at a less value than the 
retail dealer. 

The country has enjoyed prosperity with values and wages 
at a relatively high plane, and it is evident that the balance 
between commodities and wages is the determining factor in 
our national prosperity. 

The consumer may benefit by cost savings, provided mate- 
rial reductions do not decrease his own earning capacity and 
that applies down to the production of the raw materials but 
extensive reductions eventually must make inroads on income 
and thus price reductions are far reaching in their course. 
The consumer has no just ground to complain if he pays 
for his supplies proportionately to his capacity and standard 
of earnings. Therefore, it is logical that the consumer 
should pay a fair price which will afford in the ordinary dis- 
tribution of goods a reasonable profit each to the manufac- 
turer, wholesale distributor and retailer. 

SERVICE 


MUST DETERMINE DIFFERENTIALS 


As in the case under consideration, a manufacturer may 
sometimes determine sales value upon the basis of volume 
rather than the function performed by the trade. Let us 
take a hypothetical case where the discount from list of 10 per 
cent of tonnage items applies to five carload purchases and 
the net list to single carload buyers. One retailer may sell 
only one car per season and another five cars. On the other 
hand, both sell the same consumers. At nearby points, let 
us assume, one wholesaler buys four cars yearly and another 
ten cars. If volume governed and the minimum price were 
applied to five car purchases instead of only to whole- 
salers, then the large retailer would buy at 10 per cent below 
the small retailer and possibly to enlarge volume would pass 
the saving along to the consumer. The single carload re- 
tailer would be compelled to do business at about cost or a 
loss, and would likely be forced to abandon the line if not 
supported by his source of supply. The wholesaler could 
not get a premium on similar goods from the retailer, and 
as the large retailer would buy at the same cost as the 
wholesaler, the line would prove unprofitable to the whole- 
saler. If two or more manufacturers were represented 
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through these merchants, it is very probable the outcome 
would necessitate general price reductions as might be neces- 
sary to place their goods in the field on a competitive basis. 
Then if volume regulated the classification a second time, 
the same process would be repeated “ad infinitum.” There- 
fore, trade differentials should be considered from the serv- 
ice or function performed. 

The seller errs who so advises a buyer to bring about a 
condition of excessive stock, either in expressing too great 
an optimism as to future possibilities of distribution, or a 
mistaken idea that concessions in price or terms will enlarge 
the volume of business. Ambition of the buyer in antici- 
pating too liberal an increase in business or the entry into 
extended territory may be responsible for miscalculations, 
and such dangers are most likely to be present when market 
advantages are available. Surplus stocks acquired under any 
of these conditions purchased beyond the buyer’s normal 
needs must be either sacrificed in resale to accomplish a 
movement into consumption, or be carried to the next season 
with the loss of storage, insurance, interest or invested cap- 
ital and possibly extra taxes. Such loss may considerably 
exceed the concession received in price. During recent years 
productive capacity has been extremely increased. Mills have 
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expanded as expected, surplus stocks remain unsold, profits 
are cast to the winds. 


BUILD SOUNDLY BY SANE METHODS 


Business may be soundly built and expanded only by sane 
methods. Those principles of distribution will always stand 
as a monument to common sense. That is building of confi- 
dence and good will; courtesy towards all; reliability of high 
quality; efficient service and intelligent merchandising. There 
can be no objection to expanding business by putting on 
more salesmen, entering new fields and co-operating with the 
manufacturer through advertising, trade promotion, and 
other intelligent methods of service. Business founded on 
sound principles will remain a permanent asset, but when 
you cut a price to get the first order you underrate 
your goods, and the buyer will rightly expect a reduced price 
if he gives you the second order. Then again you may find 
yourself competing with your own goods. 

When we sell below the market, we are dissipating profits 
that rightly belong to our stockholders. 

Capacity has outgrown demand in many lines. Foreign 
markets are not taking our tonnages so extensively as here- 
tofore. We are more dependent on home consumption than 
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Valve & IIyatt Roller Bearing Co Simonds Saw & Steel Co 


Fittings Co. 


built up more complete stocks and are better prepared to 
render efficient service. 

Buyers have found greater profits in more frequent turn- 
over with less inventory, so that dealers have reduced stocks 
particularly as speculative opportunities have grown infre- 
quent. 

Railroad service and equipment have become so improved 
that congestion of freight has almost disappeared. Through 
more adequate transportation facilities and with mills car- 
rying larger stocks buyers are enabled to reduce inventories, 
order in smaller quantities and give their customers equal 
or better service through prompt and more frequent stock 
replacements, releasing capital for investment in added lines 
For example, a dealer who sells 5,000 packages of any article 
yearly may have carried an average of 1,500 in stock during 
previous years. By small purchases he may reduce his stock 
to 1,000 packages and still have fair assortments replenished 
at closer intervals. That would release the investment on 
500 packages. Let us estimate the cost at $38 per unit aver- 
age. This would release $1,500 of capital formerly tied up 
in inventory. By investing that amount in another line and 
turning it every four months total sales would be $6,000. 
Based on a gross profit of 25 per cent on the selling price, 
this profit would amount to $1,500 or 30 cents per package 
additional on the yearly 5,000 packages, if all profit applied 
to sales of the goods in which the entire fund was originally 
invested. If added warehouse or selling costs occur, that of 
course must also be considered. 

This is made possible by improved mill and railroad serv- 
ice. The example may not be precise but certainly it applies 
relatively. Therefore, quantity purchases and large stocks 
are not always so profitable as might appear when the in- 
vestment and warehousing costs are taken fully into consid- 
eration. Well assorted stocks of course are essential. Buyers 
should not go to the other extreme and allow inventories 
to become depleted for the dealer who can deliver the goods 
is the one who will get the business. The distributor who 
has bought sensibly and conservatively will not relish han- 
dling a line of goods that is demoralized. The line may be 
entirely discontinued. On the other hand, the competing 
manufacturer may determine to place his distributor in posi- 
tion to compete, and he who is responsible for market demor- 
alization will then find that others will meet his prices so 
that his advantage has disappeared. His business cannot be 
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ever and competition is keen for the business that exists. 
In overbuilt industries the effort of one manufacturer to run 
in excess of others is commendable, if accompanied by proper 
selling principles or improved goods, but where the manufac- 
turer resorts to “buying” business, the reflection on the gen- 
eral market is inevitable. Control of resale markets then 
passes to other hands. Stability which is so desirable to manu- 
facturer and merchant, under such conditions, is impossible 
and the result is a matter of history. If volume is created 
by price concession and the concession is reflected in resale, 
the original sale that may have been thought beneficial 
becomes a boomerang to harass the seller on its second move- 
ment. Ilistributors in affected territory must have consider- 
ation or they cannot move their goods. A sale is not com- 
plete until goods move into consumption, and that is possible 
only where equal consideration is extended. It is the repeat 
order that produces the best profit, and repeat orders ema- 
nate only from continuous active distribution. The first sale 
through a gradual encroaching movement in the resale mar- 
ket may force the whole output of the manufacturer to a 
lower level. It is not difficult to reduce the price, but to 
restore the market is quite a different problem and may 
be a matter of months. The total consumed over a period 
of time will not vary noticeably whether the price is slightly 
lower or higher. 


MANUFACTURERS MUST TAKE AN INTEREST 


It is important that manufacturers take an interest in 
resale conditions as they affect the desirability of their prod- 
uct. A line may be attractive due to favorable resale condi- 
tions, or may be equally unpopular in a reversed situation. 
Manufacturers should endeavor to co-operate with their deal- 
ers in ironing out undesirable elements that arise in the 
resale market on their own goods affecting the distribution 
of their products. If the manufacturer will engage in con- 
structive effort to educate the dealer how to market his goods 
in a profitable and intelligent manner, this will also help the 
dealer as well as create good will towards the product itself. 

Above all we must bear in mind the amount of business 
we can do is limited, and that we should direct our efforts 
towards sharing in a fair profit on what is available rather 
than attempt to corral too great a share on conditions that 
are destructive and unremunerative. 


(Continued on page 91 
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The Mechanical Engineer The Consumer The Reliable Distributor 
The Mechanical Engineer, who possesses the The Discriminating Consumer, keen enough The Distributor, whose experience’ has 
: taught him that satisfied customers are the 
advice of men whose knowledge can be relied biggest asset of any business. Wise enough 
to study and know the tools he offers his cus- 
tomers and, from his own knowledge, to rec- 


nat ) ver . . 
sate eign Mos to be guided by the distributor and the expert 
just what 

to withstand 
subjected and upon, to the end that he may have better, 

pplied . f 

in pep apa more economical service and a lasting satis- 
t compound 7 “ P 
faction in knowing he has the best tool for the ommend or guide their choice to the tool 


construction 
purpose that is made which will best perform the work required. 


These three wise men have analyzed and thoroughly proved the Atlas Car Mover 
and found it to be by actual test the most powerful and efficient tool ever devised 
for moving cars by hand. In describing the materials used and the workmanship it 

is only necessary to say, they are the best to be obtained anywhere. 





GUARANTEE 
The Atlas ( M 
Give us a place to 
stand and we will move 
‘ : ia’ aaa 
is manufactured only by res gs 


APPLETON CAR MOVER CO., Appleton, Wisconsin 


Post Office Box 42 MEMEER AMERICAN SUPPLY AND MACHINERY MFRS, ASSN, 
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Another Forward Movement 
in the Mill Supply Field 


OCAL AND REGIONAL ASSOCIATIONS are proposed as the next im- 
portant step forward in the mill supply field. The action taken at the recent 
convention of the National Supply and Machinery Distributors’ Association 
in Atlantic City, strongly urging the formation of groups representing the 

supply interests throughout the United States, is one that bears promise of substan- 
tial benefits for the mill supply manufacturers and distributors of this country. 


American industry has attained a high standard of economical production; the 
future pathway of progress is pointing in the direction of greater economy of dis- 
tribution. Already industrial leaders of this country have recognized that in the 
sale of those supplies which must go from industry to industry in order to keep the 
wheels of production turning at the proper speed, the mill supply houses have proved 
to be sources of great economy. Changed conditions in our industrial life, which 
have arisen within the last decade, have brought a need for still further refinement 
in the methods of the supply houses. 


This greater economy, this refinement of methods, can only be attained by a 
closer co-operation, a more intensive study of the entire field of distribution as it 
relates to the sales of supplies and machinery to the industries. 

The mill supply field today can boast of no single organization which is 
equipped to do the necessary and essential work, which has for its ultimate goal 


the establishment of “better business” conditions in one of the most important 
branches of American industry. 


Differences in geographical location bring marked differences in the methods re- 
quired for best serving the industries of each section of this country. Certainly 
what is sound business for New England supply houses, serving as they do indus- 
trial communities for the most part closely adjoined to one another, would not 
necessarily be a workable policy for the supply houses of the west or the southwest, 


with their vastly greater distances between centers and between the industries that 
must be served. 


Nor are the conditions affecting the various localities within the several regions 
similar to one another. Pittsburgh supply houses have local problems which are 
not exactly the same as those encountered by the supply houses of Cleveland. Nor 
are the problems of the latter city exactly like those of Cincinnati. Memphis, Rich- 
mond and New Orleans, Los Angeles, San Francisco, Portland and Seattle, all have 
their local problems, each in many essentials different from the others. 

Economists who have studied the broad aspects of distribution in recent years 
believe that changed conditions, which have followed the decentralization of indus- 
tries and the speeding up of the transportation facilities, make a narrowing of 
territories and a more intensive cultivation of the markets near at hand one of the 
outstanding problems of distributors today. 

This determination of the economical limits of various territories is essentially 
a local or regional one. It is up to the distributors themselves to study the con- 
ditions under which they do business, to determine how far it is profitable for them 
to go in reaching out for business. 


Likewise there are other peculiarly local conditions, affecting credits and 
other important business items, which cannot well be solved nationally. These are 
all within the province of local or regional association activities. 

One other, and a very important function of the local associations, is its posi- 
tion as the point of personal contact among the executives of the supply houses in 
the different localities. It takes no great stretch of the imagination to recognize 
that today one of the great deterrents to healthy business conditions is that misun- 
derstanding of the other fellow in the same line of business. To “know one 
another” is a step in the direction of the greatest business asset of all, the prac- 
tice of “The Golden Rule.” 

How far this local and regional association idea will go is up to the leaders in 
each section. It has all the appearances of another forward movement for the com- 
mon good. 
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Te last few years have shown how 
| great a difference there is in the mill 
supply business between volume and 

profits. 

Suppose you went systematically through 
your goods and eliminated a large share of 
the unprofitable articles, the slow movers. 
What a saving it would make in your stock 
investment, and what an increase in your 
turnover and net profits. 

As soon as a jobber decides to put his 
business on such a selective basis, the great- 
est aid that he can get to push the goods he 

‘decides’ to sell—and to avoid orders for 
articles’ that he does not care to handle—is 
to issue a catalogue on the Donnelley Unit 
Selection Plan. 

This does not mean that he will neces- 
sarily show a small range of goods, but it 
does mean he will weigh the worth of ev- 
ery article separately onitsownmerits 
before he includes it in his catalogue. 

It is not economy for a jobber to buy a 
catalogue made up of “ready-made” col- 
iF umns (or pages) of assorted articles, in 

Elf) which he himself has not done the selecting 
of the individual items. The “economy” of 
such a catalogue would prove decidedly 
expensive to him from the larger standpoint 
of his stock investment and his net profits. 

The Donnelley service gives you the best 
there is in compiling, typography, press- 
work, binding, and rapidity of service, but 
from the standpoint of your net profits, prob- 
ably the most important single advantage is 
in the Donnelley Unit Selection Plan, which 
will help you hold down your inventory and 
to concentrate on the goods which will 
increase your turnover and profits. 

The part of the cost of your catalogue 
which secures the Donnelley service will be 
the most profitable part of the whole invest- 
ment. 


SORENESS 


lep & Sons Co. 








Jobbers Catalogue Department 731 Plymouth Court 
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ORDERS 
by Mail 


HERE would your profits be if you 
had to depend solely on the orders 
that your road salesmen bring in? 


How much profit is left for you in the 
hotly fought competitive orders that you get? 


From the standpoint of your net profits, 
contrast such business with the daily flow of 
mail and telephone orders for routine needs 
and replacements that are being placed 
somewhere by the buyers in your territory. 


How are these orders usually placed? 


The engineer or superintendent consults 
his favorite catalogue and sends a requisi- 
tion to the purchasing agent in the terms of 
that catalogue. In themill supply business 
a large percentage of these orders are emer- 
gency orders, and the catalogue affords the 
quickest way to place them. 


Even when there is not the same emer- 
gency, many of these orders are not large 
enough individually to warrant getting com- 
petitive bids. The purchasing agent being 
human, will usually take the line of the least 
resistance, and will send the order to the 
jobber that furnished the catalogue. 


This steady flow of routine mail and tele- 
phone orders becomes large in the aggre- 
gate; it may constitute the bed rock of a 
jobber’s prosperity. 


Mail orders are the most profitable orders 
you receive; they cost the least to sell, and 
usually come to you without quotation. They 
are the part of your business that is least 
affected by price cutting competition. 


An economical agency that will materially 
stimulate your mail orders is the most profit- 
able salesman you can employ. And nothing 
else approaches a good catalogue in stimu- 
lating mail orders. 


SELVES AONE yee 
seals 


cheffabeside Vre cago 


It is better to Issue the Best Catalogue than toWish You Had 


Se oth 
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They know 
enkins 


The real the middle 
aged veteran, and the young en- 
Jenkins Valves. 
Though one may have “broken 

* during the late eighties, 
ales at the turn of the century, 
and the third only a year ago, the 


“old-timer,” 
all know 


gineer 


an- 


Jenkins “Diamond” means _ the 
same thing to each. 
It means a valve that once in- 


stalled can be forgotten—a sign of 


low-cost valve service. 


When 


you are selling 


sell Jenkins Valves, 
“known quantity” 


you 


Engineers know just what you are 
and this knowledge 
sales with less effort. 


talking about, 


means more 














keep the name and standards 
of Jenkins Bros. before engineers 
and to educate 
the field, a wide 
publicity campaign is being carried 
on. Publication advertising, direct 
mail, 


and valve users, 


newcomers in 


and Jenkins service repre- 
sentatives play an important part. 


Behind the “Diamond” 
stands an organization that can be 
counted on to give you the kind of 
service that you like to give your 


Jenkins 


customers. 


JENKINS BROS. 


80 White Street..... New York, N. Y. 
524 Atlantic Avenue. Boston, Mass. 
133 No. Seventh Street....Philadelphia, Pa. 
646 Washington Boulevard.....Chicago, II’. 
JENKINS BROS., Limited 
Montreal, Canada London, England 
FACTORIES 
Conn. Elizabeth, N. J. 
Montreal, Canada 
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The advertising of Jenkins 
Valves 


appears regularly in over 100 pub- 
lications. Among many others, it 
reaches valve buyers in power 
plants, in laundries, on railroads, in 
textile mills, on ships, in paper 
mills, sugar mills, and lumber 
plants. 

Wide circularizing also brings Jen- 
kins Valves periodically to the at- 
tention of designing, constructing, 
operating and consulting engineers, 
architects, plumbers,  steamfitters 
and owners. 
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Sell the Packings That So Meet 
Conditions of Service As to 
Make for Repeat Orders and Lower the Selling Expense 


‘PALMETTO | ALC 


s ING 





has no equal for long service under the ideal packing for pumps, es- 
steam (high pressure, superheated ) pecially of the centrifugal type, for 
and compressed air pressures, be- in addition to possessing high ten- 
cause it is entirely heat resisting sile strength it contains sufficient 
and so perfectly lubricated as to graphite grease lubricant to keep 
resist hardening. the shaft in perfect lubrication, 

and the packing from hardening. 


TO PROVE SUPERIORITY 
|S = en © —) =, | oe fo) 8) 
FREE WORKING SAMPLES 





GREENE, TWEED \ co. 


SOLE MANUFACTLRERS 


109 DUANE STREET NEW YORK 
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Moore & White 


For Standard and High Speeds 





To Our Dealers in the United States and Canada. 
Gentlemen: 


Thank you very much for your splendid co-operation during the 
past year, which has resulted in 
More Friction Clutches Sold! 
New Friends Gained! 
Old Friends Retained! 
Confidence Inspired, Business Built and Profits Made 
Serving Your Customers With Thoroughly Reliable 
Goods. 
Let the good work continue. Let us work harder during the 
coming year. MOORE & WHITE Friction Clutches are abso- 
lutely dependable, leaders in their line, and certain to please your 
customers. 
If you have exhausted your supply of literature on M. & W. Fric- 
tion Clutches, do not fail to write at once for more copies of 
Catalog “C.” 
Always at your service, 


THE MOORE & WHITE CO. 


P. S—Why not show MOORE & WHITE Friction Clutches in 
your next catalog? Many of our dealers find this profitable. 
Advise now how many pages you can use and we shall be glad 
to send cuts, descriptive matter, etc. 








Office and Works, North Philadelphia Station, Pennsylvania R. R. 
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JUL QuIPPLUES 


iFriction Clutches 
| Backed by 41 Years of Dependability 











Moore & White 
equipment shown here 
is fully illustrated and 
described in these 
catalogs. Send for 
them today. Ask for 
Catalogs — 








The Moore & White Co. 


Established in 1885 


Philadelphia, Pennsylvania 
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SELL FIRE 
APPLIAN CES 
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\ The Line of 
Reliability 
Quality 

Service 








2% Gallons X A 
Extinguishers 





Diener fire appliances bear 
the label of the Underwrit- 
ers Laboratories. 


Safety Cans 


Manufactured by 


GEO. W. DIENER MFG. CO. 
Chicago 


Established 1899 









Diener Products 
Are Sold Through 
Established Dealers 
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5 Gallon 
Pump Type 
Extinguishers 


2144 Gallon 
Non-Freezing 
Extinguisher 































Distributors 


Baltimore, Md. Newark, N. J. 


The L. A. Benson Co, Seither & Ellis 
Boston, Mass. Newark, N. J. 
Chandler & Farquhar “Co, Squier, Schilling & Skilf 
Bridgeport, Conn. New Haven, Conn. 
Hunter & Havens Cc. S. Mersick & Co. 


Buffalo, N. Y. New York City 

Louis F, Seltenreich Anchor Tool & Supply Co 
Chicago, Ill. New York City 

Machinists Supply Co, J. & C, Ernst 
Passaic, N. J. 

New Jersey Eng. & Sup. Co. 
Pittsburgh, Pa. 

Joseph Woodwell Co. 
Philadelphia, Pa. 

Aetna Machinery Co, 
Providence, R. I. 

Z. Berberian Co, 
Rochester, N. Y. 

Sidney B. Roby Co. 
St. Louis, Mo. 

St. Louis M’hinists’ Sup, Co 


Cincinnati, Ohio 

E. K. Morris & Co. 
Cleveland, Ohio 

White Tool & Supply Co. 
Dayton, Ohio 

M. Db. Larkin Co, 
Detroit, Mich. 

Boyer-Campbell Co. 
Detroit, Mich. 

Chas, A. Strelinger Co 
Elizabeth, N. J. 

Hand Hardware Co, 
Hartford, Conn. 

Tracy, Robinson & Williams 

Co. 
Indianapolis, Ind. 
Vonnegut Hardware Co. 
Long Island City, L. 1.. N.Y. 
Long Island Hardware Co. 
Los Angeles, Cal. 

PDucommun Hardware Co, 
Vilwaukee, Wis. 

Phillip Gross Hdw. & Sup. Co 
Minne papolis, Minn. 

*. Satterlee Co, 

] heaiaih N. J. 

Banister & Pollard Co. 
Newark, N. J. 


Ludlow & Squier 


San Francisco, Cal. 

c. W. Marwedel 
Springfield, Mass. 

W. J. Foss Co. 
Syracuse. N. Y. 

Syracuse Supply Co 
Toledo, Ohio 

Kirkby Machy, & Suppl) 
Toronto, Ont., Canada 

The Masco Co., Ltd, 
Troy, N. Y. 

Fred K, Blanchard, Ine, 
Waterbury, Conn. 

Hamilton Hdwe. Corp. 


Worcester, Mass. 
Dunean & Goodell Co 


merican Swiss files are not a new 

product, but in twenty-five years no 
single opportunity to improve their already 
excellent qualities has been overlooked. 
They have found a ready welcome at the 
hands of veteran mechanics, who find that 
the endless variety offered by 2400 different 
sizes, cuts and shapes offers no variety in 
quality. Every American Swiss file is built 
to the single standard of “ONLY THE BEST 
ARE GOOD ENOUGH.” 


Americar Swiss File & Tool Co. 


410-416 Trumbull St., Elizabeth, N. J. 
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This Room is 
“Hard-Boiled”! 


O this Testing Laboratory come many samples 

taken at random from each “batch” of tools before 
they are sent to be wrapped. Drills and Reamers are 
put through their paces, and if the samples fail to pass 
the rigid standards established, the whole batch is 
condemned and destroyed! It’s heart-breaking, some- 
times—something like feeding brand new dollar bills 
to the furnace! 


That’s why the Testing Room is called “Hard- 
Boiled’ —but we maintain it to be hard-boiled, nor 
would we permit it to be otherwise. 


CLE‘FORGE 


For, upon the final verdict of this hidden depart- 
ment depends the quality of the “CLEVELAND” 
twist drills and reamers that are actually offered for 
sale, and this trademark 
is too valuable to jeopardize it by passing through even , 
one imperfect tool if it can be discovered in time. — 





TWIST DRILL 
COMPAN Y 
CLEVELAND 
NEW YORK-CHICAGO-LONDON 
TRADE MARK REG U S PAT OFF AND FOREIGN COUNTRIES 
Manufacturers of 
Carbon and Cle-Forge High Speed Drills for every purpose; “Mezzo” Super-Carbon Drills; 
Hand, Jobbers’ and Shell Reamers; “‘Peerless”” High Speed Reamers; ““Paradox”’ Adjustable 
Reamers; ““Quick-Set’’ Reamers; ““Spirex’”” Machine Taper Pin Reamers; Chucking Reamers 
for Turret Lathes; Counterbores; Countersinks; Sockets; End Mills; 
and the “Ezy-Out”’ Screw Extractor. 
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Pow see 


The Cost of ONE small ACCIDENT 


may pay for all the Wire Rope a shovel, crane, or 
Derrick can use in Forty years. 





Does it pay to play your 
luck in a gamble with human life? 


Many rope accidents are caused from unknowingly 
using the wrong grade. For this reason, as a protection 
against this, every grade of 


WILLIAMSPORT 
WIRE ROPE 


is marked in plain English by a Telfax Tape woven 
into and throughout its length. 

No other make of Wire Rope is marked in such certain and defi- 
nite way. 

Until Williamsport gave Wire Rope users this protection, there 
was some excuse for getting the wrong grade of rope into service. 
Today, there is NO EXCUSE for any user making this mistake. 
Do you feel that as a Good Jobber of Mill Supplies, it is not 
better business for you to sell a Wire Rope that proves its grade? 
We can show you many advantages in marketing Williamsport 
Wire Rope. 

The good name of any maker is not a guarantee against mistakes. 
The “Telfax Tape” system of protection is the only sure pro- 
tection. 


It can only be found in “Williamsport.” 


If you haven’t had your accident yet from using the wrong grade 
of rope—“Knock on Wood.” 





Williamsport Wire Rope Company 


Main Office and Works Gen’! Sales Office 
Williamsport, Pa. Peoples Gas Bldg., Chicago 


USE MADESCO BLOCKS—THEY STAND THE GAFF 
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Model 6C Air Cocks 


Single Male, Tee Hand! 
Standard Finished be polished 
Tet free 
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In Bluford Sharp Catalogs 


A Bluford Sharp Catalog is profitable because: 


Since 1904, we have been engaged solely in publishing MILL SUPPLY catalogs. 
We know our business and cooperate with you to the fullest extent. 

A BLUFORD SHARP catalog is superior from every conceivable angle. 
BLUFORD SHARP pages actually sell goods for you. 

You get a BLUFORD SHARP catalog more quickly. 

Your catalog investment is less. It will pay the highest dividends. 


We shall be glad to have a representative call and explain 
how we can save you Time, Labor and Money 








THE BLUFORD 


537 So. Deartorn St. 


SHARP COMPANY 


CHICAGO 





“America’s Pioneer Supply Catalog Publishers” 
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YOUR CATALOG PROBLEMS 
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There is no substitute for the salesman in 
A concern is judged by the character of its representative. 
The successful salesman employs and many sea- 
soned accomplishments, such as patient consideration, atten- 
tion to the minute needs of the buyer, intimate knowledge 
of his products, courtesy, convincing strength of presentation, 
pleasing contact, good faith and unbroken promises. He 
studies and understands the buyer and sells his personality. 

Through these attributes, fair dealings and a high stand- 
ard of quality of product, he wins for himself and his com- 
pany the good will and confidence of the trade, retaining old 
customers, creating new ones and building up a volume of 
business of profitable and invulnerable permanency that 
could be secured in no other way. 

The program called for a discussion of 
paper by B. F. Brown, 


distribution. 


possesses 


Mr. Hazen’s 
Co., Orange, 

W. C. Hen- 
ning, chairman of the St. Louis entertainment commit- 
tee, outlined the program of entertainment, after which 
S. A. Ellicson, president of the Chicago Pulley & Shaft- 
ing Company, Chicago, spoke on the subject, “Odd Size 
Material.” 

Mr. Ellicson said in part: 


Sabine Supply 
Texas, but Mr. Brown was not in the room. 


“My thought is, is it economical for a manufacturer to 
manufacture odd size materials? My experience tells 
me that it is not, that we lose money on every odd size 
material that we manufacture. Speaking of odd size 
materials, | name for it one and three, one and seven, one 
and 12, one and 15, two and 27, 


as being the regular 
sizes in the transmission 


line. We get orders for one 
and a quarter, one and five-sixteenths, one and nine-six- 
teenths, one and thirteen-sixteenths, one and three-quar- 
ters, and we have to make them up in the quantity that 
the man wants, and it may be four or two or 
three. Then the chances are when the customer gets 
them, it isn’t what he wants. He wanted something bet- 
ter, and they are returned to us, and we have to put them 
up on the shelf. 

“It is the stock that does not move that makes our 
overhead so high, both with the dealers and the manufac- 
turers, and I thought possibly that there would be some 
way that we can eliminate this odd size material by pos- 
sibly making the consumer pay a premium for odd size 
materials. It the manufacturer at least 20 per 
cent more to turn out this odd size material than it does 
the regular size. 


five, or 


costs 


“Today is the day of standardization and quantity, and 
you cannot make the odd size material in quantity. I 
would like to hear from some of the dealers what they 
think about this subject. In my travels throughout the 
country I do not find many dealers stocking odd size ma- 
terial. I know, among my dealers, when they get an 
order for odd size material, it comes to the factory and 
we ship it to them, but when they place stock orders, 
it is always of the good selling sizes.” 

J. L. Pitts, discussing Mr. Ellicson’s remarks from the 
standpoint of a dealer, said in part: 

“To discuss the question of odd size materials, it could 
hardly be done fairly unless argued both pro and con. 
The subject is more or less ambiguous, for the simple 
reason that an item that might be off size with me might 
be perfectly staple in some other stock of a jobber, who 
is possibly catering to some other line of business. 

“We have, as the gentlemen who just preceded me said, 
many sizes of shafting. In my business, that of catering 
largely to the sawmills trade, certain sizes of shafting 
and transmission machinery might be perfectiy stand- 
ard, while in the textile territory my sizes would be con- 
sidered as odd sizes or obsolete, while other sizes with 
them would be standard. 

“These odd sizes, gentlemen, do not grow out of the 
desire of the jobber to wilfully carry a large stock. It 
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is due largely to the vicissitudes of the public and the 
desire of both the jobber and the manufacturer to satisfy 
all classes. We have various sizes of pipe, that in the 
opinion of most of us are unnecessary. We have seven 
and ten, six and eight. It does not mean only carrying 
that additional size in pipe, but it means carrying that 
additional size of fittings, valves, and other accessories 
that are necessary for that particular size pipe. 

“In addition to that there are the various sizes of 
threads, and we can hardly see the necessity of the vari- 
ous types of threads and couplings for this pipe. It 
means a duplication of stock, an unnecessary expense, 
for the jobber to carry this unusual stock, and it is cer- 
tainly not the jobber’s plan, or the result of his plan, that 
these odd sizes exist. They are a source of just as much 
trouble and annoyance and expense to the jobber as they 
are to the manufacturer. There is one thing of which 
Iam certain. If you manufacturers did not make them, 
we would not carry them. That is positive, | 
that. 

“Now the place to stop it is in your association of 
engineers. 


believe 


Most of you, in your various lines of busi- 
ness, have those engineers who plan for the people of 
this country the things that are necessary for the vari- 
ous lines of business. This leads up to the simplification 
plan with which we are all more or less familiar. This 
country in its growth in so many ways has developed 
habits that are expensive, that call for more things than 
are necessary, and it becomes necessary for some one to 
take in hand the plan of simplifying and condensing com- 
modities, in order that the proper service might be given 
to the mass of the people in this country, whom we call 
the buying public.” 

Mr. Pitts concluded with a plea for greater co-opera- 
tion with Secretary of Commerce Hoover’s department 
of simplified practice. ‘‘We must act seriously and co- 
operatively with the simplification plan. That is 
greatest salvation.” 

The second session of the first day’s combined meetings 
then adjourned. 


our 


WEDNESDAY’'S JOINT SESSIONS 
Featured by Important **Hand-to-Mouth” 

Buying and Resale Interesting Address on 

“Specialty Selling.” 

The first combined session of Wednesday afternoon 
was presided over by Irving W. Lemaux, president of the 
Indianapolis Brush & Broom Mfg. Co., in the absence of 
Arthur C. Kingston, of the Boston Woven Hose & Rub- 
ber Company, who was scheduled to preside. 

George Winship, president of the Fulton Supply Com- 
pany, Atlanta, led a discussion of the topic, ‘““Compensa- 
tion to Dealer on Manufacturers’ Direct Sales.” Mr. 
Winship stated that there are three kinds of manufac- 
turers. First, the direct selling manufacturer; second, 
the manufacturer who sells his entire product through 
distributors; third, the manufacturer with one policy in 
one territory and another somewhere else. Naturally 
the distributors favor the second type of manutacturer. 
He said at the morning session his association had gone 
on record as favoring a uniform policy for all manufac- 
turers in the mill supply field. He believed that the giv- 
ing of full protection to the dealer is a paying policy for 
the manufacturer, because it builds good will. 

M. Bb. Skinner, president of the M. B. Skinner Com- 
pany, Chicago, was called upon to speak on the topic of 
compensation. 
thought to 


Discussions on 
Prices — 


He said that he preferred to give some 
such an important subject. He said that 
there is a big difference in manufacturers and their prob- 
lems. Suppose you were the only manufacturer of a 
certain specialty. He believed that the jobber who car- 
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BOSS Boo 
- RAIL “GRIPPER 


Being the originators and pioneer builders of wood handle Car Movers, we have 
watched the coming and going of many devices for moving cars since we first brought 
out the SAMSON RAIL GRIPPER thirty years ago. During this time, however, we too 
have had our struggles, but thru persistent effort and timely improvements backed by the 
ever support of Jobbers and Users thruout the Industrial World, we have continued on- 
ward step by step until today SAMSON THE PIONEER is probably the most widely and 


favorably known Car Mover ever made. 


Write for bulletin and price list. 
i Made by 


G. D. ROWELL & SON 


APPLETON WISCONSIN 
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P Seis Acme Eye Shield 
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Laboratories = % 
Blower ) 
6'%.-lb. Air Cool- 4 
ed Ball Bearing Y 
Motor S415.00 Net 
Patents 
Pending 
This “MARVEL” Portable Blo wer is des ened 
ving dust and dirt out of VOOD-WORKIN ; MA- 
/ HINERY MOTORS, GENERATORS, S\\ ITCH 
i BOARDS, LOOMS, KNITTING and ther TEXTILE W, : 
MACHINERY. Has 20 f¢ th grade cable and armore: ¢ 
} plug Pert tly ilan a“ Has nee Tisg k SWITC HL in 
i handl perated y thun Gives 16-1n. water lumn Y 
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' pres J 
| I \feta carrying wires trom motor to Y 
landie é j,jt j 
; Motor operates at 10,000-R.P.M. on “NORMA” BALL Z ty ; ’ 
i BEARINGS. This blower is a great time and labor saver, y j Special Triplex Glass. Al- 
; and its mechanical and electrical design gives assurance ot Yj 
j a very long life, with a minimum of attention : ways Ready for Use. Pro- 
. Made with UNIVERSAL motors (A.C. & tects Entire Head and Face 
! D.C.) for both 110 s and 220 volts. SHIP- 


PING WEIGHT 18 lbs. Shipped 
10 days’ trial ANYWHERE 
Sell them to your customers. Write for 


| Dealers’ Discount, mentioning this ad- 
| vertisement. 


Goggles are a protection only when they are worn and it’s easy to 
neglect them: for a moment's grinding. But this new eye shield 
is attached to the grinder, wall or nearby post—always ready for 
use. The heavy flexible arm permits instant adjustment over grind- 
ing wheel. Protects not only eyes but entire head and face. 
Equally good on saws, spot welders, lathes, planers and other ma- 


i A complete Set of ¢ chines. JOBBERS—If you're looking for new specialties for your 
i VACUUM CLEANER ATTACHMENTS salesmen to feature, do not overlook this. Weighs 7 pounds and is 

for $10.00 additional easily carried. Shield measures 7x9 inches. Write for folder. 
| Manufactured } 


Chicago Eye Shield Company 
2300 Warren Ave., Chicago, Ill. 


Electric Blower Company 


352 Atlantic Ave., Boston 9, Mass., U.S. A. 
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ries your stock is entitled to a larger percentage over 
the jobber who buys only on requisition. 

James Biggs stated that manufacturers have a right 
to expect the same representation from their distributors 
as the latter expect frrom their own salesmen. Loyalty 
begets loyalty. 

The second topic on the program of the afternoon was 
a discussion of “Hand to Mouth Buying,” which was to 
have been opened by David C. Jones, The Lunkenheimer 
Co., Cincinnati. Mr. Jones had been called away from the 
convention by the sudden death of an official of a Detroit 
pipe and supplies house, and in his absence, Henry G. 
McCoombe, assistant to Secretary Frederick D. Mitchell, 
read a paper which which had been prepared by Mr. 
Jones. This paper was as follows: 


DAVID C. JONES’ PAPER 


Assuming that hand-to-mouth buying cannot be completely 
eliminated, the extent to which it is practiced by the jobber 
and tolerated by the manufacturer should be governed—first, 
by the outlook for business in general; second, by the sta- 
bility of labor and the costs of raw materials from which 
the finished article is produced; and third, by the sales possi- 
bilities in the territory in which the jobber is located. 

No criticism can be made of the jobber who judiciously 
watche- stocks and refrains from over-buying in the 
fear of a general business depression, or the possibility of a 
decline in prices. On the other hand, the jobber who has 
adopted the policy of buying from hand-to-mouth for the 
purpose of “keeping down” his investment or with the hope 
of increasing his turnover, is misleading himself, for such a 
policy increases the cost to the manufacturer, which sooner 
or later must be passed on; and besides, to what extent is 
Dusiness being lost to the jobber on account of inadequate 
stocks? The fundamental basis upon which stocks should 
be built and maintained, is that of service to the consumer. 


his 


One of the greatest assets to an industry is a well planned 
and successfully operated service policy. What is service to 
the buyer—-whether the buyer be manufacturer, jobber, re- 
tailer, consumer? Service is that element in the daily 
conduct of our business affairs whereby the buyer is served 
promptly, correctly and satisfactorily in every phase of our 
daily routine-—expeditious fulfillment of orders—communica- 
tions answered promptly, courteously, and intelligently—bills 
rendered promptly and correctly—and there are many other 
elements that go to make up service, but the most important 
of all is the one first mentioned, namely, expeditious fulfill- 
ment of Without sufficient stocks on hand, orders 
cannot be handled to the satisfaction of the consumer. The 
manufacturer or jobber who practices hand-to-mouth buying 
to such an extent that customers cannot be served promptly, 
is drifting to a point where his trade will look elsewhere. 


or 


orders. 


There seems to be a growing disposition upon the part of 
some jobbers to go to an extreme in reducing stocks—orders 
are placed at more frequent intervals, but the quantities 
specified are not representative of the volume which should 
constitute stock purchases. Such a policy of hand-to-mouth 
buying encourages or makes necessary that annoying and 
costly evil of direct or drop shipments. It is not uncommon 
for a manufacturer to receive a batch of from two to a 
dozen or more orders, all from the same jobber and in the 
same mail, specifying direct shipments to their customers, or 
specifying separate packing with the order number or some 
other distinguishing mark noted thereon. 

How many manufacturers have analyzed their own busi- 
ness with the idea of informing themselves of the profits or 
losses which they enjoy on direct shipment orders? I ven- 
ture the statement that those who have made such an investi- 
gation are thoroughly dissatisfied at the results, and those 
who have not taken the trouble to investigate have an un- 
pleasant surprise in store. The experience of all manufac- 
turers is no doubt the same, namely, the actual cost of han- 
dling many direct shipment orders is more than the selling 
value. 

All orders, whether large or small, are deserving of the 
same careful and prompt attention. An excessive number 
of small orders requires an over-balanced working force and 
equipment and represents a burden and expense not com- 
mensurate with the selling values; for each order, whether 
large or small, must be handled separately and run its course 
through the organization—mail opened by the office boy or 
other dignitary entrusted with this responsibility—stamped 


with date and time of receipt—passed by credit department 
—scrutinized by sales department—entered by order depart- 
ment—requisitioned out of stock—posted on stock records— 
handled by packing and shipping department—through bill- 
ing department—then to the bookkeepers for the individual 
posting of each and every transaction. And it is the rule, 
rather than the exception, to be burdened with the answer- 
ing of correspondence concerning the smaller orders, par- 
ticularly requests for information about time of shipment. 
In some instances further handling is necessary; in some, 
possibly less. 

I recently called for a survey of the purchases of a cer- 
tain jobber with which my company is doing business. This 
survey covered a period of twelve months and disclosed the 
startling fact that, of the total business placed with us dur- 
ing that period, 31 per cent represented shipments to their 
stock and 69 per cent direct shipments to their customers. 
You may well assume that upon this basis there is neither 
service to the consumer nor profit to the manufacturer. 

luring’ the past few weeks I have been comparing notes 
with two other manufacturers in different lines; and, in 
compiling the data at hand, it was found that for a period 
of six days all orders received resulted as follows: 

Orders for shipment to jobbers’ stock, 46 per cent. 

Orders for shipment direct to jobbers’ customers, 54 
cent. 
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My argument for the carrying of sufficient stocks to care 
for the needs of the trade is based solely upon articles 
salable in the locality in which the jobber operates. Where 
a demand exists, preparation to meet that demand should 
be made. Odd types and odd sizes for which there is only 
an occasional demand justifies the ordering to meet actual 
sales, 

Not infrequently do I find myself wondering whether some 
jobbers are not gradually bowing themselves out of the job- 


bing business and becoming what very closely resembles 
brokers. And why? What is at the bottom of it all? Do 
they lack sufficient working capital to carry such stocks 


as are necessary to render to the consumer that service to 
which the consumer is entitled? Are they so obsessed with 
the thought of quick turnover that they have entirely for- 
gotten the importance of a safe, sound and satisfactory serv- 
ice policy? I am thankful that all jobbers are not drift- 
ing in the same direction; there are still in existence many 
of those of the old-fashioned type who believe in service to 
their customers and profit to the manufacturer. 

This argument is an old, old story; it has been cussed 
and discussed between these two associations for some years. 
After this meeting comes to a close, we shall fold our tents 
and repair to the places whence we came—fully refreshed 
after our sojourn in the Mound City—but what will have 
been accomplished concerning the question of hand-to-mouth 
buying and direct or drop shipments? Let us resolve 
realize that self-preservation is the first law of nature; and 
if the wicked manufacturer is found guilty of applying an 
extra charge for the handling of a class of business which 
heretofore has been unprofitable, we will know he is doing 
nothing other than an act to save his own hide. 


to 


Following the reading of Mr. Jones’ paper, D. D. Peden, 
Peden Iron & Steel Company, Houston, discussed the 
same subject. He said that down in his part of the 
country the distributors are a long ways from their base 
of supplies, and consequently have to carry large stocks 
at all times, in order to give the proper kind of service. 
Manutacturers from the north and east who have visited 
his company’s warehouses have been surprised at the 
stocks that have to be carried. The average turnover 
in the supply field, according to report, is from two and 
a half to three times a year. A distributor who does 
not turnover oftener cannot make money. He said that 
he had heard of a jobber who had turned his stocks 11 
times last year. This jobber had stated that this had 
been accomplished by carrying a much smaller stock. This 
set Mr. Peden to thinking as to whether or not he had not 
been leaning backwards. He said that he can appre- 
ciate the manufacturer’s side of it. In order to keep 
up production schedules, the manufacturer must sell in 
large quantities. If the jobber doesn’t give the manu- 
facturer that kind of business, why should the manufac- 
turer go to the jobber at all? The principal point, as 
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Pups Are Always 
Favorites — Oster Bull 
Pups are No Exception 


Cutting Ease 


The new rake and long lead with 
which Bull Pup dies are ground 
make starting and cutting sur- 
prisingly easy. 


Convenience 


Three sizes of dies always ready 
for use. No loose dies or extra 
guides to carry. Made also in 
l-way and ratchet types for 
greater convenience. 


Standardization 


With the one exception of the 
bodies all dies, bushings, handles 
and other parts of all three mod- 
els are interchangeable. 







See these convenient tools at 
your supply house or send the 
coupon below for full details. 


OSTER 


The Oster Manufacturing Co. 





2087 East Gist Place, Cleveland, Ohio, U. s. A. 


Please send me at once your No. 34 B catalog show- 
ing your new easy utting die stocks 

Name 

Street 

City State 
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Royersford Products 


are advertised to your 
customers in publica- 
tions with a combined 


circulation of 300,000 


In addition to this we list your name 
as our distributor in your locality in 


MacRae’s Blue Book. 


Then we back up on general advertis- 
ing with a constant direct by mail 
campaign telling of features of con- 
struction found only in Royersford 
Products—the split steel sleeve in the 
Sells Roller Bearing for instance. 


Finally we tell your customers to 
write to users of Royersford Products 
and ask how they stand up in years of 
use—Some of these users are Dodge 
Brothers, American Agricultural 
Chemical Company, French Shriner 
and Urner, American Fork and Hoe 
Company. Dodge Brothers alone us- 


ing 10,000 Sells Roller Bearings. 


If this is the kind of co-operation you 
would like to have we shall be pleased 
to talk with you if we are not already 
represented in your territory. 





Royersford Foundry & Machine Co. 
43 N. 5th St., Philadelphia 


For dealer nearest 


see VUcRae’s Blue 
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Book 


The ROYERSFORD LINE 
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Mr. Peden sees it, is not to buy in too big quantities 
when the market is weak. 

J. A. Vann said that his company usually figured on 
buying 90 days ahead, so as to have adequate stocks on 
hand at all times. 

This discussion concluded, the first session of Wednes- 
day afternoon was brought to a close. 


SECOND WEDNESDAY AFTERNOON SESSION 
Dixon C. Williams, president of the Chicago Nipple 
Mfg. Co., Chicago, presided over the second joint session 
of Wednesday afternoon. The first speaker of the after- 
noon was Kenneth G. Merrill, vice-president of the M. B. 
Skinner Company, Chicago, whose topic was, “Specialty 
Salesmanship.” His address in full follows: 

Specialty selling has always been an interesting subject. 
Why? Because it is a problem. There are two ways of 
going at problems. I think it can best be illustrated by a 
story that shows both ways. Listen to the sad story of 
a poor American attending a British house party, and as in 
all these British homes he found his room at the end of a 
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Ib. Round & Son 


Hewitt Rubber Co 


long passageway, isolated from the rest of the house, and he, 
seeking to remove the stains of travel, went wandering down 
this hall looking for a bathroom. He finally found one and 
he opened the door, and then he drew back in horror and 
mortification. He had surprised his hostess in the bathtub. 

He did not know what to do. He thought it over, studied 
it and went back to his room. He had a perfect fit over the 
matter; he had a problem, so he decided he would return to 
London. He packed up his things, and as he was leaving he 
met his host. His host said, “Are you going back to Lon- 
don?” He replied, “Why, certainly I am. You know what 
happened? I was looking for the bathroom and ran into 
your wife. I could not help myself. It is a terrible mortifi- 
cation to think that I ran into your wife. In fact, I don’t 
think I could possibly sit across from her at the table. What 
do you think I ought to do? Don’t you think I should go 
back to London?” The host said, “But I say, she is a skinny 
old thing, isn’t she?” (Laughter.) That story also goes to 
prove that there are a great many things that seem to us 
terrible problems that aren’t to other people. 

Now, I am to speak on specialty salesmanship or specialty 
selling—specialty selling, I would rather call it. Specialty 
selling, I would say, consisted in selling things that were 
earried at a high margin of profit; things that were not in 
the ordinary line of trade; things that could never, under 
iny circumstances, be called staple articles. I refer to things 
that have to be sold, usually things that sell at relatively 
igh prices and relatively high profits. You have a demand 





already created. The actual cost of selling goods, of selling 
your stapl determined to a great degree by the profit at 


c 1 can sell your specialties. The marginal profit 
very often carry a terrific price war to a successful con 
clusion, if it has to be done. 
Now, I have several points why specialties should be sold. 
First, beeause they make money. We all want to make 
ne There is no getting around that. If you sell $1,000 
wort specialties at a 30 per cent profit, you are doing 


etter in if you sell $2,500 worth of staples at only a 10 
er cent or 12 per cent profit. You are doing better, gentle 








men, and every man who is selling (this includes the manu- 
facturers as well) goods on close or liberal margin will find 
on the liberal margin he can make the most money. 

Now, I say that specialties do some extraordinary things 
to us. I have seen it. For sixteen years, specialties have 
been a never-ending source of inspiration to me. I have seen 
specialties, for instance, create new accounts. A jobber who 
is handling a line of various things, has a sales force of ten 
or twelve men; he has two or three accounts in each territory 
that he cannot sell. I have talked with those boys, and they 
will say, “Well, we don’t sell them, they are not on our 
books.” I say, “How come?” They say, “Well, I don’t know, 
we have never been able to get in there.” A specialty will 
take the man in there. In other words, a man wouldn’t want 
the staple articles, but if you were to go in there with a 
quick and interesting demonstration of a specialty, you will 
get his attention, and once you get his order and get his 
name on your books, it is a great deal easier to sell him your 
staples later on. 

Another great function of specialty selling is to banish 
monotony from the talk of the salesman. We are all in 
the selling end of the game, and we, perhaps, do not appre- 
ciate the fix that the poor engineer in a power plant is in. 
He has to listen to the same old line of chatter, old line of 
story year in and year out from salesmen who are competing 
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for a job. You can imagine how trite it seems to this en- 
gineer to be asked forty-five times in one day how things 
are going. That is not selling goods. You can contrast in 
your own minds the difference between talking and saying 
to an engineer, “Well, anything you need in my line?” and 
“Jim, I have got the darndest little set of operating tools 
here in this box, and I want you to see how they work.” By 
the time the demonstration is half over, the engineer has 
taken the tool kit and is playing with the outfit himself. 

Specialties arouse interest and specialties vary the monot- 
ony of ordinary selling work. In varying monotony, I partic- 
ularly begin to think of this point: You have your salesmen. 
They are making their representations as salesmen, and in 
their talks with their customers if they can banish monotony 
by showing specialties, don’t you think that you could make 
better salesmen out of them? Raising them from the class 
of routine order takers and making salesmen out of them 
creates business and that is what a salesman should do. 

Now, in building a reputation for the salesman, it builds 
prestige for the house. The salesman who sells specialties 
will find that his house gradually gets the reputation as a 
house that will supply queer and unusual things. Jobber’s 
salesmen have been going around his territory every week for 
a year, carrying a new specialty and demonstrating. Suppose 
he has made himself interesting, through demonstrations, and 
the engineer figures that this man is a live wire, a man show- 
ing all the new things, and that he will talk to him about 
them. 

Now, we come to the point, how to recommend the sale of 
specialties. Each one of you jobbers here has your own 
opinion on the subject, of course. In all modesty, I must say 
that my opinion is made from talking to all of you jobbers 


at some time or other. It is a composite opinion. 
I say that the paramount need in specialty selling is to 
insist that the salesman demonstrate. We 


have an old saying 
that we have used, ‘When sales are poor, don’t remonstrate, 
demonstrate.” Gentlemen, t 
entire directory of 1 


here is no greater word in the 
salesmanship than demonstration. I say 
f specialty selling can teach your salesmen and all the man 
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WATSON-STILLMAN 


HYDRAULIC FITTINGS 


MADE FROM SOLID FORGED STEEL 


FOR HIGH PRESSURES 


Too much care cannot be taken in the selection of 
hydraulic fittings. You do not want to take down a line 
of piping to replace defective fittings when this necessi- 
tates a full or partial shutdown of your plant. Watson- 
Stillman fittings are tested far beyond their rated strength 
and insure you against this loss and annoyance. We 
build everything necessary to the installation of hydraulic 
systems from pipe to press. Our experience of nearly 
70 years is at your disposal. 


Write for catalogs. 





Philadelphia: Widener Bldg. 








THE WATSON-STILLMAN CO. 


108 Washington St., New York 


Detroit: 7752 Du Boise St. CHICAGO: McCormick Bldg. 
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shafts. The efficiency is 
higher than any other form 
of gearing. 
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motor to machine or from 
shaft to shaft where speeds 
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inates cumbersome speed 
changing devices and saves 


power losses. 
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ufacturers as well to demonstrate their goods, it is doing 
a great deal. There are too many salesmen who are content 
to carry a twenty or thirty-pound sample case, just literature 
and printed pictures, and pictures do not sell goods. A man 
may get tired of looking at pictures and he may get tired 
listening to sales talk, but I have never seen any one get 
tired of demonstrations. It is the greatest force that we 
have in selling goods, because it carries with it enthusiasm. 
On that point of enthusiasm. I would say that the demonstra- 
tion itself inculeates that in the mill supply salesman. If 
there is anything that one needs, it is that one thing. They 
are a well-educated bunch of conscientious, hard working 
men, but in a great many cases I have found them lacking 
in enthusiasm. They did not have that divine vital spark, 
rather being content with what came their way. 

So if in making demonstrations we can inculcate or create 
in the salesman the vital spark of enthusiasm, we are not 
only helping him sell goods, but we are making him a 
better type and a more valuable type of man for his own 
work. 

There is another suggestion in the selling of specialties. I 
have in mind one jobbing house where they have one man 
in the organization who is an engineer, not, gentlemen, a 
specialty man. I feel that every salesman should be a spe- 
cialty man. Every man in the organization should have his 
share of selling specialties and demonstration and the en- 
thusiasm that comes with this specialty selling. 

If you have an engineer in the organization, some man who 
is grounded so that when he looks at a wrench he knows 
it is not a hammer, a man who really knows the engineering 
side of the mill supply business, there is a man who cannot 
only sell specialties, answer questions from salesmen, dem- 
onstrate specialties sent in by the manufacturer, but he can 
take care of any other questions that arise. If you have a 
real engineer, one man on your sales force who knows his 
stuff, there is a man to whom your salesman can turn and 
get the proper dope on the specialties. 

One more point in the sale of specialties that is not to be 
sneezed at, that is, the tremendous advertising cooperation 
you can get and expect from the manufacturers—specialty 
manufacturers—if you will show some cooperation in the sale 
of specialties. The average manufacturer of specialties is 
glad to do a tremendous amount of advertising work. He has 
to do it. If you send in to a manufacturer of that kind, a 
mailing list, the average manufacturer of specialties is 
mighty glad to send out two or three mailings a year at a 
very large expense in order to get inquiries on his specialties 
that he can refer to you, as a jobber, and in that way get 
actual ideas for your sales force to work on. 

There are, as I see it, seven advantages in the selling of 
specialties: Make profits, create new accounts, hold old ones, 
banish monotony, improve the salesmen, build prestige, and 
in selling you have to demonstrate; you have to have some 
man in the organization who will, perhaps, answer questions, 
and you have to take advantage of the advertising coopera- 
tion that is offered you by the manufacturer. I thank you. 

The second topic of the afternoon was: 
Suggested Resale Prices.” Alvin M. Smith began the 
discussion by stating that the did not feel competent 
to discuss the question, as the supreme court evidently 
does not yet feel competent to render a final decision. 
The distributor, said Mr. Smith, wants to maintain resale 
prices. Too often manufacturers put the resale prices 
too low. 

Arthur C. Langston, Jenkins Bros., New York, said 
that he is not fanatic about this question of resale price 
legislation. In 1909, he said, he had traveled all over 
this country to get resale prices in effect. All distribu- 
tors agreed that it was a very wonderful idea. In Mr. 
Langston’s opinion, many jobbers and salesmen have a 
mistaken idea. They will report that such and such a 
big house is cutting prices. In other words it is always 
the idea that the other fellow is cheating. Investigation 
more often than not will show that it was just what 
the salesman had imagined. Too much imagination is 
the basis of most of the trouble in the mill supply field 
today. 

Martin G. 
Company, 


“Maintaining 


Sperzel, Royersford Foundry & Machine 
Philadelphia, suggested that a committee 
should be appointed to go to Washington to personally 
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present to the members of congress a plea for a change 
in the existing laws so that manufacturers might legally 
insist on the establishment of resale prices. 

R. W. Procter, Black & Decker Manufacturine Com- 
pany, Towson, Md., said that if a manufacturer estab- 
lishes a resale price, usually it is designed to yield a 
better margin of profit. It seems uneconomical not to 
maintain that price. He said that Bradstreet shows that 
1500 concerns in the United States pass out of business 
every month. His own company has found it a distinct 
advantage to sell its goods under established resale 
prices, and to advertise those resale prices. Any dis- 
tributor who doesn’t maintain the suggested prices is 
considered a detriment. 

D. K. Swartwout, president, The Swartwout Com- 
pany, Cleveland, said that he believes this is an age of 
young men. He said that the question of conditions in 
the supply field has been a very discouraging one to him 
at times, particularly in the last two or three years. He 
said he thought manufacturers themselves are breaking 
down the defenses, because they are very prone to try 
to get the lowest possible prices themselves in making 
purchases for their own factories. 

Alvin M. Smith told of the action of his association 
in approving of the present plan by which the manufac- 
turers have their own organization. The Wednesday 
afternoon meeting then adjourned. 


FINAL JOINT SESSION 


Thomas F. Bailey Stressed the Need of a Uniform Contract 
for the Mill Supply Field—Introduction of Newly Elected 
Officers. 

In order to make allowance for members who desired 
to catch early afternoon trains, the scheduled Thursday 
afternoon joint meeting was held immediately at the close 
of the morning sessions of the two associations. The 
new officers of the associations were announced, and 
those present introduced. President-elect L. J. Larzelere 
of the Southern Association stated that he believed that 
regardless of the merits pro and con of any proposed 
standard invoice form, manufacturers certainly ought 
to standardize on the insertion of the date on all invoices. 
President-elect Don S. Brisbin of the American Associa- 
tion stated that efforts would be made to secure a large 
attendance of ladies at the next convention, and also to 
start all meetings of the convention on time, and to get 
all members to attend the sessions. 

The first topic for discussion on the program was on 
the ‘Need of a Uniform Contract.” This was introduced 
by Thomas F. Bailey, president of the Banks-Miller 
Supply Company, Huntington, W. Va. Mr. Bailey 
strongly favored the adoption of some uniform contract 
for use in the mill supply field. He passed around among 
the members copies of the uniform contract which was 
prepared and recommended by the Associated Equipment 
Distributors as a fair two sided form of 
use by members of that association. 


contract for 

Among the particular paragraphs of interest which 
Mr. Bailey pointed out from this specimen contract was 
a clause by which 60 days’ notice must be given before 
the expiration of the contract, otherwise the contract is 
considered automatically renewed. 

Mr. Bailey also expressed the belief that there should 
be some clause in a contract by which upon cancellation 
of a contract for exclusive representation of a line, the 
distributor should have protection for the sale of repair 
parts on machines which he has sold, at least for a year. 

The second topic for discussion was on the subject of 
“Dealer or Curbstone Broker—Which?” John B. Crim- 


























Ask the Man 
in the Shop 


Just show any mechanic the design of 
the socket in a Bristo Set Screw. Ask 
how the dovetail principle looks to him. 
See if he checks on this: 


The dovetails, which interlock when 
the wrench is put in the socket, give a 
perfect grip on the screw. This is 
vitally important where any kind of a 
tight set is needed. 


Have the man in the shop put Bristos 
through any tests he may select. Let 
us send him sample screws and folder 
814-H with more information. The 
BRISTOL COMPANY, Waterbury, 
Conn. 


Bristos show their real worth in 
an automatic screw machine 
set-up. The frequent setting and 
resetting of tools is a severe test. 
Being made for just this kind of 
work, Bristos are ideal to incor- 
porate in your product. 


The Man in the Shop 
will help you sell Bristos 
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EPEAT 
USINESS 


VERY salesman knows that 

real profits come from the 
sale that leads to a continuous 
flow of sales. That's just what 
the first order of Kleen Kwality 
Kloths means. 








Practically all of your customers 
use wiping cloths of some kind. 
Isn't it just as easy to sell them a 
brand that is not only clean; 
but actually sterilized? Kleen 
Kwality Kloths are washed in 
chemicals, boiled in live steam 
and baked at 225° F. for 30 min- 
utes before they are baled. This 
makes them as sanitary as hos- 
pital gauze and lintless, too. 


You can sell them in four grades 
and in any quantity from 1|0-lb. 
packages to 1000 lb. bales. Let 
us show you how they will be a 


profitable product for you to 
handle. 


Aaron Ferer & Sons 
St. Louis 


Branches in- principal 
industrial centers 
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mins, Mills & Lupton Supply Company, Chattanooga, pre- 


sented a prepared paper on this subject as follows: 
JOHN B. CRIMMINS’ PAPER 
To be thoroughly understood concerning the subject, dis- 


cussion which I have been asked to open, it is my desire 


to attempt a definition of the exact meaning of the term 
“curbstone broker” as affecting the mill supply dealer. 

The “curbstoner” circulates among the trade endeavoring 
to pick up where he can information regarding pending re- 
quirements. In a majority of instances he enjoys no author- 
ized representation, but finding a customer in the market 
for some particular article of machinery or equipment, re- 
gardless of whose customer he happens to be, tries to dis- 
cover, if possible, the customer’s preference and then com- 
municates with the manufacturer for price. If the 
manufacturer he addresses is disposed to disregard his local 
representation or dealer connection, then the “curbstoner” 
enjoys the fruits of another’s labor. 

During 1925 we were the victims of an unfair manufac- 
turer and his preference for curbstone representation. An 
inquiry for a large machine tool was received from a cus- 
tomer, who by virtue of our continued pleasant dealings cov- 
ering a period of more than ten years saw fit, as in many 
other cases, to apply to us for price on his requirements. 
Believing that we represented a certain machine tool manu- 
facturer for the sale of his products in our section, as rec- 
ords in our file would plainly indicate based on previous 
dealings, we applied for a detailed quotation. Price was 
furnished us by this manufacturer, and in turn was _ sub- 
mitted to our customer. A salesman in our organization 
was detailed immediately to follow the matter through to 
conclvusion—and incidentally we might mention that our rep- 
resentative accompanied the machine shop foreman employed 
by our customer to the manufacturer’s establishment for 
inspection of the tool. More sales effort and expense resulted 
from our desire to make the sale than is ordinarily neces- 
sary on negotiations of this nature, so convinced were we of 
our ability to close the sale. We naturally expected protec- 
tion on this particular inquiry, if not on all transactions 
involving the sale of their products in the particular terri- 
tory in which we operate. When the curbstoner stepped in, 
practically all sales resistance had been eliminated by our 
continued efforts, and it only remained for him to find out 
on what the customer was practically sold, apply to the manu- 
facturer for price and either through concessions made by 
the manufacturer or himself secure the order. The manu- 
facturer was one of the few, we discovered later to our 
sorrow, totally without sales policy or preference for dealer 
distribution. 

The curbstoner is without financial responsibility and in 
practically all instances no reliability may be attached to 
his representations. He is an individual functioning as a 
merchant. without investment; devoid of economic status and 
offers no service either to the customer or his principal for 
the moment. 

As a contrast, the supply dealer as a logical means of dis- 
tribution needs no champion. By his period of establish- 
ment he remains of importance to the community, both from 
a standpoint of service to the trade and a link in the chain 
of industrial development. What manufacturer, desiring a 
substantial outlet for his products would prefer to discour- 
age dealer distribution in favor of the curbstoner, known 
only to the trade as a vendor of miscellaneous merchandise? 
The curbstoner in a majority of cases is a price demoralizer 
by reason of his willingness to accept business on any basis, 
placing the manufacturer in the light of a_ price-cutter, 
resulting in a loss of confidence in the manufacturer’s article. 

The importance of this subject, therefore, in my opinion, 
prompts the discussion of the following questions: 

(1) Should a reliable manufacturer ever 
curbstone broker? 





recognize the 


(2) loes not the manufacturer owe a debt of loyalty 
to the dealer who represents him? 

(3) W steps should be taken by the dealer to compel 
re tion and loyalty to the extent of fairness? 

The lust speaker of the convention was Merritt Lum, 
of the A. W. Shaw Company, Chicago, publisher of 
Sustem and Industrial Merchandising. Mr. Lum made 


a spirited talk on the topic, “The Elimination of Waste 
in Mill Supply Distribution from the Outsider’s View- 
point.” He 


stressed the rapid changes in our business 


structure ina century in which we have gone from stage- 
Ou to aeroplane. In the exchange of ideas among 





supply dealers he foresees the greatest aid to the elimina- 
tion of waste. He illustrated his point by the story of 
dollars and ideas. Two men meet and swap dollars. Each 
still has one dollar. Two men meet and swap ideas. One 
man has one idea, the other another. After the exchange, 
each has two ideas, where in the case of swapping dollars, 
each has but one dollar remaining. 

Following Mr. Lum’s address, the convention was for- 
mally adjourned. 








Sideliahts on St. Louis 
Convention 

















Mrs. Alvin M. Smith was missing from the convention 
for the first time in many years, owing to an illness 
which Mr. Smith stated was not thought to be serious. 


Jimmy Haig, of Bearium Bearings, Inc., was kept busy 
explaining that he is not in any way associated with or 
related to the famous firm of similar name. 


Some member of the Southern Association wanted to 
know why no invitation for next year’s convention had 
been received from Montreal or Havana. This question 
will be referred to the committee on foreign affairs. 


S. P. Browning, Ohio Valley Pulley Works, Maysville, 
Ky., who for many years was one of the American Asso- 
ciation’s most energetic and loyal workers, was present 
for but a day, the result of engagements elsewhere which 
could not be broken. 


Charles W. Beaver, who was down on the program to 
introduce the newly elected officers of the two associa- 
tions at the combined meeting Thursday afternoon, was 
not present, owing to an illness which confined him to 
his Connecticut home. 


There was a report current during the convention that 
one prominent member of the Southern Association was 
disposing of his interest in his business, and was soon 
to retire to lead a more peaceful life. No confirmation of 
the report has yet been secured. 


How the convention can turn a deaf ear to the invita- 
tion to come to Virginia Beach next year is difficult to 
conceive after that magnetic speech of E. L. Parker, of 
Norfolk. You could almost taste those Smithfield hams 
and canvas back ducks and Princess Anne turkeys after 
Mr. Parker finished his plea. 


H. L. Coats, sales manager of the Flexible Steel Lacing 
Company, Chicago, was absent from the St. Louis con- 
vention. His excuse for non-attendance is a lusty one. 
“It’s a boy,” is the laconic explanation of Mr. Coats as 
he passes around the cigars. The fifth child in the Coats 
family came to join an older brother and three sisters. 

When J. A. Vann suggested that every member of the 
Southern Association who comes to next year’s conven- 
tion should be asked to prepare a paper, Alvin M. Smith 
broke into one of his famous smiles as he 
the worries which 


remarked on 
a secretary already has in tryin 
get even a few dealers 





to prepare papers for the conven- 


tion each vear. 


A meeting of a number of representatives of manuf 
turers of belting and transmission was held at Hotel 
Jefferson Wednesday morning, May 


19, to consider the 


advisability of organizing an association to specifically 


A GUERIN BREET PIL 


Loner nc 





Sap ERATE We te Aa 





a EL PERE BED 


ER EAA ane 9 rE 


em a 











100 itty 





See aS EOE NS 


lune, 1926 
















| LE2N__ 
Cheney hammers 


Noes 


rett 
sitied pair 


Tool users know a Cheney Ham- 








mer’s as good as it looks. 


They’re “sold on” the Cheney 
“hang” at their very first swing. 
A Cheney’s second-growth hick- 
ory handle always feels right in 
the hand, and its head with ends 
tempered for the work that’s ex- 
pected of them won’t batter or 
chip under their stiffest blows. 

Besides, they know that with a 
Cheney Hammer goes the real 
guarantee that’s stood behind ev- 


ery Cheney for three generations. 











CRESCENT WOOD WORKING 
MACHINES 


are efficient,practical,simple in adjustments 
and in selecting Crescent your customers 
will get equipment that is designed for en- 
durance and so rigidly constructed as to 
assure them of long continued service. 


Check over your list of Crescent printed 
matter and be prepared to quote on the 
Crescent line at every opportunity. 


THE CRESCENT MACHINE CoO. 


96 Columbia Street - Leetonia, Ohio 
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further their interests. While no decision was reached, 
and the discussion revealed a fairly wide range of opin- 
ion as to the value of the general plans presented, it was 
decided to go into the matter more fully at a meeting to 
be held at the Hotel Cleveland, Cleveland, June 11. The 
first meeting was called as a result of the activity of 
D. R. Egbert, a member of the staff of Belting. 


If there were any in attendance at the convention 
whom Lew Merrell failed to secure for a sitting to add 
to MILL SUPPLIES’ gallery of portraits, it may be well to 
say that the number was only limited by the artist’s 
ability to produce them. If you are interested in having 
the original sketch to hand down to posterity, and will 
tell us of your desire, it will be sent to you with pleasure. 


T. W: Moran Flexible Steam Joint Co., of 
Louisville, was everywhere congratulated on the fact that 
in his eighty-fourth year he was evidencing more vigor 
and good health than fall to the lot of most men many 
years younger. On his last birthday, April 14th, he 
celebrated the event by circling over Louisville in an 
aeroplane. He declares he enjoyed his sky ride 
mensely. 


Moran, 


im- 


B. F. Ruether, sales manager of the Mechanical Rubber 
Company, New York, made a great hit with the ladies 
on the closing day of the convention when he distributed 
rubber roses, so cleverly disguised (the roses, not Mr. 
Ruether) that one had to stretch a point to discover 
that the petals were not the real thing. Unfortunately, 


the consignment did not arrive at the hotel until the 
convention was nearly at an end. Otherwise, we are 
inclined to believe that the other dancers at the ball 
Wednesday night would have had to take a back seat. 


“Bob” Kelley was in evidence throughout the conven- 
tion, as was that famous cane which he proudly boasts 
of bringing over from Paris. While taking the air with 
some of the convention visitors Monday night, the party 
ran into Raymond Hitchcock in front of the theater in 
which the latter was giving a performance that evening. 
One of the party recognized Mr. Hitchcock and intro- 
duced “Bob.”” We don’t know for sure, but if “Bob” told 
a few of his famous stories, we suspect that the audience 
at the theater that evening may have had a chance to 
hear a couple of good new ones. 

Some of the boys just can’t get to these conventions 
fast enough. Witness the record of “Bill’’ Allen and 
“Bob” Black, of Black & Decker Manufacturing Com- 
pany, who drove from Towson, Md., to St. Louis in 21 
hours and 20 minutes actual running time. They burned 
up 77 gallons of gas during the trip, which was made 
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in Bill’s new Lincoln roadster. Evidently “Bill” is train- 
ing to get up speed for his European tour, as he is 
scheduled to sail on June Ist with President S. Duncan 
Black and E. D. Allmendinger, manager of the company’s 
foreign department. The party expects to be abroad for 
three months on a strictly business mission. 

There’s a boy down in Texas who is very proudly 
exhibiting a big league baseball which his daddy brought 
home from the St. Louis-Philadelphia game. Daddy, a 
well known mill supply man, was in the grandstand when 
a ball was knocked directly at him. It must have had 
some of the ear marks of a Texas leaguer, because the 
ball never phased that supply man one bit. Naturally 
he didn’t dare take a chance at being “booed”’ by the 
rooters for throwing the ball back, and then, too, he was 
thinking of that young son who had never yet had the 
opportunity of seeing a big league baseball. 

Many of the golf fans were seen on nearby links on 
several occasions during the convention. Even a threat 
of rain failed to keep such expert putters as D. K. Swart- 
wout, T. F. Bailey, J. H. Palmer, J. Harvey Williams, 
George McTigue, C. W. Beckner, Paul Bonner and others 
from trying out the greens, and on at least one afternoon 
Horace Armstrong and Hal Wright were noted leaving 
the hotel with the proper assortment of drivers, mashies, 
niblicks and putters. No scores were made_ public, 
although it is understood that the dealers can more than 
hold their own with the manufacturers on the golf links. 


The members of the American Association had a morn- 
ing of watchful waiting on Tuesday, the only business 
scheduled for that organization on the opening morning 
being a meeting of the executive committee. On Tues- 
day evening, the officers and executive committee of the 
American Association and their ladies entertained the 
officers and executive committee and ladies of the South- 
ern Association at a very enjoyable dinner party, 
bering 35 persons. 


num- 


If anybody doubts that the mill supply field cannot 
hold its own when it comes to a singing contest, it’s a 
cinch that he was not present at the smoker on Tuesday 
evening when some of the gave an impromptu 
which included several popular Scotch pieces. 


boys 
concert, 
D. K. Swartwout, during one of the convention ses- 
sions, remarked that this appears to be the day of the 
younger men in the association. It may not be entirely 
out of place at this time to remark that many of the 
old-timers can still hold their own with the youngsters, 
whether on the golf links or on the convention floor. 
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This advertisement is a message from us to 
those concerns that have never tried Victor 
Hack Saw Blades. We claim that the Victor 
Blades will reduce your expenses and give 
you cutting efficiency that has not been ex- 
perienced in other blades. 


Let us send you our free samples of the 
Victor Special Flexible Blade to try in your 
own shop on the soft and tough metals that 
have been causing breakage. 


VICTOR SAW WORKS, Inc. 
MIDDLETOWN, N. Y. 
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THUMB SCREWS 
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Made from the finest grade 
of Malleable Iron. 


Large stocks of all styles 
and sizes on hand at all times 
for immediate shipment. 


CLEVELAND, O. 
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Why Not Sell the Best? 


Your 
Customers 





Large users of vises are buying DROPFOS. The 
more they know about the value of drop-forged 
materials the quicker they swing to DROPFO— 
the drop-forged vise. 


Another feature that appeals to vise users is the 
Wedgelock swivel base. Setting the jaws on the 
job with the main handle automatically locks the 
swivel base. Or it can be locked separately if a 
stationary vise is desired. 

These advantages are selling DROPFO vises from 
one end of the country to the other. 


Jobbers are invited to send for prices and terms. 


THE FULTON DROP FORGE COMPANY 
Canal Fulton, Ohio 
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Attendance at the St. Louis Convention 


A 

Akron Barrow Co., 
Poehler, N. J. Olson. 

Alabama Machinery & Supply Co., 
Loe. 

Alamo Iron Works, San Antonio; J. C. Cowan. 

Alexander Brothers, Inc., Philadelphia; R. M. Pindell, R. 
E. Cook, T. W. Dunn and H. G. Watson. 

Alexander Milburn Co., Baltimore; C. R. Pollard. 

American Bolt Company, Birmingham; John M. G. Parker. 

American Foundry & Manufacturing Co., St. Louis; H. C. 
Sanders. 


American Injector Company, letroit; John Trix, Nicholas 
Metzger. 


Cleveland; W. A. Gordon, John D. 


Montgomery; W. W. 


American Machinist, New York; Frank W. Curtis. 
The American Pulley Company, Philadelphia; William R. 
Simpson, B. E. Baker. 
American Screw Co., Providence; W. C. Nelson. 
American Steel & Wire Co., Chicago; Frank B. Kane. 
American Supply & Machinery Manufacturers’ 
tion, Frederick I). Mitchell, Henry G. McCoombe. 
Appleton Car Mover Co., Appleton, Wis.; G. L. Carleton. 
Arkansas Mill Supply Co., Inc., Pine Bluff; W. W. Taylor. 
Armstrong Brothers Tool Co., Chicago; Horace Armstrong. 
KE. C. Atkins & Co., Indianapolis; Henry C. Atkins, Jr., 
Keyes W. Atkins, Claude E. Irake, N. A. Gladding, C. S. 
Haggerty, James N. Mackin, Edward S. Norvell. 


Associa- 


i 

Banks-Miller Supply Co. 
jailey, J. H. Palmer. 

Bearium Bearings, Inc., Buffalo; J. W. Haig. 

Belting, Transmission, Tools & Sapplt 


, Huntington, W. Va.; Thomas F. 


> 


s, Chicago; D. RB. 


Egbert. 
Bethlehem Steel Co., Bethlehem, Pa.; William Chapman, 
John H. Richards. 


Biddle Purchasing Co., New York; John P. Cole. 

Black & Decker Manufacturing Co., Towson, Md.; S. Dun- 
can Black, Robert I). Black, William C. Allen, James K. 
Courim, R. W. Procter, W. W. Silliman, R. E. Mizener, L. E. 
Berry, R. S. Mitten, J. N. La Belle. 


Bliss & Laughlin, Inc., Harvey, Ill.; J. C. Brill, W. P. 
Mitchell. 

Bluefield Hardware Co., Bluefield, W. Va.; E. R. Burks. 

Bluefield Supply Co., Bluefield, W. Va.; W. E. Gilkeson. 


Bluford Sharp Co, Chicago; L. R. Waterman. 


Bonner & Barnewall, Inc., New York; Paul R. Bonner, 
B. C. Cook. 

jond Foundry & Machine Company, Manheim, Pa.; J. 
David Miller. 

Boston Woven Hose & Rubber Company, Boston; A. C. 
Kingston, W. I. Lewis. 

Boston & Lockport Block Co., Boston; Thomas B. Wilder. 


Briggs-Weaver Machinery Co., Dallas; W. 

Broderick & Bascom Rope Co., St. Louis; 
ick, L. F. Lamwersiek, E. M. Stephanus. 

Bruce-Rogers Co., Fort Smith, Ark.; O. E 
Rogers. 

suffalo Bolt Co., North Tonawanda, N. Y.; A. M 


A. Middleton. 
John K. Broder- 
. Hennig, 1). G. 
. Jones. 
“ 

The Cameron & Barkley Co., Charleston, S. C.; 
W. Houghton, Glen B. Jennings. 

Carborundum Company, Niagara Falls; Sam Phipps. 


R. K. Carter & Co., New York; T. I). Haubner. 


Howard 


Cavert, Miller & Lipscomb, Nashville; Fillman Cavert, 
H. G. Lipscomb. 

Central Supply Company, Little Rock; C. C. Rose. 

Chain Belt Co., Milwaukee; A. R. Abele, T. F. Scannell. 


Charlotte Supply Company, Charlotte, N. C.; A. B. Clark. 

H. P. Chenoweth Co., Jacksonville; B. ID. Chenoweth. 

Chicago Belting Company, Chicago; T. W. Atkins, M. B. 
Hodges, J. R. Hopkins, L. W. Kearns, A. J. Weis. 

Chicago Nipple Mfg. Co., Chicago; Dixon C. 
Mallory Bedingfield, C. W. Ambler. 

Chicago Pulley & Shafting Co., Chicago; S. A. Ellicson. 

Chicago Screw Co., Chicago; William J. Finn, M. B. Kroh. 

Chisholm-Moore Mfg. Co., Cleveland; F. J. Newton. 

Cincinnati Rubber Mfg. Co., Cincinnati; George P. Darby, 
L. P. Darnell, A. L. Palmer. 

Cleveland Twist Drill Co., Cleveland; W. E. 
O. B. Hansen, Harley G. Smith. 


Williams, 


Caldwell, 


Clipper Belt Lacer Co., Grand Rapids; Wylie K. Lee. 
Columbia Supply Co., Columbia, S. C.; C. Atkinson. 
Columbus Bolt Works, Columbus, Ohio; F. C. Kershaw. 
Columbus-McKinnon Chain Co., Columbus, Ohio; 
$risbin. 

The Conneaut Shovel Co., Conneaut, Ohio; C. J. Welsh. 

Continental Roofing & Mfg. Co., Hugh C. Foster. 

The Cushman Chuck Company, Hartford; Harry W. Hult- 
gren. 


don S. 


D 

The Danser Mfg. & Supply Co., Weston, W. Va.; A. E. 
Boram. 

Delta File Works, Philadelphia; Joseph M. Hottel, John L. 
Hagar. 

Detroit Lubricator Co., Detroit; 


A. J. Chambers. 
Diamond Rubber Co., Akron; J. 


W. Gillespie, W. B. Thack- 


ston. 
R. & J. Dick Co., Inc.,. Passaic, N. J.; C. H. O'Bannon: 
J. E. Dilworth Co., Memphis; J. E. Dilworth. 


Henry Disston & Sons, Inc., Philadelphia; I). W. Jenkins, 
L. L. Mather. 

Dixie Mill Supply Co., New Orleans; C. J. Salm. 

Ibodge Manufacturing Corp., Mishawaka; Victor Wilmot, 


E. S. Grant, J. H. Drapier. 
R. R. Donnelley & Sons Co., Chicago; C. F. Beezley, Jr., 
E. B. Callahan, A. A. Mogg. 
| >} 


Empire Machinery & Supply Cerp., Norfolk; W. L. Gra- 
ham. 
e 
Fabreeka Belting Co., Boston; Charles A. Flaherty, George 
I. Sheffield. 
Fafnir Bearing Co., New Britain; O. 1). Bobbins. 
The Fairbanks Co., New York; Morgan H. Fowler, George 
J. Humphreys. 
Farquhar Machinery Co., Jacksonville; L. J. Larzelere. 
Federal Gauge Co., Chicago; Wallace C. Capen, L. H. Van 
Ness. 
Federated Metals Corp., St. Louis; C. F. Allison. 
Fischer Leather Belting Co., Philadelphia; George Fischer. 
Flexible Steel Lacing Co., Chicago; William J. Young. 
Frictionless Metal Co., St. Louis; C. W. Bourne, W. J. 
Marshall. 
Fulton Supply Company, Atlanta; George W. Winship, 
William N. Cochran. 
G 


Gastonia Mill Supply Co., Gastonia, N. C.; John W. Kirby. 
Gutta Percha & Rubber Mfg. Co., Brooklyn; F. H. Dickin- 


son, F. E. Miller. 
Geller, Ward & Hasner Hardware Co., St. Loui H. W. 
Geller. 


General Supply & Machine Co., Meridian, Miss.; A. B. 
Weddington. 

Globe Supply & Machinery Co., New Orleans; M. A. Davis. 

B. F. Goodrich Rubber Co., Akron; ID. R. Anderson, A. W. 
Doran, S. R. Potter, R. W. Stanton. 

Goodyear Tire & Rubber Co, Akron; C 
A. Grauer. 

The Graton & Knight Mfg. Co., Worcester; C. O. 
P. M. Arnall. 

Greene, Tweed & Co., New York; V. B. Nickerson. 

Greenfield Tap & Die Corp., Greenfield, Mass.; 
Blake. 

Grinnell 


. P. Parker, George 


Drayton, 


Edward 


Co., North Charlotte, N. C.; S. O. Thorne. 


Hu 

Hamilton Rubber Mfg. Co., Trenton; R. S. 

Hardwicke-Etter Co., Sherman, Texas; G. 
James Biggs. 

E. B. Harper Machinery Co.; J. B. Schrott. 

A. L. Henderer’s Sons, Wilmington, Del.; Thomas H. Win- 
ston. 

Hewitt Rubber Co., Buffalo; Charles L. Bowly. 

R. Hoe & Co., Inc., New York; H. G. Stoddard. 

Hollis & Co., Little Rock; J. L. Davis, R. V. 

Home Rubber Co., Trenton; Charles F. Green. 


Sanders. 
Hardwicke, 


Dickinson. 


Hoopes & Townsend Co., Chicago; H. E. Burns, H. R. 
Davies. 
Hyatt Roller Bearing Co., Newark; Howard B. Jernee, 


Paul R. Byrnes. 


Hyman Supply Co., Wilmington, N. C.; J. B. Rice. 
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“To Get the Right Start—Equip with =M4EDART 
Get the om 
>MEDART 
Wood Split 
PULLEY 


f te 
from Stock 





j 


@ What are the sizes, 
regardless of what 
quantities, you want 
shipped TODAY? 

© Wire them—’phone them—they'll go off our ware- 
house racks and on the cars in a jiffy. 

@ You can always get them from stock, and for a fair 
price, at “Medart’s.” 

q{ MR. SUPPLY DEALER—We have been engaged in the 
Pulley business for 45 years, and we know a great deal more 
about making good pulleys than many other concerns. 

q OUR POLICY in building Wood Split Pulleys is: Cheap- 
ness is suicidal; products must be the best in their class. We 
wouldn’t think of running the slightest risk of impairing the 
value of our most valued asset—our Good Will. 

Get the “MEDART” WOOD SPLIT PULLEY from stock! 


THE MEDART COMPANY 
(Formerly Medart Patent Pulley Co.) 
General Offices and Works: St. Louis, U. S. A. 
Office and Warehouse, CINCINNATI 
Offic 
CHICAGO PHILADELPHIA 


Shafting. Couplings, Collars, Bearing Supports. 
Friction Clutches, Iron Pulleys, Steel Rim Pulleys, Gearing, Sprock- 
es, Chain, Rope Sheaves. Rope Drives, Belt Tighteners, etc. 


es 
NEW YORK 


Hangers, Bearings 


PITTSBURGH 
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PIONEER 
Truck Casters 






A Caster for Ev- 
ery Purpose. All 
Antifriction 
swivel. Double 
Wheel and Rigid 


Casters. 


sizes. 


Made from the best grades of gray iron with 15% 
STEEL mixture, assuring you of the STRONGEST and 
most DURABLE caster manufactured. 


They are made extra HEAVY to withstand WEAR 
and BREAKAGE. 


Easiest swiveling caster on the 
catalog and prices upon request. 


PIONEER CASTER & MNFG. CO. 
Elkhart Twenty-five years caster experience. 


market. Illustrated 


Indiana 














Buy Fewer and 
Better Files 
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In buying a better file that outlasts 
three cheaper files, you actually 
save money. 


Grobet file is a real Swiss file with a century of 
manufacturing experience behind each file, assur- 
ing you of complete satisfaction. 

Write for Catalog H 


Grobet File Corp. of America 
3 Park Place, New York 








The Crawford Publishing Co., 


THE SUCCESSFUL SALESMAN 


A Book for Mill Supply Salesmen 


By FRANK FARRINGTON 
Contains chapters on the following subjects: 


What Makes a Salesman—lIt Pays to Study Sales- 
manship—Salesman and Salary—The Salesman's 
Mental Attitude—Understanding the Customer— 
What Customers Want—Keeping Up the Cus- 
tomer List—The Entering Wedge—Getting On with 
Customers—Showing the Goods—Where Compe- 
tition is Concerned—Selling Better Goods—Putting 
On the Finishing Touches—Putting Punch into 
Salesmanship—Honesty in Selling—The Morning 
After—'"'Selling”™ vs. “Introducing’’—The Salesman 
and the Catalog—Netting a Profit—Cooperating 
with the House—The Value of Optimism—Curing 
Indifference—The Salesman and his Stomach— 
Selling Goods “As Is’"—The Element of Luck— 
The Value of System—The Traveling Man and the 
Time Table—Getting It Right the First Time—The 
Value of Push—The Dead Center—''It Can't Be 
Done’’—The Art of Selling Yourself. 


USE THE COUPON 


“The Successful Salesman” and a year’s 


subscription to MILL SUPPLIES, for $1.50. 





537 S. Dearborn St., Chicago. 
Please send a copy of “The Successful Salesman” and MILL 


SUPPLIES for one year, for which we will remit $1.50 upon 
receipt of the book, 


Name .. 


Address 
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Indianapolis Brush & Broom Mfg. Co., Indianapolis; Irv- 
ing W. Lemaux, J. W. Crossman, F. R. Lay. 

Industrial Merchandising, Chicago; Merritt Lum, A. E. 
Paxton, H. C. Whiteley. 

The Iron Age, New York; C. S. 
KF. S. Wayne. 

Industry Illustrated, 
Mast. 


Baur, Burnham Finney, 


New York; Harvey Conover, B. P. 


J 


Jacobs Manufacturing Co., Hartford; R. A. Clark. 
H. H. Jarrett & Co., Atlanta; Harry H. Jarrett. 
Jefferson Union Co., Lexington. Mass.; |). T. Groff. 


Jeffrey Manufacturing Co., Columbus, Ohio; G. C. Horst, 
C. R. Heller. 
Jenkins Bros., New York; Farnham Yardley, Arthur C. 


Langston, William G. LeCompte. 
Jewell Belting Company, Hartford; C. L. Tolles. 
Johnson Belting Company, New York; Nathan Fried. 


W. A. Jones Foundry & Machine Co., Chicago; Ralph L. 
Shaw. 
Joyce-Cridland Co., Dayton; R. L. Skidmore, R. C. O’Brien. 
In 
Kalamazoo Loose Leaf Binder Co., Kalamazoo; R. E. 
Maloney. 
Kirk-Latty Mfg. Co., Cleveland, W. M. Olsen. 


Knight & 
Coopei , 


Kom)» Machinery Co., Hattiesburg, Miss.; G. 


Wall Co., Tampa; C. A. Bashford, Frank M. 


B. Komp, Jr. 
L. 


Edward R. Ladew Co., Inc., New York; W. C. 
Lake Erie Bolt & Nut Co., Cleveland; I). A. 
The Lamson & Sessions Company, Cleveland. 
A. Leschen & Sons Rope Company, St. 
L. H. Gault, W. C. Henning, H. J. 
L. PD. May. 
Lewis-Brown Company, Ine., Memphis; T. W. 
Libbey Glass Mfg. Co., Toledo; J. A. 
Hardware & Supply Company, 
McTigue, C. W. Beckner. 
Lombard Iron Works & Supply Co., Augusta; E. J. Hana- 
han. 


Menk. 
Birdseye. 


R. Deam, 
DeLoache, 


Louis; C. 
Leschen, L. 


Lewis. 
Carson. 
Logan, W. Va.; 


Logan 
George J. 


Long-Lewis 


Hardware Co., Bessemer, Ala.; J. H. Crowe, 
John C. Perry. 
Ludlow-Saylor Wire Co., St. Louis; J. L. Ashcroft. 
Lumen Bearing Co., Buffalo; R. 1). Sampson. 
Lunkenheimer Co., Cincinnati; W. M. Hood, David C. 
Jones, M. N. Stickel. 


M 

Machinery Company of America, Big Rapids, Mich; W. S. 
Paden. 

Main Belting Company, Philadelphia; FE. 
kk. Langford, Charles G. Sherman. 

Manning, Maxwell & Moore, New York; W. F. 

C. M. McClung & Co., Knoxville; N. J. C. Lester. 

McCullough Mfg. Co., Minneapolis; C. A. Judd. 

G. G. MeDonald & Co., G. G. MeDonald. 

McGowin-Lyons Hardware & Supply Co., Mobile; Thomas 
B. Soost, Mark Lyons. 

McLeod Leather & Belting Company, Greensboro, N. C.; 
John 1). Butler, W. T. McLeod. 

Mechanical Rubber Company, New York; B. F. 
W. EF. Belcher, John F. Rawls, Jr., Edward Hubert. 

The Medart Company, St. Louis; E. T. Cregier, C. J. 
Dittoe, J. E. Henry, W. G. Kessling, Walter R. Medart. 

Mideke Supply Co., Oklahoma City; Joseph Mideke, Jr. 

MILL SUPPLIES, Chicago; Clay C. Cooper, John A 
Elmer N. Grantvedt. 

Mills & Lupton Supply Company, Chattanooga; John B. 
Crimmins. 

Mine & 
Grubbs. 

Moore-Handley Hardware Co., Birmingham; J. 

Moran Flexible Steam Joint Co., Louisville; T 

Morse Twist Drill Co., New Bedford, Mass.; F 
C. C. Davis. 

The Murray Co., Dallas; A. U. 


A. Booth, Arthur 


Loos. 


Ruether, 


. Cronin, 


Mill Supply Company, Lakeland, Fla.; P. M. 
M. Bates. 
. W. Moran. 


. A. Lincoln, 


Smith. 
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Nashville Machine & Supply Company, Nashville; T. C. 
Keeling. 

National Tube Company, Pittsburgh; John J. Kennedy, C. 
W. Kennedy, R. W. Murray, H. P. Nelson, Oscar G. Steiner, 
Hugo Weidmann, Edward Worcester, Jr. 

New York Belting & Packing Co., New York; T. H. Dickin- 
son, J. W. Macomb, R. C. King. 

New York Rubber Co., New York; A. H. Sommers. 

Nixdorff-Krein Mfg. Co., St. Louis; Edgar Littmann. 


o 

Ohio Brass Company, Mansfield; W. I. Jameson, L. L 
Wilkinson. 

The Ohio Valley Pulley Works, Maysville, Ky.; S. P. 


Browning. 
Oliver Bros., Ine., New York; Wilson Oliver. 
Oliver Iron & Steel Company, Pittsburgh; George T. Bailey. 
The Oster Manufacturing Company, Cleveland; Roger 
Tewksbury. 
P 


Page Belting Company, Concord, N. H.; William T. 
Charles A. Steele, A. J. Huber, W. M. Virgin. 

The Charles Parker Co., Meriden, Conn.; G. A. Allen. 

C. T. Patterson Co., Ltd., New Orleans; E. V. Sbisa. 

Peden Iron & Steel Co., Houston; I). D. Peden. 

Penberthy Injector Co., Detroit; Albert D. Thomas. 

Persinger Hardware & Furniture Co., Williamson, W. Va.; 
A. P. Persinger. 

Brown-Roberts Hardware & Supply Co., Alexandria, La.; 
J. Es, Fertts. 

Pittsburgh Steel Co., Pittsburgh; John F. Hazen. 

Pittsburgh Valve & Fittings Co., Pittsburgh; John F. Hoy. 

Wm. Powell Co., Cincinnati; R. 1). Allen, James Coombe, 
W. L. Cumminskey. 

Precision Grinding Wheel Co., Inc., Philadelphia; Luther 
Broaddus. 


sell, 


Rn 


Racine Tool & Machine Co., Racine, Wis.; FE. 
Ray Hardware Co., Pensacola; W. A. Ray. 
Reeves Pulley Co., Columbus, Ind.; C. L. Irwin. 
The Republic Rubber Company, Youngstown; R. M. 

shall, J. F. Vogt, F. H. Howard. 

I). Round & Son, Cleveland; L. 1). Cull. 
Royersford Foundry & Machine Co., Philadelphia; Martin 

G. Sperzel. 


R. Larson. 


Gatt- 


Sabine Supply Co., Orange, Texas; B. F. Brown. 

San Antonio Machine & Supply Co., San Antonio; C. C. 
Krueger. 

J. S. Schofield’s Sons Co., Macon; V. A. Vail. 

H. B. Sherman Mfg. Co., Battle Creek, Mich.; A. R. 
ber, A. H. Warner, Jr. 

Shingle-Gibbs Leather Co., Philadelphia; C. H. Shingle. 

Simonds Saw & Steel Co., Fitchburg, Mass.; H. Il). Horton, 
J. E. Kelley, R. H. Myers, A. M. Pollock. 

Skinner Chuck Company, New Britain; Robert B. Skinner, 
Arthur E. Thornton. 

M. B. Skinner Co., Chicago; M. B. 
Merrill. 

Smith, Courtney Co., Richmond; Alvin M. 

W. R. C. Smith Publishing Co., Atlanta; L. 
C. Cook, W. C. Bullen. 
Smoak Hardware Co., Orangeburg, S. C.; W. C. 
Southern Railway Supply Co., Richmond; D. E. 
Southern Supply Co., Jackson, Tenn.; D. 
. O. Williams. 
Standard Pressed Steel Co., Jenkintown, Pa.; J. W. Friel. 
The Standard Tool Co., Cleveland; F. T. McGuire, R. B. 
Nichols. 

Stockham Pipe & Fittings Co., Birmingham; W. G. 
burn. 

B. F. Sturtevant Co., Boston; L. M. Means. 

Superior Supply Company, Bluefield, W. 
Archer. 

The Swartwout Company, Cleveland; Albert Foster, D. K. 
Swartwout. 


Web- 


Skinner, Kenneth G. 
Smith. 
E. Allen, John 


Bethea. 
Doyle. 
A. McCutchion, 


Win- 


Vas 2. HR. 
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Taylor-Parker Co., Norfolk; E. L. Parker. 

Templeton, Kenly & Co., Chicago; H. B. Burlow. 

H. C. Tennent Supply Co., Augusta; H. C. Tennent. 

Teuscher Pulley & Belting Co., St. Louis; Edward C. 
reuscher. 

Henry G. Thompson & Son Co., New Haven; Fellows 
Thompson. 

Tidewater Supply Company, Norfolk; J. A. Beasley. 

Torchweld Equipment Company, Chicago; W. A. Slack. 

Transmission Ball Bearing Company, Buffalo; C. M. Mur 
ray. 

Turner Supply Company, Mobile; W. Marshall Turner. 


Union Manufacturing Co., New Britain; E. I. Stevens. 

Union Steam Pump Co., Battle Creek; V. H. Bramble, K. I). 
Smith. 

United States Electrical Tool Company, Cincinnati; T. H. 
Scaffe. 


‘ 


Van Dorn Electric Tool Co., Cleveland; Waldo E. Bair, 
Lyman H. Bellows. 

Victor Balata & Textile Belting Co., New York; Joseph L. 
Abt, J. Backus, W. H. Glatt. 

Victor Saw Works, Middletown, N. Y.; Robert P. Kelley, 
H. F. Reese. 

Virginia Machinery & Well Co., Inc., Richmond; Charles 
F. Cole. 

Voorhees Rubber Mfg. Co., Jersey City; E. M. Frazier, 
Frank Stewart. 

wv 


West Virginia-Kentucky Hardware & Supply Company, 
Huntington, W. Va.; C. W. Beckner. 

J. D. Wallace & Co., Chicago; H. L. Ramsay. 

Henry Walke Co., Norfolk; Robert S. Page. 

Walworth Company, Boston; W. C. Goza. 

Warren Belting Co., Worcester; W. A. Place. 

Waterbury Co., New York; J. M. Wood. 

Weaks Supply Company, Monroe, La.; George W. Hyle. 

Whitman & Barnes Manufacturing Co., Akron; H. Z. Cal- 
ender, M. J. Kearns. 

I. B. Williams & Sons, Dover, N. H.; John C. Ruf, A. C. 
3ass. 

J. H. Williams & Co., Buffalo; J. Harvey Williams, C. S. 
lurkee. 

Williamson Supply Co., Williamson, W. Va.; George W. 
3ishop. 

E. L. Wilson Hardware Co., Beaumont, Texas; V. L. Keith. 

Winter Bros. Co., Wrentham, Mass.; M. L. Higgins. 

T. B. Wood Sons Co., Chambersburg, Pa.; W. H. Fisher. 

Wright Manufacturing Co., Lisbon, Ohio; W. F. Wright, 
H. F. Wright. 

Y 


Yale & Towne Manufacturing Co., Stamford, Conn.; R. H. 
Irwin, H. I. Fuller. 

Yost Manufacturing Company, Meadville, Pa.; F. M. Mac- 
Arthur, L. M. McCarthey. 

Young & Vann Supply Co., Birmingham; J. A. Vann. 

Youngstown Sheet & Tube Co., Youngstown; O. R. Berg- 
man, W. W. Brown, Fred Egglestone, W. W. Ford, Walter E. 
Meub, H. H. Richardson, E. P. Corey, C. E. Hutchinson, Dan 
Lacy, Carl H. Meyer. 

Youngstown Steel Products Co., Youngstown; H. J. White. 

ST. LOUIS LADIES ON LOCAL ENTERTAINMENT COMMITTEE 


Mesdames W. C. Henning, H. W. Geller, J. E. Henry, 
C. R. Deam, L. H. Gault, C. J. Dittoe, W. A. Kessling, H. L. 
Miller, H. H. Richardson, A. ID). Thomas and H. Schick. 


OTHER LADIES WHO ATTENDED THE CONVENTION 


Mrs. Horace Armstrong, Mrs. C. F. Allison, Mrs. George 
W. Bishop, Mrs. Edward Blake, Mrs. J. G. Butler, Miss But- 
ler, Mrs. Clay C. Cooper, Mrs. W. N. Cochran, Mrs. E. T. 
Cregier, Mrs. Dickinson, Miss Ruth Deam, Mrs. A. B. Foster, 
Mrs. J. L. Hagar, Mrs. John F. Hazen. Mrs. Irving W. Le 
maux, Mrs. L. D. May, Mrs. Kenneth G. Merrill, Mrs. A. C. 
Langston, Mrs. T. W. Moran. Mrs. J. Harrison McNash, 
Mrs. H. P. Nelson, Mrs. E. S. Norvell, Mrs. C. J. Salm, Mrs. 
D). K. Swartwout, Mrs. Sullivan, Mrs. W. Marshall Turner, 
Mrs. V. A. Vail, Mrs. Hugo Weidmann, Mrs. H. B. Webber, 
Mrs. C. J. Welsh, Miss Anita Williams, Mrs. L. Yewell. 
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Large Machine Bolte figured on basis of 1/2, 5/6 and 3/4° 
Diameter to 10" long 

Holders Pigured on baasjs of “00 fe 5 inclusive 

inished Nuts figured on basis 1/4" to 1-1/2" 

Hex-Cap Screws figured on basis bys) to 3/4" inc, Diameter 
to 3-1/4" ine long. 

Square Head Set Screws figured on basis 1/4 to 1/2" Diameter 
to 3" inc long. 

- Denotes decline of July 1-1914, 








52 items remained the same April 1-1926 as against May 1-1926 


28 items deolined for an average of 1¢ 
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Sources of Strength Shown in Walworth Index 


April Reports Showed Continuance of the Recession in Ordering 


Activity, But Reaction Is More Modest Than in Previous Years 


JOSEPH 


BARBER 


Head of Planning and Statistics Department, Walworth Company 
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Walworth Chart Showing Actual Movement Ninee 1924 


March Pre lininary TIndeu 121 

April Preliminary Index—110 
The index is a composite of important national indexes reflecting 
changes in valve and fittings trade activity. The index measures 
the significant changes in the quantity of valve and fittings de- 
mand, the effect of price fluctuations being eliminated as well as 


all truly seasonal movements 


The initial April reports now in hand show a continu- 


ance of the recession in ordering activity, 


which was 
first definitely reflected in the valve and fittings index 
by its sharp drop in February. The index shown above 
is an average of the ordering demand in sixteen indus- 
tries, each of which is a good sample of United States 


industrial activities. Just now, the April 
hand, though few, should still prove a fair 
when April’s story is finally told, it 


confirm our present timely impressions, 


samples at 
measure, and 
undoubtedly 


will 


It is more pleasant to forge upward continuously than 
o lag through a period of adjustment. After a 


+ 


prema- 
ture spurt in demand at the 1924 year end, there was a 
natural set-back during early 1925. Then, after that 
breathing spell, there was a deliberate persistent rise 
in demand all through 1925. By November the mo- 


mentum of optimism had lifted ordering levels higher 
could be maintained continuously without fear of 
an offsetting depression later on, for never recently have 
such ordering levels been maintained for more than four 
consecutive months. 

So it was expected that by February we should 
first evidences of a return to more normal ordering rates. 
And that is all that 
show. We are simply 


than 


see 
the recent experience does 
getting back to a 
If the quantity of goods ordered in 
than the current 
April rate of ordering could be con- 
Moreover, though we must admit the 
pace now is slower than that of but a few months ago, 
still there is no month far this vear when demand 
has been less than in the corresponding months of that 
banner vear 1925, 


now 
more normal 
pace of ordering. 

late 1925 were not 
the times, then the 
tinued indefinitely. 


greater needs of 


sO 


It is perhaps premature to arrive at any conclusion 
as to whether or not those high ordering rates of 1925 


were matched by equally high demand from ultimate 
users of the product. It is true the index has dropped 
fully thirty-five points in three months. But this is 


indeed a modest reaction from high levels, compared 
with the earlier three-month reactions of fifty-six points 
in 1920, of eighty-two in 1923, of fifty-five in 1924 and 
of fifty-eight points in early 1925. 


An additional source of strength may be reflected in 


the chart shown at the foot of this article. The upper 
curve in this chart shows the monthly plottings of the 
Walworth Valve and Fittings Index for the full post- 
war period. For handy comparison in the lower curve, 
the figures for the total production of pig iron in the 
United States have been plotted in the same index form. 
Much can be gained directly by the comparison of our 
index with that old standard “barometer” of business. 
Analysis of that chart will show that our index gives 
earlier and more definite indications of those changes 
in business that would stimulate a business man to ad- 
just his purchases or operating policies. 

In the comparison shown, one other fact is apparent. 
Sometimes the pig iron index fails to show ups and 
downs corresponding with certain intermediate fluctua- 
tions that are quite decisively indicated in our index. 
Note, for instance, a sharp, early spring spurt in our 
ordering rates index in 1922. Then demand suddenly 
rose to levels well over normal, only to be followed later 
in 1922 by a compensating decline or “breathing spell” 
just the 1928 peak of demand. Such a spurt 
did not show up in pig iron production. Similarly, in 
the present vear, pig iron production may “average out” 
the present downward fluctuation in our demand index. 

Bearing upon this we may place great reliance upon 
the judgment of those who determine pig iron produc- 
tion policies. In the last four months of 1925 they 
“blew in” to production forty-two additional blast fur- 
Since then, this abnormally high rate of blast 
furnace activity has been so well maintained that, even 
during March and April, they have added still more to 
the list of presently active furnaces. On April first they 
totalled two hundred and thirty-seven active furnaces. 
It seems probable that such an active production pol- 

would be permitted to continue effectively only if 
there were a definite prospect of continued above-normal 
general prosperity. Such a confident policy would seem 
to suggest the likelihood that any necessary production 
curtailment can be accomplished in an orderly manner. 


before 


naces. 
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would forecast a similarly sharp decline in pig iron pro- 
duction. So, if that rate of production does not presently 
suffer an equally sharp decline, there will be the sug- 
gestion that present demand rates reflect only a tem- 


porary pessimism. If our presently declining index ts 


June, 1925 
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suggesting an undue pessimism, then, by the time pig 
iron production has definitely turned down, our demand 
index will be telling us definitely whether that orderly 
downward movement may be supported at normal levels 
because ordering demand is vet well over average. 





Interesting Example of Old Time Engineering 


Steam Plant in Philadelphia Paint Factory Was First Installed 


in 1855, and Engine and Belts Are Still Doing Active Service 


LOUIS W. ARNY 


Secretary, the Leather Belting Exchange 


In 1844 Clayton French, with his brother, Samuel H., 
started a paint business in Philadelphia, occupying some 
buildings which then existed at the corner of York road 
and Callowhill street, one of which had been the home 
of John Penn. John Penn was the grandson of William, 
the founder of Pennsylvania, and in 1763 was appointed 
governor of the colony, occupying this position for several 
vears, during which period he built, or at least occupied, 
the house which constitutes the corner building of this 


plant, as shown in the illustration. The ground on which 




















Showing the JOHN PENN HOUSE at the corner, now rebuilt 


his house was built was a part of the Manor of Spring- 
ettsbury, which William Penn had had reserved for his 
own use, and the street shown on the right is Callow- 
hill street, which was named after William Penn’s first 
wife, Hannah Callowhill. 

The company which operates this plant, has gone 
being now in the hands of the 
third generation, under the title of Samuel H. French 
& Co.. and it has become a recognized Philadelphia in- 
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through many changes, 


its membership having contributed largely to 
commercial, financial, and social activities of the 
city during their day and generation. 


[In 1855 the French concern, for the purpose of grind- 


plant, consisting of one 


ing paint, Installed a steam 
evlindrical boiler and a 100-horsepower engine. This 
itfit was strictly up-to-date at the time of its installa- 
n, and because of the fact that, with the exception 
that the boiler has been renewed several times, it has 
yntinuously operated since 1855, and is. still in 
ill operation, it has especial interest as showing the 
I vhich ha occurred in engineering practice. 
nyreins of the horizontal slide valve type, with 


a cylinder 20 inches in diameter and 36-inch stroke, the 
main driving pulley being 15 feet in diameter. Orig- 
inally the engine operated at a speed of 30 revolutions 
per minute, but some years ago, a good many now, it 
was speeded up to 40 revolutions per minute, at which 
it now is working. This engine was built by James 
Brooks & Co., Bridgewater Iron Works, located at Frank- 
ford, Pa.. now a part of the city of Philadelphia, an 
organization which long since has disappeared. With so 
long a stroke, the engine necessarily is large, and the 
castings are massive, entirely out of proportion to mod- 
ern practice. There will be noted in the illustration the 
peculiar rocker-arm movement which actuates the boiler 
feed pump at the left, although this no longer is used 
for boiler feed. The only important change, or repair, 
Which has been made has been the installation of a new 
cylinder, some forty years ago, the original cylinder 
having been destroyed by the excessive use of tallow as 
a cylinder lubricant. The engine belt was injured by 
water in a fire which occurred a good many years ago 


























The Old Engine—Seventy-one years old—and still going 


now, and there have been repairs upon it. Those belt 
makers who have worked upon it report that the original 
cement still is holding firmly. 

Power is transmitted from the engine driving pulley, 
15 feet in diameter, to a pulley 8 feet in diameter on the 
floor above, through a double leather belt, running at an 
i> degrees, and approximately at 1685 feet per 
seems ridiculous in these days. 
33 inches wide, but now it is 
Power 


angle of 
minute, a speed that 
The belt originally was 


reduced by stretch and attrition to 31's inches. 

















Tune, 


1926 


is then carried further to 
another belt 24 inches wide. 

These two belts are interesting for several reasons. 
They are the workmanship of William Eckfeldt, who at 
that time ran a small leather belt and leather hose shop 
in the neighborhood. Even at this time, 1855, although 
leather belting was made and sold commercially, many 
of the plants were buying leather in sides and making 
their own belting, and the industry still was in its in- 
fancy. Eckfeldt had served his apprenticeship as a 
machinist at the old machine shops of I. P. Morris & 
Co. and presumably was a good mechanic, and he was 


the second floor through 





MR. 


charge for 45 years, and still going 


PETER BOYLE, Engineer in 


able to introduce into leather belt manufacture 
important improvements in stretching the belts. 
These belts are unique in that the writer never betore 
had the the double leather belt at so 
early a date, for the engineers of that period believed 
that power transmission was a function of surface, and 
that thickness was of little importance. Even as late 
as 1871, there were made in Philadelphia single leather 
belts as wide as 30 inches, and double belts came into use 
only slowly, and mostly after 1870. These two belts must 
have been that time, for 
there probably being in use very few so wide. 


some 


discovered use ol 


notable also, at their width, 
They 
in width and 
and certainly in thickness, that had been constructed up 
to that time, and indeed, the whole plant probably was 


remarkable for its magnitude. 


then 


must have been among the largest length, 


This plant has large interest for the engineer as a 
museum specimen, illustrating the type of machinery 
in use in 1855, and the progress which has been made 


in the development of power plant engineering during 
the Following from this” engine, 
through all the inventions and improvements which have 
made in prime movers down to the 
turbine, is both informative interesting, 


intervening yVears. 


been present-day 
and and 
amazing. 

LESSONS IN 


PRACTICAL DURABILITY 


The story also carries with it an important 

about the durability of materials and designs, which is 
not often attainable. There few, if any, of the 
plants which were contemporaneous with this one that 


are still in operation. Fires, 


lesson 
are 


floods, new buildings, busi- 


ness and other changes, besides obsolescence, have 
hastened their journey to the scrap pile, but here is a 
rich, substantial old company, operating an = industry 


which has changed its method very little, and the engine 
and equipment continue to render satisfactory service. 

Probably no little part of this long life may be attrib- 
uted to the care with which the plant has been managed 
by Peter Boyle, the engineer in charge. Mr. Boyle has 
1881, or 45 years, nearly 
and continually has 
His treatment of 


run this since 


ehnyine 
thirds of his life, 


two 
kept things in 
order. 


vood the belts is to keep them 
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clean, and to wipe them off occasionally with neats-foot 
oil, avoiding all other belt dressings. 

These two belts surpass in length of service any others 
of which we have knowledge. To be sure, they have 
operated under a light load, and at a low speed, but the 
fact that any material can be found that will flex around 
these pulleys, day after day, for seventy-one years, and 
still possess enough strength to hold together, is most 
remarkable. It must be noted, too, that this is not an 
accidental or fortuitous happening, since there are two 
belts, and that both belts have run for the full period 
and are in equally good condition today, and probably 
good tor another ten vears of service. 

The usual destructive elements are nature’s solvents, 
air and water, together with temperature, but well 
tanned leather is not affected by these. It does not rust, 
or corrode, or oxidize, and leather itself, because it con- 
tains no food for bacteria, except in the greases it may 
contain, does not mould, or rot, or decay. Leather does 
not deteriorate, and if the material of which these belts 
are made had been kept in a warehouse all these years, 
with a replenishment of its greases, it would probably 
be just as good as it was seventy-one years ago. Such 
wear or depreciation as had occurred is due only to the 
friction of its fibres on each other as the belt bends 
around the pulleys, and this is dependent on the quality of 
the lubrication and the fidelity with which it is supplied. 

We can comprehend the term of service of this plant 
better if we recall that it has served under fifteen pres- 
idents of the United States, and through three wars: 


that it has seen the population of the United States 


increase from twenty-three to one hundred seventeen 
SA if f 
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Original name plate on engine 
millions, and the horsepower used in industries from two 
to thirty-three millions. It seen most of the 
road and the industrial, and all of the electrical 
ment When it started its 


street 


rail- 
develop- 
daily grind there were n 


no electric 


h« . 
Nas 


cars, no ocean cables, motors, no tele- 


phones and no automobiles. After a life of usefulness, 
old age always is interesting. 
oe 8 


New Name for Orlando Co. 

Cain-O’Berry Boiler Co., Orlando, Fla., effective June 
Ist, will change its company name to Harry P. Leu, Ine. 
In explanation of this change, Harry P. Leu, 
manager of made the following statement: 
neither of the men whose names 
comprise the old firm name have been connected with the 
company. There will be no change in methods or policies. 
There will be 
or telegraph 


general 
the company, 


“For several vears 


no change in location, in mail, telephone 
We shall continue to supply 
mine, mill and factory supplies, dredge supplies, pipe and 
fittings, machinery, wire and manila rope and the 

have carried, and will also continue repairing 
boilers, locomotives and t 


addresses. 


other 
lines we 


ot 


rebuilding of 


fabricating oft 


structural steel. 
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Raub Supply Company’s 30th Anniversary 


Lancaster and Harrisburg House Has Grown from Humble Beginning to 


Million Dollar Organization Carrying a Complete Line of Supplies 


Raub Supply Company, Lancaster, Pa., has just cele- 
brated its 30th business anniversary, and to proclaim 
to its local trade the importance of the company as a 
source of supplies it used an entire 18-page special sec- 
tion of a local newspaper. The Raub company is one 
of the outstanding business houses of Lancaster, and in 
addition operates a large branch house in Harrisburg, 
Pa. Combining as it does plumbing, steam, gas fitting 








Rauh Supply Company 


and electrical supplies with its mill and machinists’ sup- 
plies, the company represents a typical example of the 
complete supply house. Its present size and importance 
glowing testimonial to the 
ress which has been made by leading supply organi- 
particularly when it is realized that this million 


arted with very humble beginning three 


in its territory is another 
pro 
zations, 
dollar company st 
decades ayo. 

The history of the company has been one of steady 
Founded in April, 1896, by Amos K. 
the present president of the company, the business 
Mr. Raub moved 
"., where he had been 
the 


business. 


upward progress. 
Raub, 


has had a constant record of success. 
to Lancaster from Washington, D. ( 
engaged in 


a similar line of business. He foresaw 


possibilities of Lancaster as a location for a 


first incorporated under the name of 
Metal Company. Its first officers 
Harry L. Raub; Richard M. 
Reilly; and general manager, Amos K. Raub. 
Its first business home was a small building at the corner 
of Vine and Duke streets, but in a the quarters 
proved too small, and it was necessary to move to a 
Market Again in a 


to secure more 


The company was 
the Lancaster 
President 


secretary 


Sheet 


were. treasurer, 


year 
new 
vear’s time it 
and this time 
the corner of Christian and 
and a_ two-story building 


location, on street. 
became 
the company bought land at 
Marion streets, 


necessary space, 


brick was 
erected. 

After moving into its own building, the company de- 
add supply i sheet metal 
and before many vears assed this part of the busi- 


é 
hat ayain it 


: + 
cided to lines to its 


business 


nad p 
+ 
t 


ness had grown so rapidly 


Was necessary 


to enlarge the quarters. The original building was 
raised to four stories, and another four-story building 
was erected on an adjoining site. This gave the company 
five times the floor space of the original building. Soon 
afterwards, a private railroad siding was installed, and 
a large yard was acquired at Mulberry and Concord 
streets. From time to time warehouse space was added, 
and in 1918 a new two-story brick building was erected 
for storage purposes, running the entire length of a 
city block. 

In June, 1911, Harry L. Raub, president of the com- 
pany, died, and his son, William S. Raub, entered the 
organization. In February, 1912, Richard M. Reilly with- 
drew from the company, and the following officers, all 
of whom have held their positions to the present time, 
were elected: President, Amos K. Raub; 
Steuart H. Raub; secretary, William S. Raub; assistant 
treasurer, Robert F. Zahm; manager, Frank D. 
Miley. The name of the corporation was changed in 
1919 to Raub Supply Company, under which name the 
business is operated today. 

For many the yveneral 
quarters of the company 


treasurer, 


sales 


and head- 
were in the central part of 
Lancaster, while the warehouses were located on the 
outskirts of the city. This situation was made the sub- 
ject of a serious study by the company officials, and as 
a result it was decided that business economy demanded 
that the entire plant be in one location. Consequently 
in 1923 property was purchased at Mulberry and James 
streets, and a large office building was erected, directly 
connected with the warehouse building. At the same 
time the warehouse and other buildings were raised to 
conform to the the new building. The result 
was that the entire plant of the company is now equiv- 
alent to a single unit under one roof. 

The Raub Supply Company employs 40 salesmen, cov- 
ering a territory comprising portions of 


years sales offices 


size of 


states. 


seven 
This large sales organization is divided into three units: 


Raub Supply Company's Buildings, Lancaster, Pa. 


First, the electrical and mill supply department sales- 
men; second, the Harrisburg sales organization; third, 
the general force traveling from the Lancaster 
office. The entire sales organization utilizes coupes in 
covering the territories, the company owning and operat- 
ing more than 40 machines. All salesmen are put 
through a course of training in the company’s offices 
before being given territorial assignments. 


sales 




















Mill Supply Distributors 
Are “Mechanical Advisers” 


ECHANICAL ADVISERS to American industry.” This is the term 

which W. T. Todd, treasurer, Somers, Fitler & Todd Company, Pitts- 

burgh, applies to the mill supply distributors. Mr. Todd doesn’t like 

the term, “mill supply business.”’ In his opinion, the real mill supply 
houses of this country, if they are properly serving their customers, are giving ad- 
vice on proper selections and applications of machinery and supplies. Just as the 
bankers of this country advertise “financial advice,’”’ so should the mill supply houses 
make themselves known as institutions to which customers come for ‘‘mechanical 
advice.”” In other words, the progressive mill supply house has departed from the 
merchant and tradesman class into the professional class. 

This statement of Mr. Todd has a ring of prophecy in it. Who can tell how 
far off is the day when a new profession will be acknowledged universally? Cer- 
tainly with the vast changes that have been wrought in the conduct of American 
industry in recent years, and with more changes probable in the future, there will 
be developed a greater and greater need for dependence upon competent local sources 
of advice along mechanical lines as applied to various industries. 

It is possible that along this line will be found the safety factor for profit 
building in the mill supply business. At present, it is necessary for mill supply 
houses to give their advice gratuitously. -As Mr. Todd clearly pointed out at the 
Atlantic City convention several weeks ago, when a man wants a new pump, he 
comes into his supply house, tells what he wants to do with the pump, and how and 
where it is going to be used, and then it is usually up to the supply man or his en- 
gineering department to figure out exactly what type and design of pump will do 
the desired work. Similarly with transmission equipment and innumerable other 
lines that are ordinarily stock items in the supply field. 

A person desiring medical advice naturally seeks a medical man, and ordinarily 
there is no question about the charge for the service rendered. Likewise, when legal 
advice is sought, the service charge must be paid. The ordinary man who is about 
to build a home, or a factory, does not draw his own plans. He selects an archi- 
tect, and the latter first advises, then draws the plans and submits his charge for 
the services. So it is all along the line, until you come down to the industrial field. 
In the latter, the mill supply houses, in the opinion of those who are in position to 
know whereof they speak, do not secure an adequate service charge for the advice 
they are called upon to give. 

We hear a lot these days about “class consciousness.” After all, this is simply 
describing the arrival of any group in the same line of endeavor to the point of 
realization of their own importance as a group. It denotes an underlying pride in 
the standing of the group as it relates to the general scheme of worldly activities. 


Isn’t it time for the mill supply field to develop this “class consciousness’’? 
Certainly a group which is performing a service to industry which represents un- 
questioned economies for the general good, should begin to recognize its own value. 


Statistics based on reliable data tell us that the mill supply houses of the United 
States sell upwards of $2,000,000,000 worth of goods annually. Surely this places 
the mill supply field in the front ranks of American industry. The figures, more- 
over, tell nothing about the countless millions of dollars that are saved through the 
ability of manufacturers and other industrialists to secure much needed machinery 
and supplies without delay, in case of accident or other breakdown. 


Prominent manufacturers have let it be known that, when the day arrives when 
mill supply houses can improve their organizations to the point where they can give 
complete representation on more technical lines of machinery and supplies, they will 
be only too glad to distribute their products through the supply houses. 


This is merely another indication that the sooner the mill supply houses arrive 
at the stage where they can be said to be “mechanical advisers to industry,” the 
sooner will they be in position to secure the merited charges for this service. 
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Makes Buying Easy— 
and Economical 


There is a good rule to buy by. You can say it two ways in three words: 


Concentrate your purchases; 


Medart Catalog 43 is primarily a buying guide 
and incidentally a catalog. Between its covers 
you will find concentrated instructions for con- 
centrated buying of “Everything in Line 
Shafting Equipment’—the safe, quick, con- 
venient, easy, economical method of buying 
power transmission machinery so as to save 
time, freight and (last but not least) money! 
It is also an Engineering Hand Book, but it is 


Medart Catalog Forty-three. 


so simply written that you don’t have to be 
an engineer to use it in your daily work. 


Remember the name and the number :— 
“Medart—43”. Send for copies today. This 
guide is useful to superintendents, purchasing 
agents, Owners, managers, master mechanics, 
as well as designers and draftsmen who plan 
power transmission installations; likewise to 
dealers and salesmen of power transmission 
machinery. 


THE MEDART COMPANY 


(Formerly Medart Patent Pulley Co.) 


General Offices and Works, St. Louis, U. S. A. 


Offices in Chicago, Philadelphia, Pittsburgh, New York & Seattle 
Office and Warehouse in Cincinnati 


MANUFACTURERS OF POWER TRANSMITTING AND KINDRED MACHINERY 


DART 


Everything in Line Shafting Lquipment 





When writing to Advertisers please mention Mitt Suppties. 
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For Dependable 
Uninterrupted 
Service— 
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There isa RAHMANN-MADE Leather 
Belt for every transmission need. Prop- 
erly selected for the requirements, there 
is no belt that gives so much dollar for 
dollar value. 


RAHMANN Belts are the result of 
more than thirty years devotion to the 
art of skillful beltmaking. They pull 
harder, work longer and stretch less. 


Let us show you the complete line. Clip 
the coupon and send for our new 
catalog. 


GEO. RAHMANN & CO. 


32 Spruce St., New York, N. Y. 
Newark, N. J. Philadelphia, Pa. Syracuse, N. Y. 











We have some excellent territory 
open to Mill Supply Dealers. 
Write for distributers prices and 
terms. 
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When writing to Advertisers please mention MILL Surpties. 





110 





June, 1926 


the 
time to sell 
Belt Treatment 
when hot weather 
makes belts stretch and 
slip. 
Every belt user buys some 
sort of belt dressing. Why not 
sell the one best, made by belt 
manufacturers with over 50 years ex- 
perience and backed by their $1,000 


guarantee? 


Raniville’s BELT WAX puts a razor-strop 

surface on leather, fabric and rubber belts, even 

in damp, oily and wet places—stops slip and in- 
creases power without damaging the belt surface. 





It makes friendly trade repeat often. 
66°, PROFIT to Distributors 


Raniville’s BELT WAX is packed in display cartons 


$1,000 Purity Guarantee 


of twelve one-pound bars, with established resale price 
of $6.00 per carton. Your order for 12 cartons en- 
titles you to complete sales cooperative plan and 
66% profit. Plan includes imprinted folders, sam- 
ples, sales bulletins, etc. Write or wire us today 
that you accept BELT WAX agency. 


F. RANIVILLE COMPANY 


Grand Rapids, Mich. 


251 Pearl Street 


 _— 
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Playing the Business Game 


When properly conducted business brings happi- 
ness to all in contact with it and this, says 
MR. B. C. FORBES, is after all the Real Worth 
While Thing in business. But first the business 
must be successful and that calls for management 
—capable, alert, inquiring and courageous. It 
means up-to-the-minute equipment, competent 
direction and well trained help. All this is invest- 
ment. 


Therefore, when the operation of any part of the 
plant can be cut 10 to 20%, it is poor management 
that does not grasp the device that yields such 
savings. The dealer that directs attention to such 
equipment is the magnet that attracts inquiries and 
generally secures the business. 


Economy Condensation Pumps save from 10 to 25% 
of the fuel usually required in an ordinary steam 
heating system, besides assuring a more even tem- 
perature. Any engineer or ordinary mechanic can 
make the installation from our blue prints. These 
devices are automatic, self contained and very dur- 
able. 20,000 of them are at work—some in every 
State. There is a good profit for you. Let us 
send particulars. 


Economy Pumping Machinery Co. 


142 North Curtis St. Chicago, III. 


RANIVILLE'S BELT WAX is positively 
guaranteed not to contain rosin, pitch, 


tar or asphalt under a forfeit of $1,000.00 
to any chemist who can disprove this state- 
ment. It is warranted to be a pure, clean, 
light colored compound, scientifically 
blended by the Raniville Laboratories and 
backed by over 50 years experience in 
Belt Manufacturing and Engineering. 
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ECONOMY 


Complete Condensation 
Unit Oo 


Other Economy Pumps 


Bilge Pumps 
Sewage Ejectors 
Cellar Drainers 
House Pumps 
Water Systems 


Condensation Pumps 

and Receivers 
Vacuum Air Line Pumps 
Vacuum Return Line Pumps 
Circulating Pumps 


Horizontal Split Case Pumps 


GS aaa 
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SAA & Lifetime on 
Rugged construction, strength where strength is 
needed, characterize Parker Superior Vises. In every 
detail the Parker is made to do a better job because it is 
better equipped to do it. These seven exclusive features 
listed below should mean a great deal to the Mill Supply Sales- 
man who wants to show increased business. Are you using these 
advantagesP 





Improved outside saddle permits 

4.5 easy removal of screw for oiling. 
Solid steel bar cast into slide, and 
solid underportion give added 
strength. 


Base made to fit the bench instantly 

l without cutting. In Swivel Base Type 
special locking feature grips 360 de- 
grees of base, making base firm as sta- 
tionary type. 





nN 


Tension spring and set screw hold han- 
dle wherever placed. Can’t slip and 
injure fingers. 


Extra Strong Nut and Screw. 





Steel jaws carefully milled and pinned on. 
Can’t work loose, yet easily removed if 
necessary. A Parker feature for 85 years. 


Castings of Parkco Metal. 


Write to M. F. O. at Parkers for Catalog 57B. 


The Charles Parker Co., Master Vise Makers. Meriden. Conn.. U.S. A. 


Export Department, 25 Murray St., New York City 


? 
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SHERMAN | 


The Hose Clamp 


That Cannot Rust 





Wrought from heavy solid brass. 
Sliding tongue in groove insures 
uniform grip on hose and pre- 
vents bulging. 


Stiff, heavy ears form a nut lock 
which prevents nut from turning 
when tightened. Can be held in 
a vise and drawn tremendously 
tight. 


Made in all sizes and packed in 
strong, plainly labeled cartons. 
We carry the largest stock of 
hose clamps in the world, which 
insures prompt deliveries. 


DEALERS—Send for sample and 
attractive selling booklet. 


H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 


LARGEST MANUFACTURERS OF BRASS PIPE FITTINGS IN THE WORLD 














Clean as a 
freshly laun- 
dered hand 


towel— 


BLUE GRASS 
WIPING CLOTHS 


Sell them by name because the 
name is your guarantee. Years 
ago when we began supplying 
industries with wiping cloths, 
we adopted a fixed standard of 
quality—a standard that met the 
strict requirements of health au- 
thorities. 

The result of this fixed standard 
of quality has been a gradual 
widening of the field of users of 
BLUE GRASS Wiping Cloths 
until now they are being sold 
daily by many leading distribu- 
tors of mill and industrial sup- 
plies. A BLUE GRASS wiper 
is as clean as a freshly laundered 
hand towel and as safe to use. 
Your customers need only learn 
this safety feature and your re- 
peat business begins. 

Our plant in Louisville is equip- 
ped with most modern type elec- 
tric driven machinery, which be- 
cause of large production, enables 
our giving all orders immediate 
deliveries. Jobbers, we solicit your 
inquiries, 


Manufactured by 


Louisville Sanitary 
Wipers Co., Inc. 


Louisville, Kentucky 


The market for 
Blue Grass 
wiping cloths 
is as broad as 
industry— 
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Two factors should be considered when comparing 


values of Leather Belting. First, QUALITY—second, 
WEIGHT PER SQUARE FOOT, for the standard 


thicknesses. 


In making a comparison of discounts, those distribu- 
tors who take weight as well as quality into considera- 
tion, find with the Johnson line they are able to 
profitably meet the competition of Belting manufac- 
turers selling the consuming trade direct. 


Johnson methods of manufacture and distribution 
have been arranged so as to bring the Johnson line to 
you at a cost that is practically the same as though you 
were manufacturing Leather Belting. 


Let us tell you more about the Johnson line—what it 
is doing for distributors throughout the United States 
—and the better position it can place you in to profitably 
meet the competition of Belting manufacturers selling 
direct to the consuming trade. 


Hohuson Belting Company 


Tanners, Curriers and Manufacturers 
controlling every operation 
from the selection of the 


hide to the finished 
product 


General Offices und Factory 
423-435 East 56th Street, 
New Work 1.1. 


When writing to Advertisers please mention MILL SuppLiss. 
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YOST VISES 


GUARANTEED THROUGHOUT 


Machinists’ = Combination 
Vise Pipe 
Vise 








12 Sizes 
2” to 8%” jaw 


— 4 Sizes 
Machinists’ 314” to 6” jaw 


Vise 





Machinists’ 
Vi 
sg Vise 


Heavy and 
Light 
12 Sizes 
Holds Pipe 
%” to 12” 


12 Sizes Drill Press Vise 


2” to 8%” jaw 


2 Sizes 
3%” and 5” jaw 


Gas Soldering Furnace 


4 Sizes 
Holds Pipe 
1%” to 8” 


Single and 
Double Burner 


Anvils 


2 Sizes 
7” and 10” jaw 60 Ibs. to 450 lbs. 


Complete Line Manufactured by 


Yost Manufacturing Company 
Meadville, Pa., U. S. A. 


When writing to Advertisers please mention Mit: Suppress. 
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Trade Literature 








The Mine and Smelter Supply Co., with stores in Den- 
ver, Salt Lake City, El Paso and New York, has just 
issued a new catalogue covering mining machinery, 
equipment and supplies, 
pumps and air compres- 


sors, machine tools and 
MACHINERY & SUPPLIES accessories. This cata- 
ORE DRESSING & logue is unique, being 


MINING EQUIPMENT different from most cata- 


logues in that it ar- 
ranged in groups or sec- 
tions and each section is 


is 


introduced by a special 
illustrated page, which 
gives a general idea of 
the items which are in- 
cluded in that section. 
Great care has been 
taken in arrangement of 
this book. It contains a 
large section devoted to 
engineering data and reference tables, which will be of 
special interest to customers. The Mine and Smelter Sup- 
ply Company is one of the largest and oldest supply houses 
handling mining machinery and supplies. It is also a 
large distributor of electrical supplies, also assay and 
chemical laboratory supplies. In addition to being job- 
the company manufacturers much of the heavy 
equipment and has facilities for manufacturing any spe- 
cial machinery, supplying not only the territories tribu- 
tary to its respective houses, but exporting a 
number of the items which it manufactures, 
including ball and rod mills, concentrating tables, and 
pumps for handling pulps or liquids containing solids. 


CATALOG N272 


EMRE AND QMELTER 

VPPLY COMPANY 

DENVER: SALT LAKE CITY EL PASO 
NEW YORK 








bers, 


also 


large 


Homestead Valve Manufacturing Co., Inc., Homestead, 
Pa., has issued a new catalogue, showing the company’s 
complete line of valves. The book includes several new 
products, including a full round opening valve, a pro- 
tected seat globe valve, a protected seat hydraulic operat- 
ing valve, and the Homestead lubricated type valve. It is 
replete with illustrations, descriptions and price lists. 
Copies will be sent upon request to anyone interested. 


The Hoggson & Pettis Mfg. Co., New Haven, Conn., 
manufacturer of chucks and special tools and machinery, 
has issued a new catalogue, No. 4, covering its line of 
ticket punches. For convenience the catalogue lists in its 
“Foreword” the style numbers of punches for various 
uses, in accordance with the popularity or suitability of 
the various styles, as shown by the company’s experience. 
Copies will be sent upon request. 


The Cushman Chuck Company, Hartford, Conn., will 
have ready for distribution on June 15th a new catalogue 
of lathe and drill chucks. In this catalogue, to be known 
as No. 44 of 1926, will be given the revised prices for 
Cushman chucks and their replacement parts, which be- 
came effective with the issue of the company’s new price 
list on May 17, 1926. Those who may wish to receive 
a copy of this catalogue may do so by addressing the 
company at Hartford. 

The American Cable Company, New York, has issued 
a new &88-page handbook on wire rope. Included in this 
book is information on how to measure wire rope, how 
to and how not to uncoil or unreel it, how toproperly splice 
and seize it, how to correctly socket it, how to care for it 
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both in and out of service and other such practical sug- 
gestions. In addition, there are shown by detailed 
drawings the best methods for making equalizing slings, 
bridle slings and other miscellaneous sling and fitting 
equipment. There also appear brief treatises on wire 
rope lubrications, the effect of heat on wire rope per- 
formance, alignment, reverse bends, fleet angle, idle 
ropes and other such subjects. A copy may be had by 
addressing MILL SUPPLIES. 


The Western Metal Supply Co., of San Diego, has em- 
bodied some new ideas in a new plumbing supply cata- 
logue which it has just issued. Instead of bearing the 
company’s identification numbers, each article listed in 
the catalogue, which is a 300-page volume, carries the 
manufacturer’s name and number, as well as the factory 
description. A section in the front of the book is devoted 
to each of the three main lines carried by the company— 
Kohler, Maddock and Speakman. 


The White Star Co., Wichita, 
small catalogue, No. 32, 
cover. 


Kansas, has issued a 
containing 64 pages and paper 
The catalogue is four by nine inches, and is de- 


signed as a net wholesale price list. 





(Obituary 


Clarence V. Kellogg, president of the Kellogg-Mackay 
Co. and past president of the Central Supply Association, 
died suddenly at his home in Chicago on Saturday, May 
llth, at the age of 66 years. Death was due to heart 
disease. 





Mr. Kellogg was born in Cicero, N. Y., and up to the 
age of 18 years worked on his father’s farm. His first 
venture into the business world was as a clerk in a tea 
store in Syracuse, N. Y., but fired with an ambition to 
become a professional man, he began to study law, and 
in 1881 was admitted to the bar in New York state. He 
practiced law until 1893, when he moved to Chicago to 
become treasurer of the American Boiler Company, which 
five years later was succeeded by the Kellogg-Mackay- 
Cameron Company. In 1909 when Mr. Cameron retired 
from the business the name was changed to the Kellogg- 
Mackay Company. 

Mr. Kellogg had always been a leading trade associa- 
tion worker, and in addition to being a past president 
of the Central Supply Association, which he headed 
from 1913 to 1916, he was also past president of the 
American Boiler Manufacturers’ Association and the IIli- 
nois and Wisconsin Jobbers’ Credit Bureau. In pipe and 
supply association work he also took an active part. He 
is survived by his widow and one Clarence V. 
Mackay, Jr. 


son, 
Tracy S. Smith 

Tracy S. Smith, vice-president of the Murray Sales 
Company, Detroit, died in a Cleveland hospital on Mon- 
day, May 17th, from complications following an operation. 
Mr. Smith was 46 years old and has passed his entire 
business career with the Sales company, with which or- 
ganization he first started 25 years ago. 

Born in Pontiac, Mich., he secured his early education 
there, graduating from the Pontiae high school. He then 
attended the University of Michigan for two years. He 
was a member of Palestine lodge, F. & A. M., Detroit 
Athletic Club, Bloomfield Country Club and Ingleside. 
He is survived by his widow and three children. 


game avenue, Detroit, Wednesday, May 19th, at 2 p. m. 





The 3 
funeral services were held from his home, 707 Burlin- | 
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New Products 


es 





T. B. Wood Sons Company, Chambersburg, Pa., has 
ficially announced the adoption of the Fafnir bearing 
as an incorporated part of its own line of transmission 
equipment. The company states that it has been doing 
research and experimental work in the bearing field for 
several vears in order to obtain a fitting companion for 
ts line of shaft hangers. Fatnir ball bearings have been 
sed in “U. G.” hanger boxes, Wood’s loose pulleys and 
‘iction clutches for many vears, but they are now 





adopted as standard part of the entire Wood line of prod- 
ts. The housings are made in several styles with 





sses designed to suit he different types of hange) 
trames, illustrated both in the Wood catalogue and in al] 
er standard makes. Theretore plain or babbitted 
bearings can be replaced without removing the present 
hanger frames. The new Wood-Fatnir ball bearing 
hanger box needs no adjustment when mounting on the 
shaft. It is simply necessary to slide the box and the 
» locking collars to place on the shaft and into the 
frame, then draw up the frame bolts and tighten the 
llars. The hanger box is dust-proot and leak-proof. 
Lubricant is applied through two tapped holes which are 
fitted with standard pipe plugs. Lubrication is necessar} 
only twice a year. It is the purpose of the company to 
not only ball bearing hanger boxes, but also ball 
ng post hangers, pillow blocks, loose pulleys, fric- 
on clutches, in fact a complete line of ball bearing 
equipped transmission machinery. 





The Edgemont Machine Company, Dayton, Ohio, is 
manufacturing a new disc clutch. This clutch is of the 
_ dry-plate type and is lined 
with renewable asbestos me- 
tallic liners. It is adaptable 
for machine applications and 
for high speed drives. The 


the exterior completely 
finished, so that it is not only 
safe, but easy to keep clean. 
All working parts are hung 
close to the shaft. There is 
a single adjustment, which 
is made from the outside by 
loosening a screw in the 
voke and turning an adjuster 
one notch, and then tightening the screw. This is said 
to give a perfectly uniform adjustment and an even dis- 
tribution of the load. ‘The levers have roller cam con- 
tact, which is said to eliminate wear. They are so de- 
signed as to release instantly at all speeds. The new 
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clutch is made in a complete line of pulleys, extended 
sleeves and cut-off couplings, with cams either slotted or 
for operation through the shaft. 


The Alexander Milburn Company, Baltimore, has 
placed on the market a new small welding torch. The 
new device uses the same tips as are supplied with the 


: = ] 

| 

larger standard torches and is adaptable to all classes of 
welding. It uses low and comparatively equal pressures 
of oxygen and acetylene. It is claimed that it permits 
savings in gas and a speeding up of the work. The gases 
are supermixed through a standardized system of multi- 
ple mixing. The seats of the tips are flat, with annular 
yrooves coinciding with those in the head, the gas pas- 
sages entering through the annular grooves or rings 
which separate the gases. The seating surfaces are so 
constructed as to allow lateral expansion of the torch 
head and tip without distortion. The new torch is made 
of bronze forging and stainless tubing. The head has an 
angle of 67 and a half degrees. The torch is 18 inches 
long, weighs 25 ounces and is adapted to gas supplied 
either from generators or compressed in tanks, 


re) 

















Victor Balata & Textile Belting Company, New York, 
has placed on the market a new belt clamp which is 
intended primarily for joining belting used in the oil 
fields. This new device has many distinctive character- 
istics. The clamps are drop forgings made of. steel. 
The carriage style bolts and hexagon nuts are made of 





high tensile steel. The entire device is galvanized. The 
clamps have corrugations on the inside, which are said 
to afford a better grip of the belt ends. Also they are 
gently curved at the angle, which is said to prevent 
cutting of the belt and to avoid misapplication. Lock 
washers are used to preserve the proper tension on the 
clamp. 


J. H. Williams & Co., Buffalo, has announced the addi- 
tion of tappet and check nut wrenches to its line of 
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chrome-molybdenum wrenches. These are designed for 
tappet adjustment, their length being ample to prevent 
burning the hands while working on tappets when the 
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motor is hot—the only time fer such service. The new lumber. The larger size weighs 22 pounds and has an 
wrenches are long and light, with thin heads and jaws. eight-inch blade with a capacity for sawing 2° inch 
They are guaranteed against breakage, and are fur- pieces. Both are equipped with a special universal mo- 
nished heat-treated and nickel-finished, with heads buffed tor, and can be operated from any 110-volt lighting 
bright. circuit. 


The Joyvce-Cridland Company, Dayton, Ohio, has The Cleveland Machinery Company, Cleveland, Tenn., 
placed on the market a new five-ton size has placed on the market a new saw dust conveyor, de- 
jack, a light-weight device, single-acting, signed particularly for use in small and medium sized 
powertul and with full automatic low- mills. It is built in a solid cast iron frame, with the gears 
ering. The jack has no intricate parts, 
and does not have any machine screws 
or expansion rivets. The working parts 
consist only of two double-toothed forged 
pawls, a pair of duplicate springs, a re- 
versing lever and a trunnion. No ad- 
justment is required, and parts are ac- 
cessible for removal and reinstallation aaa = ee 
through the side cover. The new jack positions, The drive sprocket that carries the saw dust 
is said to be an exact duplicate of the company’s stand- chain is flanged to ae iii the chain ~— romeieyn oe 1. 
ard large jacks. the wheels are out of alignment. It is equipped with a 

split iron pulley for use on the saw mandrel to drive the 





kev-seated on the shafts, and the gear hubs extending 
against the bearings to hold the gears in their proper 





Throne ‘ lovitunata yor in the ictin ¢ rae ; e - 
Phr igh an unfortunate error In the listing of the ex conveyor, and has a plain flanged wheel with shaft, hang- 
hibits at the recent Atlantic City convention of the Na- 
tional Supply and Machinery Distributors’ Association, 


Bonney Forge & Tool Works, Allentown, Pa., was credit- 





a ~~ of 
ed with having exhibited chrome molybdenum wrenches, 
when the description properly should have been chrome 
vanadium wrenches. Chrome vanadium steel is featured 
in the Bonney line. Two new chrome vanadium wrenches 
have been added to the company’s products, both intended 


‘ 


for the mill supply and machinery trade. The first is a 





ers and set collars for the spill end of the chain. It can 
be used with either right or left hand mills. The com- 
pany at the same time has placed on the market a pat- 
ented steel saw dust chain for use with the conveyor 
wrench of a design particularly suited for loom fixers machine, which does not require attachment links. Every 
and repairmen. It is short and stocky and is said to be link has its own little scraper, made as an integral part 
unbreakable. The other is a complete line of “S” of the link. 
wrenches, especially designed for millwrights, and made 7 = ; : ae : 
lighter, thinner and stronger. Each of the new lines is The remco Electric Motor Company, Leipsic, Ohio, 
being put up in sample kits of three. manufacturer of drills and other shop equipment, has 
developed what the company believes to be a simple, 
practical way to keep the chuck key always on the drill, 


 ————_, 


“ 
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The chain is made of spring steel. 


Electro-Magnetic Tool Company, Cicero, Ill., has placed 
on the market a new portable electric saw, which is de- 
signed to do similar work to that done by the carpenter’s 


a ; a 








— but never in the way, eliminating any delay or expense 
hand saw. It is making two sizes of this new tool. The in hunting for and replacing a lost key. A brass holder 
smaller saw weighs 15 pounds and is equipped with a six- or clip is attached to the housing of the drill, and this 
inch blade with a capacity for sawing up to 154 ineh holds the chuck key firmly in place. 
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Some Thoughts on Mill Supply Distribution 


Additional Spread That Must Be Secured by Increased Prices to the 
Consumers Will Only Open the Gates Wider to Those Selling Direct 


NATHAN FRIED 
Johnson Belting Company, New York City 


At a recent convention of the National Supply and 
Machinery Distributors’ Association, it was shown that 
the cost of doing business during the year 1925 was 
20.77 per cent; that the average gross margin of profit 
was 21.60 per cent; that the average turnover was 3.82 
per cent, and the net profit a little over 1 per cent. <Ac- 
cording to the turnover, this would show about 4 per 
cent return on the investment. 

This certainly does not compensate the mill supply 
distributor for the service he renders, nor is it sufficient 
compensation on the capital invested. 

One speaker at the convention stated that more at- 
tention should be paid to “‘spread,’”’ meaning that there 
should be a greater difference between the cost and sell- 
ing price (in fact, he even suggested that the difference 
be 33.1 3 per cent) in order to increase the net profits, 
so as to show proper compensation for service rendered 
and capital invested. 

The idea is fine, but existing conditions show there is 
an overproduction of materials. During the war, new 
supply houses sprang up, and the result is, today there 
aren’t enough profitable orders being placed to go 
around. 

Therefore, by increasing vour selling price, you open 
the gates further for the manufacturer to solicit orders 
direct from the consumer, and you encourage further 
price cutting. 

It is remarkable how many mill supply distributors 
criticise the manufacturer selling direct to the consumer; 
criticise other mill supply distributors for the evils that 
have crept into the industry, but overlook the fact that 
they themselves might be the greatest of evil doers; that 
they are the ones who encourage competition from the 
manufacturers selling direct to the consumer. 

There isn’t any doubt that the consumer realizes the 
importance and necessity of patronizing the mill supply 
distributor, and is willing to pay him for the prompt 
service rendered by him a price from five to 10 per cent 
higher than he is able to purchase the same or similar 
material direct from the manufacturer. 

If the mill supply distributor raises his prices to such 
an extent that he expects the consumer to pay too much 
for the service, it is opening the gates wider for the 
manufacturer and consumer to get together. 

It is true that there are not enough mill supply dis- 
tributors to go around and carry every line that is offered 
to them by the manufacturer, but there are enough mill 
supply distributors to pick out the lines of those manu- 
facturers who are wide-awake to the situation existing 
today; who realize the tremendous cost of distribution 
by selling direct to the consumer, and who are willing 
to co-operate with the mill supply distributor and put 
him in a position to meet the competition of manufac- 
turers selling direct to the consuming trade. 

I doubt very much if there is any manufacturer with 
a large sales organization who is able to put the mill 
supply distributor in a position to meet this competition, 
and at the same time sell the consumer direct. 

It might be true that in the territory where the manu- 
facturer is selling the mill supply distributor, he is not 
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selling the consumer direct, but his sales expense is just 
as much when selling that mill supply distributor as it 
would be selling the consumer, and the mill supply dis- 
tributor is indirectly paying for the excessive sales 
expense. 

For instance, take the manufacturer with a large sales 
organization and branch houses, who is selling the dis- 
tributor and the consumer, and his sales expense is 20 
per cent. That expense is figured, whether it is to the 
distributor or to the consumer. I would safely say that 
if a manufacturer were selling the mill supply distribu- 
tors exclusively, his sales expense would be cut to five 
per cent. 

Therefore, Mr. Mill Supply Distributor, you have to 
pay that additional sales expense, if the manufacturer 
from whom you are purchasing is using a sales organiza- 
tion to sell the consumer. 

You, Mr. Mill Supply Distributor, when you permit 
manufacturers’ salesmen to do missionary work for you 
are paying for those salesmen indirectly. You are per- 
mitting the manufacturer to become acquainted with 
your trade; you are permitting a close association be- 
tween the manufacturer and the consumer; you are ad- 
mitting to the trade that your sales organization lacks 
the ability to sell the merchandise that you are handling, 
which is an admission that vour sales organization is not 
familiar enough with the merchandise you are handling. 

A missionary salesman spending a week calling on your 
trade, independent of your salesmen or with your sales- 
men, we can safely say will cost about $100 a week. 
This actually is added to your cost. 

I doubt, omitting the exceptional case, if any mill sup- 
ply distributor gets this much value out of a missionary 
salesman. 

One of the troubles existing with the mill supply in- 
dustry is that the distributor has become a warehouse, 
instead of a real distributor. He expects the manufac- 
turer in a great many cases to sell his own goods. The 
distributor can hardly expect to make a fair profit when 
the manufacturer is doing all the work and the dis- 
tributor is only warehousing the stock. 

For instance, take leather belting manufacturers hav- 
ing large sales organizations and branches. It costs them 
from 20 to 35 per cent for sales expense alone. Adding 
to this administration and general overhead, which would 
figure from 10 to 15 per cent, it would make the cost for 
sales, overhead and general administration from 30 to 
45 per cent. 

Now, on top of this, not allowing any net profit for 
the manufacturer, the distributor feels that he is en- 
titled to a profit of 25 to 33 1/3 per cent, which would 
bring the cost to the consumer on an average of 60 per 
cent above the belting manufacturer’s cost. This would 
almost make it impossible for the consumer to patronize 
the mill supply distributor, and therefore the reason for 
the consumer seeking a source of supply other than these 
distributors. 

If the distributors will give more thought to the pur- 
chasing of their materials; investigate the manufac- 
turers’ methods of doing business; investigate the manu- 
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facturers who have created economies by means of 
elimination of expensive sales organizations, by means 
of manufacturing diversified lines, and who are wide- 
awake to the changes that have taken place, on account 
of the keen competition existing, we believe they would 
find numerous manufacturers who are in a position to 
co-operate with the distributors and put them in a posi- 
tion to meet the competition of manufacturers who are 
selling direct to the consumer, and still afford the dis- 
tributor a good margin of profit. 

The wide-awake manufacturer realizes the economic 
methods of doing business by distributing their product 
through distributors. Therefore, those wide-awake 
manufacturers have arranged their affairs so as to be 
able to quote the distributor a price that is very much 
nearer the cost of the manufacturers with large sales or- 
ganizations who are making a specialty of selling direct 
to the consumer. 

It is up to you, Mr. Mill Supply Distributor, to do 
justice to the lines of those manufacturers and educate 
your sales organizations to sell these lines, so as to make 
it interesting to the manufacturer to confine his dis- 
tribution through the mill supply distributor. 

With overproduction, the tendency is to cut prices 
and reduce profits. The result is going to be a survival 
of the fittest, and the fittest are going to be those who 
are willing to break down the barrier known as “pur- 
chase resistance,” and pay greater attention to the econ- 
omy of purchasing. They are going to eliminate that 
old-fashioned phrase: ‘We have handled this line for so 
many vears that our trade is familiar with it, and we 
do not desire to make a change.” 

Buy from the manufacturer who is willing to co-operate 
with you, who is willing to put you in a position to meet 
competition, and the “spread” will be obtained not by 
increasing your sales price but by decreasing your cost. 

Do not raise your selling price, because just as sure 
as you do you are opening the gates real wide for direct 
sales by the manufacturer to the consumer. 
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PRATT-GILBERT CO. EXPANDS 
Phoenix Company Will Reincorporate With Capital of $500,000, 
and Will Concentrate on the Supply Business 

The Pratt-Gilbert Co., Phoenix, Ariz., dealer in mill 
supplies and hardware, is making plans for a big ex- 
pansion of its business, which will be reincorporated 
with a capitalization of $500,000. Ten acres of ware- 
house land on South Seventh street, formerly owned by 
C. H. Pratt and C. S. Gilbert, have been taken over by 
the new corporation, which will be known as the Pratt- 
Gilbert Hardware Company. The new corporation is be- 
ing organized with greatly increased capital and broader 
powers to more aggressively enter into the wholesale 
distribution of hardware, iron, steel, pipe, valves, fittings, 
mining equipment, machinery and mill supplies. 

The officers of the new company are: President, C. H. 
Pratt; vice-president and treasurer, C. S. Gilbert; sec- 
retary and general manager, P. R. Helm. All three have 
been with the old company for more than 20 vears. The 
reason given for the expansion is the growing impor- 
tance of Phoenix as a distribution point. 

In 1899 the business was founded as a co-partnership 
under the name of the Pratt & Gilbert Company. The 
partners were Charles H. Pratt and Cyril S. Gilbert. It 
is said that the initial capital consisted of a few hundred 
dollars and the entire stock of goods consisted of a car- 
load of wagons. Later the business was incorporated. 

For many years the company operated exclusively as 
a retail implement and vehicle house, but gradually new 
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lines were taken on, and the business developed until it 
has become one of the largest organizations in its part 
of the southwest, handling mill, mine and general sup- 
plies and machinery. It has developed from a retail 
store into a house doing a wholesale business almost ex- 
clusively. 

The company recently began to close out its implement 
department, and the stock of the latter has been prac- 
tically all sold. From now on all energy will be directed 
to the jobbing and general distributing activities, giving 
particular attention to serving the mines, mills, smelters, 
contractors, large industrials and the stores of Arizona, 
northern Sonora in Mexico and western New Mexico. 

The company numbers among its customers every 
large industrial and mining company in the state of Ariz- 
ona. Among large contracts which it has recently se- 
cured was one for furnishing the transmission equip- 
ment for a new mill to be built at Dos Cabezas by the 
Central Copper Company, and the power plant and com- 
pressors, including large oil engines for the Tonopah- 
Belmont company. 
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DILLS FORMS OWN COMPANY 
Officer of the Klinger-Dills Company of Dayton 
Organized a New Belting and Supply Company 

Robert T. Dills, vice-president and business manager 
of the Klinger-Dills Company, Dayton, Ohio, since its 
incorporation in 1919, has resigned from the office and 
severed his connections with the company, in order to go 
into business for himself. He has organized the Dills 

Belting and Supply Company, with headquarters at 131 

East Second street, Dayton. 

Mr. Dills has been in the belting and factory supply 
business for the past 22 vears. He started in the busi- 
ness with the Scioto Valley Supply Company, Columbus, 


Former 


Has 





R:.T. Ditls 


Ohio, and continued with that company until March, 
1919, when he moved to Dayton to organize the Klinger- 
Dills Company. 

In answer to an inquiry from MILL SUPPLIES as to the 
plans of his new company, Mr. Dills made the following 
statement: “We expect to specialize in belting, packing, 
hose transmission and other such products, and have 
already contracted for I. B. Williams & Sons’ leather 
belting, Quaker City rubber belting and hose and some 
other lines of supplies.” 
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“It’s the Shovel that handles the pile 


FTSHIS was the Ge) workman's way of telling an equally hefty 

[ shoveler why he was keeping nowheres even in lowering 

his pile. It was a striking incident in the day's work and 

there are always such contrasts wherever H. K. Wood's Mo-lyb- 

den-um Steel Shovels are used along side of other makes and 
prove the superior efficiency they impart to shovelers. 
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Shoveling is always hard work and the @eD is designed and 
iightened in weight to produce a greater result with the same 
effort. If you are not convinced that any shoveling job is 


easier with a @el) than with any other make of shovel designed 
b 


for the same job, trv it out. We welcome comparative tests. 


In any operation the best results come with the use of the 
tools best adapted to the purpose. @et) shovels are designed 
nd built to be the very best and they never fail to prove their 
superiority even under unequal conditions. 

H. Kk. Wood's Mo-/yb-den-um Steel 
Shovels are stronger, tougher and still light 


er than any other shovels of similar gauge. 
In every test they prove the durability 
that reduces shovel cost, and, at the same 
time, earn more on the shovel investment 
because they are properly designed and 
have a hang that gives a shoveler a desire 


to pitch into his job. 
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The Gop VW90 could 
“travel on its shape’’ but 
it actually remains in 
Foundries because it 
proves to be the best 
shove! a jinuvuider ever 
u sed. 





THE WOOD SHOVEL & TOOL COMPANY 
Piqua, Ohio, U.S. A. 


Wood's Me-tyb-den-um 
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Lucky Salesman Won $1200 Bonus 


Channon Man Sold Only Four Electric Hammers But the 
Goddess of Chance Helped Him Beat the Law 


G. N. Holmberg, a member of the 


t 
sales organization of H. Channon 
Company, Chicago, can lay claim to 
being one of the luckiest mill sup- 
ply salesmen in this country. In a 
lrawing for a grand prize offered as 
part of a bonus contest by the Syn- 
tron Company, Pittsburgh, he was 
the holder of the winning number, 
and this in spite of the fact that 
during the entire vear of the con- 
test he sold but four of the com- 
While the 
law of averages might have favored 
ome salesman who sold 15 or 20 


pany’s electric hammers. 


times as many units, Holmberg was 
smiled upon by the law of chance. 
The grand prize was $1,200, so that 
the four hammers netted the sales- 
man $300 apiece. 

The bonus plan, under which this 
unusual luck of a salesman was dem- 
onstrated, was a novel one, and while 
a similar idea may have been used 
in other fields, there is no record of 
a previous appearance of the plan in 
the mill supply line. The unique fea- 
ture is that the more units sold by 
a salesman, the more chances of 
prizes he had, yet the man who sold 
but one unit has a chance to win 
the biggest award of. all. 

While many manufacturers and 
distriputors in the mill supply field 
do not look with favor on bonus con- 
tests, this Svntron plan has so many 
unusual features that it may be of 
interest to sales managers who are 
looking for added incentives to busi- 
ness getting in various lines. 

Under the rules of the plan, every 
participant had to be an active sell- 
ing distributor for the manufacturer, 
or a salesman for such a distributor. 
Every sale had to be reported on a 
special sales report form, which was 
furnished by the manufacturer and 
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approved by the distributor. The 
value of each of the various styles 
of the product was the same with 
respect to the bonus. An executive 
proxy committee was selected, and 
each participant in the contest had 
to indicate his proxy choice on each 
report. Bonus checks were mailed 
within 24 hours of the receipt of the 
sales report. 

There was a total of 1,000 prizes, 
amounting in the aggregate to 
$2,850. In addition, special prizes, 
including the grand prize, amounted 
to $1,900, making a grand total of 
$4,750 to be given in bonus awards. 

Every time a salesman made a 
sale of a single unit of the manu- 
facturer’s product, he was assured 
of an immediate cash bonus of from 
one dollar to $50, also a chance to 
win the grand prize of $1,200 or one 
of the cash awards, and an oppor- 
tunity to win a “‘president’s special 
prize” of $200. 

The plan operated in this manner: 
A bonus board was constructed six 
feet eight inches long by five feet six 
inches high. One thousand holes 
were bored in it, each representing 
a sale to be made. <A linen cover 
was securely glued over the back. In 
each of the holes was placed a small 
slip of paper, these being numbered 
in duplicate from one to one thou- 
sand. After the slips were numbered, 
each was folded tightly and thrown 
into a box. The latter was shaken 
and then opened, and a man picked 
a folded slip from the box and put 
it into one of the holes on the bonus 
board. Another man immediately 
sealed the opening with a red seal. 
All the slips were disposed of in this 
way, so that nobody knew where any 
particular slip was inserted, nor 
could anybody know until the sales- 


man’s proxy broke the seal and wit! 
drew the folded slip. 

When the board was ready, th 
contest started. For each order se- 
cured by a salesman, a sales report 
had to be filled out, and approved by 
the sales manager. This report was 
mailed to the manufacturer. The 
proxy, whose name was selected by 
the salesman, punched out a_ seal 
from the bonus board, and wrote thi 
name of the salesman on the two sec- 
tions of the numbered duplicate slip. 
One of these slips was refolded, the 
other was sent to the auditor, wh 
referred to the value table to find out 
which bonus award the number rep- 


resented. A check for the amount 
was immediately sent to the sales- 
man. 

After all the numbers were 
punched out, all slips were placed in 
a ballot box, and thoroughly shaken 
up, after which the drawing was 
made for the special awards. The 
first number drawn entitled the hold- 
er of this number to a prize of $100. 
Likewise the fifth, tenth, the fifteenth 
and twentieth numbers. The twenty- 
iith number drawn entitled the 
salesman holding that number to th: 
automobile or $1,200 in cash. it was 
the twenty-fifth number drawn that 
entitled Mr. Holmberg to his choice 
of the automobile or the cash. He 
accepted the cash. 

Stowell C. Stebbins of the Syntron 
Company, in reply to an mquirs 
from “The Mill Supply Salesman”’ 
Section as to success of the plan and 
its workings, stated: 

“We had a real problem to face in 
the working out of a bonus plan. Be- 
ing voung in this business, we had 
no background to gauge sales from 
definite districts, and we were face 
to face with the problem of making 





this plan as interesting to the dis- 
tributor in a small city as to the one 
in the big district. Based on other 
than chance, the little fellow would 
figure that the big branch had it 
over on him and that he stood no 
show. So we proposed to give every 
sale a number, provided the sales- 
man gave us a complete report of 
how the sale was made. Numbers 
were arranged in a board, and each 
one paid a bonus of at least one dol- 
lar and some paid as high as $25 
and $50 each. Because of the ar- 
rangements, it was impossible to play 
any favorites. 

“The reports were made on what 
we call our ‘Form 62.’ While there 
is no way of determining how many 
more sales were made because of the 
bonus plan than would have been 
made without it, we know that these 
reports formed the basis of some 
very enlightening observations, and 
guided us in the planning of our sales 
and advertising program. We 
learned how our salesmen made sales 
and passed that information on to 
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our other distributors. Herein, in 
our opinion, lies the value of a con- 
test of this nature. 

“Furthermore, we learned from 
these reports the nature of the busi- 
nesses ordering our equipment, and 
the particular size of hammer each 
classification found the most bene- 
ficial. There are so many angles to 
the rewards we received from these 
reports that I can scarcely begin to 
enumerate them. Nevertheless, we 
feel that the entire campaign was a 
huge success. We know that every- 
one of the salesmen in our supply 
houses were personally interested, 
and our files are filled with letters 
from these men requesting informa- 
tion regarding the contest. 

“As a result of our experience, we 
have changed the character of our 
contest somewhat this year. In- 
stead of a yearly drawing, we are 
making drawings each month. We 
believe that this adds zest to the 
contest. Under the new plan, we 
‘wipe the slate’ at the end of each 
month and start a new contest.” 


More Notice of Salesmen 


Vany References to the Men on the Road Were Made by 
Speakers at the Mill Supply Convention Held 
Last Month at St. Louis 


Several speakers at the St. Louis 
mill supply convention referred to 
salesmen and salesmanship in their 
addresses, and those traveling men 
for supply houses who do not care to 
read through the entire report of the 
meetings will at least find it to their 
advantage to consider some of the re- 
marks affecting them personally. 

For example, Alvin M. Smith, 
president of the Smith-Courtney 
Company and secretary-treasurer of 
the Southern Supply and Machinery 
Dealers’ Association, in presenting 
his annual report to that organiza- 
tion, viewed somewhat with alarm 
the growing cost of salesmen. Mr. 
Smith looks at this problem as one of 
the outstanding ones in the supply 
field. Here is what he had to say 
about it in his report: 

“The high cost of salesmen is also 
of great importance, and seems to 
me to be evading our thought. When 
the cost of a traveling salesman 
reaches an average of about six per 
cent, we are at the danger signal, 
and we should give the matter care- 
ful study.” 
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Again during the convention spe- 
cial attention was directed to the 
salesmen, for in the report of the 
special committee on sound business 
practice, we find the following refer- 
ence: 

“We recommend strongly to our 
members the importance of getting 
their sales department so it would 
be interested in profits. This mat- 
ter will have to be worked out by 
each individual house, as we have 
no recommedation to offer. The 
chairman of this committee, however, 
has installed in his own organization 
a policy of selling stock to members 
of his sales force (of course, a se- 
lected list), and he believes that it 
has been a great help to his busi- 
ness. We believe this matter of 
profit and the successful operation 
of a business can be worked out if 
everyone would take over to himself 
the idea that he should make a profit. 
There are all the arguments in the 
world why this should be true. It 
makes you more of a leader in your 
community, a more respected citizen 
and one who is really accomplishing 
something in life.” 
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High praise for the mill supply 
salesmen was accorded in the paper 
of John F. Hazen, sales manager of 
the Pittsburgh Steel Company, when 
he stated his opinion as follows: 

“There is no substitute for the 
salesmen in distribution. A concern 
is judged by the character of its 
representative. The successful sales- 
man employs and possesses many 
seasoned accomplishments, such as 
patient consideration, attention to the 
minute needs of the buyer, intimate 
knowledge of his products, courtesy, 
convincing strength of presentation, 
pleasing contact, good faith and un- 
broken promises. He studies and 
understands the buyer and sells his 
personality. 

“Through these attributes, fair 
dealings and a high standard of qual- 
ity of product, he wins for himself 
and his company the good will and 
confidence of the trade, retaining 
old customers, creating new ones and 
building up a volume of business of 
profitable and invulnerable perma- 
nency that could be secured in no 
other way.” 

Still another reference to mill sup- 
ply salesmen was made by Kenneth 
G. Merrill, vice-president of the M. 
B. Skinner Company, Chicago, when 
he said: 

“Mill supply salesmen are a well 
educated bunch of conscientious, 
hard-working men, but in a great 
many cases I have found them lack- 
ing in enthusiasm. They did not have 
that divine vital spark, rather being 
content with what came their way.” 
Mr. Merrill believes that one of the 
great needs of the mill supply field 
is to banish monotony in selling, and 
he said that the solution of this 
problem is to put into action the old 
saying, ““When sales are slow, don’t 
remonstrate, demonstrate.” 


New Vichek Sales Manager 

Samuel E. Ryder, formerly asso- 
ciated with Moto Meter, Inc., New 
York, has been appointed general 
sales manager of the Vichek Tool 
Company, Cleveland. He has been 
connected with tool and automotive 
accessory selling for many years. 


New Hisey-V olf Manager 

Richard C. Feltes, formerly for 
many years Chicago sales manager 
of the United States Electrical Tool 
Company, and a brother of G. H. 
Feltes, former treasurer of the lat- 
ter company, has been appointed 
manager of the Hisey-Wolf Machine 
Company, Cincinnati. 
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Volume Order Takers Dead Assets 


Salesmen of the Specialty Type W hose Sales Show a 
Satisfactory Gross Profit Are the Live 


After having spent nearly twenty 
years in various phases of the mill 
supply business, the time being 
divided about equally between the 
swivel chair and the road, I seem to 
be reaching the conclusion that the 
management of the average mill 
supply house visualizes assets as rep- 
resented only by stock on hand, 
accounts and bills receivable, and 
money in the bank or tied up else- 
where; and liabilities as accounts 
and bills payable, payroll and gen- 
eral operating expense. 

Now let’s analyze the first desig- 
nation. Are there not two distinct 
kind of merchandise in every gen- 
eral mill supply stock—dead and 
alive? The dead assets are the non- 
revenue-producing variety, usually 
called “staples,” and in these days 
of keen competition these commodi- 
ties represent the much _ desired 
volume, which every large supply 
house seems to feel that it must have 
in order to meet its overhead. The 
live assets are the so-called specialty 
lines, many of which are sacrificed 
on the altar of volume instead of 
being given the attention which most 
of them deserve. 

Every industrial journal published 
contains page after page of specialty 
advertisements, many of the lines 
carrying very satisfactory margins 
of profit, yet the “volume” house per- 
sists in using the sharp pencil in its 
fight for volume and neglects the 
profitable specialty which, if properly 
kept before the trade, would show a 
net profit instead of a net loss, there- 
by removing the “necessity” for so 
much low-margined or no-margined 
business. 

I have gone through the mill on 
this very proposition and have 
learned that the sacrifice of volume 
on the altar of specialty sales work 
is much more profitable than the 
other way around; the much-talked- 
of volume isn’t there, of course, but 
the profit is. What is the result? 
Speaking as an altruist, if you 
please: John Jones & Company 
learns that Henry Smith & Sons 
have decided to make a legitimate 
margin of profit on every sale 
booked, whereupon Jones dulls_ all 
pencil points a trifle and finds the 
“red” less glaring at the end of the 
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Producers in the Supply Field 
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next month; then Tom, Dick and 
Harry gradually hear the good news 
and decide to follow the leader, with 
the result that the volume bugaboo 
dies for lack of nursing and every- 
body is happy once more. True, the 
final reckoning may show that each 
house has had to sacrifice a few lines 
in order to bring about this healthy 
condition, which, after all, may be 
iikened to extracting a thorn from a 
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festering sore; and what a grand 
and glorious feeling after it is all 
over. 

Then we come to the two different 
types of salesmen—one of the volume 
order-taking type; the other of the 
specialty type. The former may 
write up orders for two or three 
times as much as the latter, with the 
final summing up showing that the 
swapping of dollars has represented 
a net loss to his house; while the lat- 
ter’s sales should almost invariably 
show a satisfactory gross profit and 
usually a little left over for the 
house. This is no guesswork on my 
part; I kept records on these two 
types of salesmen over a two-year 
period and found the foregoing to 
be true. Which is the better asset? 
What good is volume if it doesn’t 
produce net revenue? 

The volume order-taking salesman 
is not always to blame for this condi- 


= AS REE Tee Re Te Cc meN ee 


tion of affairs, in fact, the manage- 
ment, by constantly calling for more 
and more volume, makes the sales- 
man feel that said volume must be 
yathered in without regard for net 
profit, and he proceeds accordingly. 
I have done co-operative sales work 
with hundreds of mill supply sales- 
rien, and know for a fact that most 
of them are partial to the specializ- 
ing idea and would operate accord- 
ingly if properly backed up by the 
management. The _ profit-producing 
salesman is, therefore, a live asset; 
the volume getter a dead asset, but 
not necessarily as the result of his 
own initiative. 

As it is generally conceded that 
there are too many large suppliers 
of staple commodities in the field to 
guarantee many of them a decent net 
profit on the year’s business, it nat- 
urally follows that the sharp pencil 
of cut-throat competition will con- 
tinue plying its trade until the situ- 
ation clarifies; but clarification can- 
not possibly set in until a certain 
number of the houses analyze their 
local conditions and, taking the bull 
by the horns, pull themselves out of 
the rut by revising methods and sell- 
ing prices, and then proceed to elimi- 
nate the lines that show the slowest 
movement and the least profit, thus 
giving the other houses an oppor- 
tunity of realizing a little profit on 
the staples that are now being 
offered to the consuming trade at 
ridiculous prices because of existing 
over-supply: Such action would clear 
out the dead assets for some houses 
and turn these commodities into live 
assets for the rest of the bunch. 

The greatest liability of the mill 
supply fraternity, in my humble 
opinion, is the direct-selling proclivi- 
ties of many manutacturers of both 
staples and specialties. Why is this 
being done; why should it be done; 
what would do more than anything 
else to relegate the practice to 
history? The principal reason why 
it is being done lies directly with the 
distributing trade, in that resale 
prices are either too badly reduced, 
yx that the line does not get the at- 
tention it requires. When a manu- 
facturer can make a profit on direct 
sales, doesn’t it naturally follow that 
a local distributor, by using consis- 
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tent methods, should do even better 
than the manufacturers? I don’t 
believe that the average manutac- 
turer of mechanical or other indus- 
trial specialties really wants to cover 
the field direct, to the exclusion or 


iear-exclusion of the distributor; 
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but when the supply house does not 
give the lines proper attention, we 
can hardly blame the manutacturer 
for protecting his private interests to 
the best of his ability. This practice 
will disappear just as rapidly as the 
supply house arranges to cover the 
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field properly, and no faster. And 
the only visible remedy is more 
specialty sales work and less atten- 
tion to profitless volume. Water al- 
ways finds its own level when not 
restrained; why not apply the theory 
to the mill supply business. 


The Best of Us Slip Sometimes 


The High Pressure Salesman W ho Knows His Line 


Yesterday I had an opportunity to 
the working methods of a 
member of a presumably high pow- 
ered sales force. This young man 


ted a large Michigan factory 


manufacturing, let us say, in order 
iway trom the actual facts, 
' irniture 

For vears I have had a working 
agreement with this house, allowing 
n make sales of their product in 
county which is open ter- 
ritory. I found in the improvements 
eing made in the county buildings 
opportunity to secure an order 

i ild amount to about $2,500. 


the closing of the order in- 


volved the need for technical know- 


edge beyond my own experience, 
also the making of blue prints and 
r r | 


ng detailed sper ifications, I called 
the salesman mentioned, the dis- 
‘ict manager for my part of the 
The detailed measurements had 
been secured, and all information 
‘ed in the district manager’s 
ls and he came prepared with 
the blue prints and estimates. I say 
he came with the estimates, but in- 
tead of having worked out his final 


figures on the train in order to be 
ready to submit them immediately 

m arrival, he had left that detail 
intil he reached town about half an 


hour before the time of our appoint- 
ment, and we had to rusn the final 


offices 
a little bit late. In a word, the sales- 


WOrk and arrive at the county 


man had had time to get everything 
ready, but he had not dune so. In this 
tid not matter. In other 

nstances it has lost a battle. 
Perhaps I am unduly fussy about 
trifles, but I couldn’t help thinking 
1S salesman should have been 
laven in order to carry the high 
class appearance the situation re- 
quired. Also I think he should have 


way his cigarette before we 


ossed a 


Can Often Make the Fatal Error of 


Overselling by Overtalking 


FRANK FARRINGTON 


entered the room where we were to 
meet with the county judge, the 
county treasurer and a committee of 
three from the county board of su- 
pervisors. It would not have injured 
his case any if he had omitted the 
cigarettes and the borrowing of 
matches from the “prospects” during 
the interview. I will make no com- 
ment upon hi 





is occasional use of pro- 
fane exclamations in the presence ot 
men who, for aught he knew, resent 
the use of such language. 

“The county officials,” I told the 
salesman, whom I will call Brown, 
“are contemplating making a little 
change in their plans and extending 
their improvements farther. If they 
decide to do that, it may hold up the 
placing of this order, but in that case 
the order will be fifty per cent larger 
when we get it.” 

“We're against that idea,” said 
Brown. “Let’s advise them not to do 
that. We want to get this order 
closed right up now and not take 
any chances.” 

“But it is nothing we can advise 
about, since it is none of our affair,” 
I told him. “And anyway it looks to 
me like good business to get this 
order made larger, even if it does 
hold up the deal for a few weeks.” 

We exhibited the blue prints and 
the salesman certainly knew his stuff 
when it came to the technical details. 
He showed the advantaves ef this and 
that construction and arrangement. 
He eliminated the proposal that we 
take in exchange some old equipment 
oy telling just what had to be done 
with such equipment, and what it 
would be worth in the market. He 
showed why it was impractical to 
move some present equipment into 
the new quarters and in discussing 
such matters he impressed his pros- 
pects with the fact that he knew 
about what he was talking. He got 
it over despite his cigarettes and his 


eccasional lapses into profanity. So, 
you see, I am not condemning the 
man wholesale. 

But then came a different situa- 
tion. The proposition we made was 
all right. Evidently the committee 
members were satisfied with our 
proposition, though non-committal 
as to actual statements. 

The price we quoted was upon the 
whole installation, freight and erec- 
tion covered and the equipment in 
place ready to use. “How much is 
that big case of document files?” 
arked the judge, indicating one item 
on the print. 

When the judge asked that, on top 
of some talk there had been relative 
to the possible further extension of 
the improvements, I guessed at once 
that his idea was to find out what it 
would cost to add to the order as 
planned enough more of the docu- 
ment files to fill the additional space 
that would be made available. My 
friend, Brown, guessed that the 
judge was vetting ready to find fault 
with the price, and he immediately 
proceeded to explain that that price 
could not be beaten by any manufac- 
turer making goods of that quality. 

I pave the judge the separate price 
and he paid no attention to Brown’s 
comments, but proceeded to figure 
with one of the supervisors, and I 
heard enough to know that I was 
right and I began to be afraid 
Brown would say something to spill 
the beans. Yet I couldn’t seem to 
hold him back on his line of price 
talk, and on his declarations that the 
blue prints showed the best possible 
line-up of equipment that could be 
secured. He had begun to feel that 
the situation demanded talk and so 
he talked. He even sought to make 
arguments out of certain phases of 
the matter that were an incon- 
venience to his house—as if the buy- 
ers ever are interested in that phase 





| 
| 





itil eu 


Pai Ah aan emt a 








nna SON 








June, 1926 


of a matter, so long as they get what 
they want. He told about what other 
people had bought, like a hick sales- 
man showing his order book. He told 
about having left the factory and 
traveled all night, in order to be 
there at the time. I wanted to put a 
waste over his head, but I 
couldn’t do anything and the fellow 
talked our proposition right past the 
point of immediate placing of the 
order, and gave the committee so 
many wunessential things to think 
that they decided to wait a 
week and meet again to make a final 
decision. So much they cared that 
l’'rown was there after an all night 
ride just to meet them! 

The chairman of the committee 
told me on the side as we went out: 
“You don't need to have Mr. Brown 


come back. 


basket 


about 


You come around a week 
from today and we'll close the mat- 
Nothing in this for a mill supply 
alesman? I hope that is true, but it 
! were to give the actual name of the 
manutacturer involved and the 
products, it might 
whole home 
good deal closer to the mill supply 


nield. 


names of the 


bring the situation 


Brown is a good fellow. He knows 
his line. He is a 


salesmanship 


reader of good 
literature. He has 
heard many otf the best speakers on 
the subject at the meetings of the 
salesmen in their home city. Either 
some of the things he has heard have 
not sunk in, or he is guilty ot tem- 
porary I don’t believe any 
; keep up to our best all the time. 


lapses. 
of us 
There is another salesman of my 
acquaintance who is rated as very 
is called the 
best salesman in his company. To me 
with whom I have 
smooth. His 

salesmanship is of the slick sort that 
land the 
wants to be 


successful. In fact, he 


+ 


and to others 


talked. he seems too 
is calculated to prospect 
whether he landed or 
not. and sometimes when it is to his 
disadvantage to buy—and ultimately, 
therefore, to the disadvantage of the 
seller. 

Yet this smooth salesman loses out 
with some cannot 
admit that anything is ever in any 
degree wrong with his line, or that 
any complaint is ever justified. If a 
buyer sets out to make a complaint 
something bought from him, 
he meets with immediate denial and 
an overwhelming volume of vocal evi- 
dence that the buver is wrong. That 
attitude of “The buyer is always 
wrong if he kicks,” is a complete re- 
versal of the attitude taken by most 
successful merchants, but this travel- 
ing salesman, like a many 


buyers because he 


about 


good 


“The Mill Supply Salesman”’ Section 


others, is a long way from the retail 
merchant’s attitude toward the buy- 
ing public. 

This sometimes smooth salesman 
has a competitor who is just as good 
at handling complaints as one can 
be. Complain to him about some- 
thing vou have bought, and he ac- 
cepts the complaint as if he welcomed 
it. In fact, he may appear to agree 
with you at first that you have found 
something wrong. «But before you 
get through with this man, you are 
satisfied that whatever was wrong 
was nothing the house could have 
If there is something for 
which the house is to blame, that 
admitted without quibbling 
and adjustment is made with a smile 
that leaves you doubly satisfied. If 
the house is net to blame, it is made 
as e@asy 


foreseen. 


tact is 


as possible tor you to get 
made right at a minimum 
of expense. Perhaps you can get a 
little more out of this salesman than 
you could ultimately get from the 
other salesman by insisting, but the 
way the matter is handled leaves you 
in a very different mood. 

The salesman who is smooth and 
oily and good natured only as long 
us you are a possible purchaser, and 
wno becomes a veritable crabber as 
have bought once and 
tu make some complaint, is not 
smooth at all according to the best 
interpretation of the word smooth. 


things 


ul 1s 


soon as you 


Want 


Incidentally, there is a third sales- 
man for the same house just men- 
tioned, a salesman who has many 
valuable qualities and sells a large 
volume of his firm’s products, but he 
little slippery. He is 
stronger on promise than on fulfil- 
ment, and I saw him lose a $2,000 
order recently just because he had 
tried to slip through a little substitu- 
tion in quality in one item, a matter 
of a few dollars. It could scarcely 
seem possible that a salesman would 
a chance like that, but it does 
happen now and then. 


is just a 


take 


It is a great thing to build up the 
confidence of one’s patronage until 
one’s word is accepted at its face 
value and no questions asked. It is 
a great thing to do, but it is not so 
easily done, and not so often done as 
to be commonplace. 


Briggs-W eaver Additions 

A. 5S. Weaver, vice president and 
sales manager of the Briggs-Weaver 
Machinery Co., announces the follow- 
ing additions to his sales force: Hal 
H. Cherry of Brownwood, Texas, as 
manager for the southwest Texas 
district; D. G. Counts of Hillsboro, 
as manager of central Texas. 


Duff's New Southern Manager 

Albert Roberts, formerly associ- 
ated with the Grip Nut Company, 
Chicago, has been appointed district 
manager of the southern territory 
for The Duff Manufacturing Com- 
pany, Pittsburgh, manufacturer of 
jacks. He will make his headquarters 
in the Candler building, Atlanta. 
Mr. Roberts was for the past 12 








Albert Roberts 


years sales and service engineer in 
the southern territory for the Grip 
Nut Company, and prior to his asso- 
ciation with the latter was in the me- 
chanical department of the Nashville, 
Chattanooga and St. Louis railroad, 
with headquarters in Nashville. 


John F. Hazen Resigned 
John F. Hazen has resigned as 
manager of sales of the Pittsburgh 
Steel Company and has been 
ceeded by George W. Jones, who has 


suc- 


been New York state representative 
of the company for the last two 
vears. The sales department of the 
company has been reorganized, ac- 
cording to announcement otf Homer 
D. Williams, president of the com- 
pany. Richard R. Harris, formerly 
general manager of sales of the 
Pittsburgh Steel Products Company, 
has become general manager of sales 
of the Pittsburgh Steel Company as 
Pitts- 
burgh Steel Products Company and 
the National Steel Fabric Company. 


well as its subsidiaries, the 
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Shall We Send You a Copy? 


The Proof Book is for men who are interested in prac- 
tical proofs of what Ladew belting has done and 1s doing. 
The many illustrations alone would be worth your care- 
ful study. You will receive a copy by 
you'll send us your name and address. 


EDW. | ADEW INC. 


BELTING AND OTHER LEATHER PRODUCTS 
Since 1835 


29 Murray Street, New York City 





Harris Copper Floats 


embody the most improved engineering principles of 
float making. They have been adopted as standard equip- 
ment by leading manufacturers of engineering and 
industrial equipment. 
Copper ball floats up to 12” diameter are kept in stock 
for immediate delivery. 


ARTHUR HARRIS & CO. 


Engineers, Coppersmiths, Brass Founders and Finishers 


210-218 North Curtis Street Chicago, Ill. 
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return mail if 





119 South Lincoln St. 





Makes Bearings as Smooth as Glass 


MONARCH BALL METAL 


is a high grade steel process babbitt, cast in the form 


of a ball. In the center of the ball is a capsule con- 
taining just the right amount of mineral flux to make it 
flow freely into the bearing box. The finished bearing 
is tough and durable, free from blow holes and takes on 
a glass-like bearing surface. 


Sold through Distributors 


Much credit for the wide sale of MONARCH 
Ball Metal ts due our large and loyal organ 
ization of distributors. Our distributor policy 
can be stated in these four words—‘We treat 
vou right.” Ask for samples of our sales 
literature 


Vonarch—the only Metal with a Flux 


Manufactured by 


MONARCH METAL CO. 


Chicago, Ill. 














As others see us— 


In the course of ordinary correspondence a 


master mechanic 


manufacturer wrote us in part as follows: 


‘ 


‘—if every Belt Manufacturer would 
recommend the use of Crescent Belt 
Fasteners they would have far better 


* * * 


results if I were a Belt Sales- 
man I would insist upon these fasteners 


being used.”’ 


Here is an opinion from the other side of 
thefencethat should interest everyone who 


sells belting. 


If you sell belting write 
for samples of our Dealer 
Sales Helps. 


CRESCENT BELT FASTENER COMPANY 
New York, N. Y. 


247 Park Avenue 


of a nationally known 
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Personals 











Francis A. Emmons, formerly advertising manager of 
Foote Brothers Gear & Machine Company, Chicago, has been 


appointed sales manager of the company. 


F. Herbert Smith, Nicholson File Company, 
been elected preside nt of the “Old Guard” 


Providence, has 
to succeed A. R. 


Sissons, Henry Disston & Sons, Inc., Philadelphia. 

J. I. Burgess has been appointed by the National Acme 
Company, Cleveland, to have charge of sales of machine 
tools and threading tools in Ohio, Kentucky and West Vir- 
ginia. 

William R. Tomlinson, formerly associated with the Pratt 
& Whitney Company, Hartford, has been elected vice-presi- 
dent and factory manager of the Billings & Spencer Co., 
that city. 


Howard Meyers, sales representative of the Ohio Injector 
Company, Wadsworth, Ohio, has transferred his headquar- 
ters from Indianapolis to Chicago. He is now making his 
home in the latter city. 


G. J. Ledwith, purchasing agent of the 
ing Company, Hartford, 
Agents’ Association of 
a class in 


Skayef Ball 
is also president of the 
Connecticut. He recently 
salesmanship at the Hartford Y. M. 


Alford J. formerly with the Grinnell Company and 
before that a member of the Kelly & Jones Company organi- 
zation, has been appointed sales representative for the Stock- 
ham Pipe & Fittings Co., Birmingham, in Michigan, Ohio and 
Indiana. 

Howard V. Linhard has recently been appointed 
manager of the Anchor Pipe & Supply Company, 2667 
Grand boulevard, Detroit, jobber of plumbing, h 
mill supplies. He was recently guest 
pany dinner. 

John A. Camm, 
John Barnes Co., Rockford, 
the Western Iron Stores 
appointed Chicago district 


Bear- 
Purchasing 
addressed 


Bird, 


sales 
East 
eating and 
of honor at a com- 


formerly sales manager for the W. F. & 
Ill., and before that president of 
Company, Milwaukee, has been 
sales representative of the Seneca 


Falls Machine Co., Seneca Falls, N. Y. 

P. W. Klinger, president of the Klinger-Dills Company, 
Dayton, Ohio, belting, mill and factory supplies, has an- 
nounced the retirement from his company of R. T. Dills, and 
the appointment of C. N. Soule as sales manager. Mr. 


Klinger himself has assumed the duties of general manager, 
heretofore held by Mr. Dills. 


Pr. &. formerly assistant vice-president of the 
National Tube Company, has been promoted to the 
of vice-president in charge of operations, 
motion of Taylor Allderdice to the presidency of the com- 
pany. Mr. Patterson in turn has been succeeded by Gilbert 
P. McNiff, formerly assistant to the vice-president. 

John A. 


Patterson, 
office 
following the pro- 


Harvin has resigned as general manager of the 


i Peden Iron & Steel So., Houston, Texas. His resignation 
} was accepted with the provision that he continue as a direc- 
| tor and vice-president of the company, and as a general 
| adviser to the officers. He will also supervise purchases and 
} contracts. Mr. Harvin is one of the real old-timers of the 
Sicensmaeeninneniiimnete 


Ane nN i 
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supply field in the 
continuous 


has a record of 
Peden company. 


south, and 
service with the 

S. R. Mitchell, formerly general manager 
Ohio Company, Cleveland, 


31 years of 


of the Walworth 
has been appointed manager of 


the central division of the Walworth Company, and will 
make his headquarters in Pittsburgh. He has been suc- 
ceeded in Cleveland by George W. Roberts, formerly in 


charge of the engineering sales department of the branch 


in that city. The central division of the Walworth com- 
pany includes the branches at Cleveland, Erie, Youngstown, 
Buffalo and Cincinnati. 

Brigham M. Scott, president of Duncan & Goodell Co., 


Worcester, 
voyage 


Mass., returned May 11 from a 12,000-mile ocean 
which included the Mediterranean 


sea, Jerusalem, 
Korea and other points of interest. The party of 500 of 
which Mr. Scott was a member, left New York, February 


19, on the steamer Empress of France. During the voyage 
over the passengers were delayed 36 hours by the ice. They 
also encountered considerable cold weather. Returning, the 
party landed at Quebec, and Mr. Scott came to Worcester by 
train. 

Charles W. Beaver, who retired from active 
ago after a quarter of a century with the Yale & Towne 
Manufacturing Company, Stanford, Conn., recently was con- 
fined to his home with an attack of influenza. His year of 
retirement was completed in April. He recently told some of 
his friends that he is now anxious to get down to hard work 
again, and that he believes that it is “the only way to be 
happy.” As soon as he begins to feel strong again, he intends 
to make plans for future activity, and while he does not know 
just what he will undertake, his many years of intimate 
association with the mill supply field make is easy to guess 
that it will be in some line of activity closely allied with the 
supply business. He would have attended the St. 
vention were it not for his sudden illness. 

Charles F. Rockwell, of Meriden, 
secretary-treasurer of the American Hardware Manufactur- 
ers’ Association to succeed Frederick ID. Mitchell, who re- 
cently resigned the position. Mr. Rockwell has recently been 
president of Miller Bros. Cutlery Co., Meriden. He is a direc- 
tor of two Meriden banks and a trustee of another. He was 
formerly chairman of the American Cutlery Association, 
president of the American Cutlery Industry and the American 
Pocket Knife Publicity Bureau, chairman of the tariff com- 
mittee of the American Cutlery Association, chairman of 
the cutlery section of the hardware manufacturers’ organiza- 
tion for war service, and active in other associations. He 
was a delegate to the republican convention in Chicago in 
1920, and holds the rank of colonel on the staff of the 
governor of Connecticuit. 


Winship, president, Fulton 
Atlanta, has been elected a director of the Continental Gin 
Co., which was recently purchased by the Trust Company 
of Georgia and refinanced by the sale of $6,000,000 worth 
of preferred stock. Serving on the same board of directors 
with Mr. Winship will be Daniel B. Candler, vice-president 
of the Coca Cola Company, Dallas; Thomas Elliott, Birm- 
ingham; Thomas K. Glenn, president of the Atlanta & Lowry 
National Bank, Atlanta; J. N. Goddard, vice-president of the 
Conklin Tinplate & Metal Co., Atlanta; J. J. Goodrum, Jr., 
vice-president of the Trust Co. of Georgia; Eugene Munger, 
of the Munger Realty Co., Birmingham; G. S. Pevear, presi- 
dent of the Birmingham Electric & Railway Co., Birming- 


service a year 


Louis con- 


Conn., has been elected 


George Supply Company, 
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MOTOR PULLEYS 


PAPER AND IRON 


Prompt shipments are made 
from our large stock of Paper 
and Iron Motor Pulleys, Flex- 
ible Motor Couplings and Ad- 
justable Motor Rails. Let us 
fill your motor requirements. 


‘Biaxze Pacnine“Works 


= nor inc = eee 


456 N. Union Ave., 











Chicago 
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Victor Balata 


Belt 


Ampere 


CANVAS STITCHED 
BELTING 


Sold Extensively by 
Will Supply Houses 


ea) isk for Prices 
Victor Balata & Textile Belting Co. 
Main Sales Office, 38 Murray St., New York 


Chicago Warehouse: 345 W. Austin Ave. Factories: Easton, Pa. 











“BROWNIE” 


Made Right — Priced Right 


CLAMPS 


Tough malleable iron with steel 
Furnished either plain or 
nickel plated. 


TURNBUCKLES 


Strong and durable. Furnished 
either plain or galvanized. 








screws. 


jobber or 


Ask your 
write us for a catalog. 


BROWNIE MFG. 
CO., INC 


Fort Wayne, Ind. Oe = 














Industry’s Chief Asset-—36 Sizes o 
Material Handling Minimized 


New | 2 page 


vantages in use 


3ulletin illustrates many radical ad- 
and design. 

Sold almost through Mill Supply 
Most attractive propositions for Distribu 


tors, Dealers and Agents. Write today. 


The Plimpton Lift Truck Corp. 
Elmcourt, Stamford, Conn. ” 
> 7 Pa, TF = \ ! 


Meri hi LB ==" I 


& 7. Oo wo 


exc lusiv ely 
I louses. 






















Purchasing Agents Mills and Mines— 
An Opportunity to Increase Your Sales 


Have You Thought of Foster as a 
Source of Supply? 


Rails—New or Relaying 
New Bolts, Spikes, Frogs, Switches 
Complete Line of Track Accessories 
Eve ry De scription. 





Prompt Shipments 
With Foster's Unconditional Guarantee = 
Send us your inquiries—Glad to quote you prices. 


pis BEOSFERCO 


PITTSBURGHPA.-NEW YORK CITY 7 






Main Offices: 


. 154 Nassau St. 
Pittsburgh, Pa. 


New York City 


“1 Ton or 1,000" 
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CUSHMAN LATHE CHUCKS 


“There is somuch to tell about our~ 
hucks as we build them to-day 
that inno less space than that” 
of our Latest Catalog can we 
even approach doing jus; 
tice to them. 


sea, SEND Yo 


The Cushman Chuck Company 
Hartford, 


Conn. 














The only com- 
plete bibb and 
small valve Re- 


seater. 


Write for 
proposition 
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ham: W. C. Porter, president of the Guaranty Trust 
Company, New York; Daniel Pratt, Prattville, Ala.; A. L. 
Smith, Birmingham; A. W. Smith, chairman of the board 
of the Birmingham Trust Company; C. E. Winship, Atlanta; 
George W. Woodruff, Birmingham; and Robert W. Wood- 
ruff, president of the Coca Cola Company, Atlanta. 





Factory Additions 


-——«ce- 








The Marion Handle Co., Marion, Va., plans to build a new 
factory at an estimated cost of $25,000. 

The Lufkin Rule Co., Saginaw, Mich., will build a factory 
addition at an estimated cost of $70,000. 

The Hoosier Desk Co., Jasper, Ind., is building factory ad- 
ditions at an estimated cost of $100,000. 

The Ramsay Furniture Co., Bassett, Va., will build a new 
factory at an estimated cost of $150,000. 


The 


Morse Chain Co., Ithaca, N. Y., is building a factory 
ddition at an estimated cost of $125,000. 
The General Electric Co., Fort Wayne, Ind., plans to build 


idditions at an estimated cost of $150,000. 

The A. C. Spark Plug Co., Flint, Mich., is building a fac 
tory addition at an estimated cost of $100,000. 

The St. Marys Wheel & Spoke Co., St. Marys, Ohio, w 
build a factory at an estimated cost of $40,000. 

The Pioneer Rubber Mills, Pittsburg, Calif., plans to build 

new power plant at an estimated cost of $45,000. 

Roberts & O’Keefe, Stockton, Calif., plan to build a ne 


oodworking mill at an estimated cost of $65,000. 

The Abingdon Sanitary Mfg. Co., Abingdon, I1., will build 
additions to its plant at an estimated cost of $100,000. 

The Virginia Bridge & Iron Co., Roanoke, Va., will build 
n addition to it ~hops at an estimated cost of $50,000. 
The Magnus Metal Co., 1221 Twelfth street, Denver, will 


a one-story foundry at an estimated cost of $85,000. 


The Magnolia Pe 


o its Beaumont 


troleum Co., Dallas, will build extensions 


an estimated cost of $2,500,000. 


Md., is building a 
cost of 


refinery at 
Brandt Works 
two-story factory addition at 


Cabinet Hagerstown, 


an estimated $60,000. 


The Wilhoit Refining Co., 


tions to its 


Springfield, Mo., 


Joplin refinery at 


is building addi 


an estimated cost of $100,000, 


The Enterprise Stamping Co., McKees Rocks, Pa., will 
build an addition to its plant at an estimated cost of $150,000. 
The General Fireproofing Co., Youngstown, Ohio, plans to 
make alterations on its plant at an estimated cost of $200,000, 
Dodge Bros., Ine., Detroit, has awarded contracts for a 


new forge shop at Hamtramck at an estimated cost of $200,- 
O00, 

The Stickley Brothers Co., 
its furniture 


build 
factory at an estimated cost of 


Grand Rapids, plans to 
an addition to 
£50,000. 


The Schatz Mfg. Co., West Poughkeepsie, N. Y., is 
ing an addition to its machine shop at an estimated cost of 
£60,000. 


The Crown Sheet Metal Works, Inc., New London, Conn.. 


will build an addition to its shops at an estimated cost of 
£40,000. 

The Fort Smith Couch & Bed Co., Fort Smith, Ark., will 
build an addition to its factory at an estimated cost of 


$75,000. 


The International Harvester Co., Chicago, will build a new 
factory branch at Harrisburg, Pa., at an estimated cost of 
$75,000. 

The Commonwealth Utilities Co., St. Louis, plans to build 
additions to the recently acquired ice-manufacturing plant of 


129 


the Pascagoula Ice Co., Pascagoula, Miss 
cost of $100,000. 


., at an estimated 


The West Coast Brick Co., 124 Central avenue, Sarasota, 


Fla., will build a new brick plant at an estimated cost of 
$100,000. 


The General Electric Co., Schenectady, N. Y., is building 
an addition to its Buffalo branch plant at an estimated cost of 
£100,000. 

The Roxana Petroleum Corporation, St. Louis, will build a 
new refinery at East Chicago, Ind., at an estimated cost of 
$300,000. 


The National 
new factory at 
$350,000. 


tadiator Co., Johnstown, Pa., is building a 


New Castle, Pa., at an estimated cost of 





Barnes-Gibson-Raymond, Inc., Detroit, spring manufac- 
turer, is building a factory addition at an estimated cost of 
$100,000. 

} 


The E, sristol, Conn., manufacturer of 
will build factory additions at an estimated cost of 
$200,000. 


Ingraham Co 


. 1 
ClOCKS, 


St. Louis Smelting & Refining Works, 
will build a power plant at its mill at 
$160,000, 


Flat Mo., 


estimated cost of 


sx . 
viver, 


an 


Power 


ice-manufacturing p 


Arkansas-Missouri 
building a new 
of $50,000. 


Co., Blytheville, Ark., 
] 


lant at 





an estimated cost 
The Binghamton Gas Works, Binghamton, N. Y., plans to 
build a repair building for service work at an estimated cost 
of $50,000. 

The Mystic Iron Works, Federal street, Boston, is building 
an addition to its Everett, Mass., plant at an estimated cost 
of $45,000, 


The Empire Refining Co., Ponea City, Okla., is building 
extensions at its oil refinery an an estimated cos rf 
$1,000,000, ; 

The American Container Co., Swanson street, Philadel- 
phia, plans to build a factory addition at an estimated cost 


of $50,000. 


Standard Sanitary Mfg. Co., San Francisco, plans to build 


a new unit at North Richmond, Calif., at an estimated cost 
of $250,000. 
The Pacific Fruit Express Co., San Francisco, will build 


additions to its shops at Roseville, Calif., at an estimated cost 
of $1,000,000. 
] 


d. RM. Tex., will build 


ice-manufacturing plant and cold storage at an estimated 
§70,000. 


Myers and associates, Texarkana, 
an 


cost of 


The Agar Mfg. Co poration, Medford, Mass., plans to build 
a new paper box factory at Somerville, Mass., at an estimated 
cost of $200,000. 


The Argo Iron & Metal Co., 1662 Elston avenue, Chicago, 
is building a two-story addition to its plant at an estimated 
$100,000. 


cost of 


The Ohio Edison Co., Springfield, Ohio, will build a new 
power plant on the Mad River at a cost reported to be in 
cess of $1,500,000. 


ex- 


The McColgan-Kramer Co., McComb, Miss., is considering 
plans for a refrigeration plant at Hammond, La., at an esti- 
mated cost of $75,000. 

The Mississippi Ice & Utilities Co., Gulfport, Miss., is con- 
sidering plans for building additions to its plant at an esti- 
mated cost of $200,000. 

C. Mundt & Sons, Jersey City, N. J., is building a machine 
shop addition at its plant on Fairmount 
timated cost of $55,000. 


avenue at an es- 
Los Angeles Ladder Co., 1630 South Central avenue, Los 
Angeles, will build a factory at Huntington Park at an es- 
timated cost of $50,000. 
The General Motors Corporation, Detroit, is said to be 
planning to build a plant for the Yellow Coach & Truck 
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Factory Maintenance with 


Stow Flexible Shafts 





Drilling-——Grinding—Buffing and Wire Brush 
All Sizes—Motor and Belt Drive 


STOW MANUFACTURING CO., INC. 
Binghamton, N. Y. 


ALWAYS A SOUND INVESTMENT 


Production is faster—the work is done better—and your men are 
more contented if their tools are always keen and sharp. High quality 
work is impossible with dull tools. The 


BODINE TOOL GRINDER 
Portable —Electric 


soon pays for itself by increasing 
the amount of work each man can 
do, thereby lowering labor costs 
and saving time. 

The Bodine is made in % H.P. 
and % H.P. Equipped with ball 
bearings, heavy wheel guards, ad- 
justable tool rests, extra thick rubber covered cord. The Bodine is 
never an expense—always a saving. The price is reasonable. 





We will be glad to send you full particulars on request. 


THE BODINE ELECTRIC CO. 
2256 West Ohio St. Chicago, Ill. 


Youre right 
to recommend a 


MASON 


Plant superintendents and engineers know 
that Mason Regulators can always be de- 
pended upon to take full responsibility for 
accurate pressure control wherever it is 
needed. Shall we send you our Catalog 
62 containing complete information? 








MASON REGULATOR CO. 


Boston, Mass 


MARATHON 
Grinder and Buffer 


This outfit is ideal for grinding tools, 
preparing metal surfaces for welding, and 
for countless other uses in machine shops, 
garages, repair shops, service stations, 
blacksmith shops and wherever men work 
in metals. 

Our specialization in the production of 
small, high grade motors makes our prices 
25 to 50 per cent below the average. Your 
best investment of the year will be the 
)purchase of a Marathon Grinder and 
sBuffer. Write for Bulletin. 


We fully co-operate with mill supply houses. 
MARATHON ELECTRIC MFG. CO. 
50 Island St., Wausau, Wis. 





PIONEER’22:D IL 
ELECTRIC 

Light weight, yet sturdy. Heat 
treated alloy steel gears. Every 
tool inspected and tested. New 
type of ventilating fan. Rugged 
motors. Fool proof switch. 
Pressure in direct line with 
spindle, avoiding bit breakage. 
Universal motors. Single speed 
and two-speed. 


The PIONEER Line includes 
heavy duty and Garage Special 
drills, center, surface and floor 
grinders. Send for catalog and 
jobbers’ prices. 





——. ° Ball Bearing EKquipped, but cost 
Louisville Electric Mfg. Co. no more than the plain bearing 


Louisville, Kentucky tools now on the market. 


Built for the Work! 







1,” Size = ° e ‘ 
$28.00 £ She Concinnais 
14 ‘ Size = 


$58.00 


line of portable electric 
drills, grinders and buffers 
is complete, including all 
types, sizes and prices for 
every purpose. 


"Write for complete catalog 
and Jobbers’ proposition. 


The Cincinnati Electrical Tool Company 


1525 Freeman Avenue Cincinnati, Ohio 


Sfran 


Flexible Shaft 
\\ Grinding, 
Polishing and 
Buffing Machine 
is a Mighty 
Handy Tool 
When once installed it 
becomes the most pop- 
ular machine in the shop. 
Several sizes 
1-10 to 2 HL P. 
Catalog Upon Kequest 
Manufactured by 
N. A. Strand & Co. 


5001-09 No. Lincoln St. 
Chicago, Hl. 


Blakeslee Steam Jet Pump 


APPLICATION—Not intended for boiler 
feeding but for moving liquids from one level 
to another. For shallow mines, quarries, 
tanneries, coffer-dams, excavations, cellar 
drainers, etc. 

We make a Jet Pump for any purpose and 
of any metal. 
DISTRIBUTION—Widely sold by steam and 
mill supply houses. Shown in almost all 
jobbers’ catalogs. Has been the standard of 
its class with users since 1864 


Send for New Price List No. 7 
Blakeslee Manufacturing Co. 


Type M2 1-10 H. P, Motor 











10 Q Street 


Duquoin, Il. 


When writing to 


; 

' 

4 
ee So 


Advertisers please mention MIL 
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Company near Pontiac, Mich., at an estimated cost of 
$750,000 
Mast, Foos & Co., Springfield, Ohio, manufacturer of 


pumps and other products, is building a new factory unit at 
an estimated cost of $50,000. 


The Charles Eneu Johnson Co., Tenth and Lombard streets, 
Philadelphia, ink manufacturer, will build a new factory at 
an estimated cost of $100,000. 

The Iron & Machine Works, Inc., Main and 
Lindsay streets, Oklahoma City, will build a new plant at 
an estimated cost of $50,000. 


American 


The Grasselli Chemical Co., Cleveland, plans to build a 
plant to manufacture sulphuric acid near Wurtland, Ky., the 
estimated cost being $500,000. 


The Atlantic Coast Line Railroad Co., Wilmington, N. C., 
will build new locomotive and repair shops at Uceta, Fla., at 
an estimated cost of $900,000. 

The American Rolling Mill Co., Middletown, Ohio, is re- 


ported to be planning to build additions at Ashland, Ky., 
at an estimated cost of $250,000. 


The M. & N. Pattern Works, Inc., 448 North Halsted street, 
Chicago, is building a new factory at 1461 West Grand av- 
enue at an estimated cost of $40,000. 

The Electric Light Co., Chicopee, Mass., will 
build a new meter repair and auto repair building at its 
plant at an estimated cost of $75,000. 

The General Metal Spinning Co., 2824 North California 
avenue, Chicago, will build a new factory at 2643 Belmont 
avenue at an estimated cost of $90,000. 

The Atchison, Topeka & Santa Fe Railroad Co., Topeka, 
Kan., is considering building extensions to its shops at New- 
ton, Kan., at an estimated cost of $150,000. 

The board of education of the City of Newark, N. J., is 
considering plans for a manual training and vocational school 
Lo be built at an estimated cost of $700,000. 


Chicopee 


The Southern Sierras Power Co., Riverside, Calif., plans 
to build an addition to its steam-operated power house at San 
3ernardino at an estimated cost of $100,000. 

The St. Joseph Railway, Light, Heat & Power Co., St. 
Joseph, Mo., plans to build additions and extensions to its 
power plant at an estimated cost of $450,000. 

The Palm Ice & Refrigerating Co., 1533 S. W. 
Third street, Miami, is planning to build an ice-manufac- 
turing plant at an estimated cost of $500,000. 

The McAndrews & Forbes Co., Third and Jefferson streets, 
Camden, N. J., manufacturer of wallboard, is building a 
factory addition at an estimated cost of $160,000. 

The Texas & Pacific Railroad Co., Dallas, is said to be con- 
sidering the construction of a new terminal and shops near 
Gouldsboro, La., at an estimated cost of $800,000. 


Royal 


Johns-Manville, Inc., New York City, has been considering 
plans for rebuilding the portion of its branch plant at 
Waukegan, Ill., which was destroyed by fire recently with 
damage reported at $300,000. 

The Modine Mfg. Co., Racine, Wis., manufacturer of auto- 
mobile radiators, is building factory additions at Seventeenth 
and Racine streets at an estimated cost of $90,000. 

The Producers’ Cold Storage Co., Chillicothe, Mo., is con- 
sidering plans for an addition to its ice manufacturing and 
cold storage plant at an estimated cost of $50,000. 

The Gas & Electric Co., 245 Market street, 
Francisco, plans to build extensions to its plants, using for 
this purpose portion of a bond issue of $10,000,000. 

The Electric Light Corporation, Lowell, Mass., 
plans to build extensions in its system, using portion of the 
proceeds of an $800,000 stock issue for this purpose. 

Black & Decker Manufacturing Co., Towson, Md., manu- 
facturer of electric drills, recently let a contract for a new 
machine shop to be built at an estimated cost of $75,000. 


Pacific San 


Lowell 


The Holliston Mills of Tennessee, Inc., a company affiliated 
with the Holliston Mills, Norwood, Mass., will build a new 
textile mill and power plant at an estimated cost of $350,000. 


Roo OTE A LAI OE RATE oA ONE BAN 





Ace PI e 


131 





New Factories 











The Midwest Wall Paper Co., Kansas City, Mo., is build- 
ing a new factory at an estimated cost of $100,000. 

The DeMattia Foundry & Machine Co., Clifton, N. J., is 
building a new machine shop at an estimated cost of $85,000. 

The Peoria Auto Body Co., Peoria, Ill., will build a factory 
at Second and Munson streets at an estimated cost of $65,000. 


The Fuller-Warren Co., Milwaukee, manufacturer of 
stoves, is building a new plant at an estimated cost of 
$100,000. 

The Hecker-Jones-Jewell Milling Co., 503 Seneca street, 


Buffalo, will build a new flour mill at an estimated cost of 
$400,000. 

The Hauser Packing Co., Los Angeles, will build a new 
refrigerating and cold storage plant at an estimated cost 
of $105,000. 

The State Department of Prisons, Albany, N. Y., will 
build a new power plant at Matteawan at an estimated cost 
of $750,000. 


The Great Western Power Co., San Francisco, plans to 
build a power substation at Ryde, Calif., at an estimated 
cost of $180,000. 


The Ajax Electrothermic Corporation, Trenton, N. J., is 
building a new factory at Fernwood, N. J., at an estimated 
cost of $150,000. 


Svaulding Pulp & Paper Co., Newberg, Oregon, plans to 
build a new mill on the Willamette river at an estimated 
cost of $1,200,000. 


The West Florida Power Co., Tallahassee, Fla., will build 
a new hydroelectric power plant near Bloxham, Fla., at an 
estimated cost of $250,000. 


The Strickland Pattern Works, Chattanooga, Tenn., will 
build a new plant to manufacture dyeing machinery, the 
estimated cost being $45,000. 


The Illinois Central Railroad Co., Chicago, has awarded 
contract for a locomotive repair shop to be built at Burnside, 
Ill., at an estimated cost of $350,000. 


John M. Driver Co., 1644 North Fifty-fifth street, Phila- 
delphia, will build a new factory to manufacture paper 
products, the estimated cost being $90,000. 


The American Can Company, Los Angeles, is said to be 
planning to build a new plant at Santa Fe avenue and Forty- 
ninth street at an estimated cost of $5,000,000. 


The National Baking Company, Milwaukee, has let the 
contract for a new baking plant to be built at the corner 
of Twenty-second and Clybourn streets, Milwaukee, at an 
estimated cost of $250,000. 


The Marko Storage Battery Co., 1402 Atlantic avenue, 
Brooklyn, will build a new plant at Randolph street and 
Varick avenue at an estimated cost of $75,000. 


The Motor Equipment Co., 2216 Chestnut street, Phila- 
delphia, is considering the erection of a new factory at 
Riverton, N. J., at an estimated cost of $50,000. 

The Consolidated Cement Corporation, 111 West Monroe 
street, Chicago, is said to be considering the erection of a 
new mill near Rockland, Me., at an 
$2,000,000. 


estimated cost of 


The directors of the Sesqui-Centennial International Ex- 
position, Philadelphia, will build two new pumping plants 
for fire protection of the exposition grounds and buildings, 
the estimated cost being approximately $500,000. 

Spruce Falls Power & Paper Company, Ltd., Kapuskasing, 
Ontario, plans to build a new hydroelectric power plant and 
newsprint paper mill at a total estimated cost of $25,000,000, 
the project being one in which the New York Times is in- 
terested. 
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Selling Points of “S. & S.” Friction Clutches 


HE Clutch is one of the hardest working 
mechanical devices and therefore subject to 
wear. The average clutch user wants to know 


before he invests in clutch equipment whether 
the parts subject to wear can be replaced and 


ther such repairs are going to tie up his mach inery tor any 
ength of time We have worked this out to ‘the user's entire 
atisfaction The friction blocks take most of the wear. To 
enew them it is not necessary to remove an “S. & S." clutch 
By removing six cap screws and pushing the 


tch away, the friction blocks can be a in 
ho can use a wrench c¢ an do it. 
‘Ss. & S.” is a desirat pes 





1 intormation. 


~_s. Sn ag Son 


1675 Elston Ave. Chicago, Ill. 


Every mill supply house 
should stock —_ —- 

IDF TUS) WWANIORY = 
SPEC S10 Aries 

Pressure Regulators Float Valves 

Back Pressure Valves Steam Traps 

Stop and Check Valves —Other Valves, all listed 

Exhaust Relief Valves in the big catalog. 


Write for your copy and for the liberal dealer plan to 


G. M. Davis Regulator Co. 


108 Milwaukee Ave.. Chicago 





| IGH grade copper 
entirely enclos- 
ng a filler of asbes- 
tos packing, com- 
pressed to give cor- 
rect seating resist- 
ance and long life— 
the Metallo method of 





4 
Round ers 


Ke”, 





=i 


















-“_ all sizes alve disc construction. 
Tt ‘re leak-proof and 
la six times as long as 

Square Hole oO position discs i 

%4", 1", 142", 

for the new Metallo 
atalog am learn more 


about “Metallo valve discs 
and Metallo gaskets. 


Line 


will increase your 


a sales 
wo 5 Send for 


Catalog and 


v'sn 
‘Vd 2143 
SONVTI0H | 


Terms 


HOLLANDS MEG. Co. 


ESTABLISHED 1887 


ERIE, PA. 





Metallo Gasket Co. 


New Brunswick, N. J. 


\ Ww = ae \ 
| Beles yp) NSzek 


Cina to contain no rosin 


WIZARD (Stick) Belt iy Dressing 


IS STRICTLY A JOBBERS’ PROPOSITION 


Jobbers specializing in transmission mate- 
rials will find our advertising system unusu- 
ally helpful in selling belt dressing. 


Sales guaranteed—Write for our proposition. 


RICHMOND BELT DRESSING MFG. CO., Inc 


Richmond, Va. 


The New CE 


Keyless Drill Chuck 


LIGHTER IN WEIGHT 
ALL HARDENED PARTS 
KEYLESS 
SELF-CENTERING 
HAND OPERATED 
BALL BEARING 
CONTINUOUS GRIP 
SIMPLE CONSTRUCTION 
1 Real Dealer's Profit— 
Stock Them 


Eastern Tube & Tool Co. 
594 Johnson Ave. Brooklyn, N. Y. 


Common Sense Flue Cleaner 


Adjustable to Tubes, Never Sticks in Flue, Passes Welds or 
Obstructions 





Shaves Carbon Perfectly. Guaranteed to Give Satisfaction 


Against Defects in Material or Workmanship 


Fries & Company, 91 Main Street, Buffalo, N. Y. 


LOINGEG 
JMPERIAL:\icEOUIPMENT 
OXY-ACETYLENE PROCESS 


Complete Welding and Cutting 
Outfits for All Requirements 





Lead Burning Outfits 
Welding Rod, Flux, etc. 


Automatic Acetylene Generators 


Brazing and Pre-heating Torches 
Catalog and Prices on Request 


Imperial Brass Mfg. Co. 
511 South Racine Ave., Chicago 


lease mention Mitt Supp ies 
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New Corporations 








Consolidated Boiler Corporation, Benton Harbor, Mich., 
$150,000, to manufacture steam and hot water boilers; in- 
corporators: Harry V. Tutton, A. T. Johanson and others. 


Thompson Water Heater Co., Glendale, Calif., $250,000, to 
manufacture water heaters; incorporators: George O. 
Thompson, Howard M. Baird, Murdock J. Gillis, Jr., and 
others. 


Remote Control Valve & Mfg. Co., Pasadena, Calif., $50,- 
000, to manufacture special valves and other products; in- 
corporators: S. L. Roland, Charles Atherton and Harold G. 
Young. 





Field Notes 


ma—_— 


-<e--: 





The Pittsburgh Steel Co., Pittsburgh, has leased a building 
on Front street, Memphis, for use as a new branch distribut- 
ing plant. 

The Baker & Meclowell Hardware Co., Natchez, Miss., 
dealer in hardware, engines, pumps and mill machinery, has 
gone out of busines 


The Ohio Bras 
its Chicago office from the 12th to the 17th floor of the 
Fisher building, 3483 South Dearborn street. 

The A. & F. Brown Co., New York City, manufacturer of 
‘ansmission equipment, has moved its sales department 
and stockroom to its plant at Elizabethport, N. J. 


Company, Mansfield, Ohio, recently moved 


The Lunkenheimer Company, Cincinnati, is reported to 
have disposed of a number of its old factory buildings on 


Beekman street to the Kant-Skore Piston Co., that city. 


The Hoopes & Townsend Corporation, manufacturers of 
bolts and nuts, is abandoning its Philadelphia plant but will 
continue operating its plants in Chicago, Detroit and 
Bayonne, N. J. 


The Atlanta sales office of the Detroit Twist Drill Com- 
pany, Detroit, has moved from 1405 Graham street, N. W., 
to a new location in Room 419, 101 Marietta street building. 

The McCoy Nolan Supply Company, Milwaukee, distrib- 
utor of mechanical rubber goods, factory and engineers’ 
supplies, has moved from 511 East Water street to 425 
Kast Water street. 


Smith’s Inventions, Inc., Minneapolis, manufacturer of 
welding and cutting apparatus, has changed its corporate 
name to Smith Welding Equipment Corporation. There will 
be no change in personnel or policy. 

Imports of rubber and balata belting into Finland are re- 
ported to be growing, and according to the Department of 
Commerce the United States may well expect an increased 
trade in this line during the current year. 

Gemco Manufacturing Co., Milwaukee, manufacturer of 
automobile accessories, recently took over the business of 
the One Piece Fibre Broom Company, that city, and plans 
to sell the products of the latter through mill and hardware 
supply jobbers on a strictly jobber basis. 

The Ascher Supply Company, 236 North Third street, 
Columbus, Ohio, jobber of plumbing and steamfitters’ sup- 
plies, has been purchased by Karl G. Agler and J. G. Mohler, 
formerly members of the Scioto Valley Supply Company 
organization. 

The Steiner & Voegtly Hardware Company, Diamond 
street, Pittsburgh, is discontinuing business. FE. J. Voegtly 
has organized a new company which has started in business 
at 218 Diamond street, but the new firm will not handle mill 
and mine supplies. 

The Automotive Equipment Association will hold its 
eleventh annual convention and show at the Coliseum, Chi- 


cago, from November 8th to 13th. This is the organization 
which was referred to at the Atlantic City convention as one 
after which a national mill supply association should be 
modeled. 


All officers of the Oil Well Supply Company, Oil City, Pa., 
were recently re-elected as follows: President, Louis Brown; 
vice-presidents, D. J. Brown, Thomas Fleming, Jr., and 
S. C. Reed; treasurer, H. C. Burns; assistant treasurer, 
H. A. Boschert; secretary, W. W. Anderson; assistant sec- 
retary, E. W. Criswell. 


The National Machine Tool Builders’ Association has 
voted to hold its own exposition of machine tools at Cleveland 
in the fall of 1927. This move has been under consideration 
for several months, and the decision was made by unanimous 
vote of the members at the recent spring meeting of the 
organization in Providence, R. I. 


The Bonney Forge & Tool Works, Allentown, Pa., has re- 
cently enlarged its sales organization by the addition of two 
new men, who will sell the company’s line of chrome vana- 
dium wrenches and other products. fonald Wixson will 
cover Florida, Georgia, North Carolina, South Carolina, Vir- 
ginia and West Virginia. I. K. Fox will have Colorado, 
Kansas, parts of Louisiana, New Mexico, Oklahoma and 
Texas. 

Haverstick & Co., Inc., 45-49 Ford street, Rochester, N. Y., 
distributor of mill, mine, railway, engineers’, machinists’ and 
contractors’ supplies, has recently purchased property, 105 
by 200 feet, adjacent to their present building, giving the 
company a total frontage of 217 feet with a depth of 
feet, with a private railroad siding. The new property in- 
cludes a large, heavy mill-type construction warehouse, 
with room for additions as needed. 
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E. A. Smith, for the past 10 years a member of the sales 
rganization of the Hill Clutch Machine & Foundry Co., 
Cleveland, has organized the Engineering Sales Corporation, 
with offices in the Perry-Payne building, Cleveland. The 
new company will act as contracting engineer and distributor 
of industrial equipment, covering power transmission ma- 
chinery, elevating and conveying appliances, speed reducers, 
trolleys, switches and cranes, and other allied lines. It will 
also deal in new and used machinery, and furnish mil 
service. 


J. H. Connors, vice-president and general manager of the 
Republic Rubber Company, Youngstown, Ohio, has an- 
nounced the following promotions in his organizations, effec- 
tive May 15th: O.S. Dollison, who has heretofore functioned 
under the title of assistant manager of mechanical sales, is 
appointed manager of mechanical sales; J. P. Bird, who has 
functioned as chief clerk of mechanical sales, has assumed 
the title of assistant manager of mechanical sales to succeed 
Mr. Dollison. Mr. Bird has been in turn succeeded as chief 
clerk by H. F. Morneweck. 


The Lake Erie Bolt & Nut Co., Cleveland, has purchased 
the plant which it has been operating under lease for some 
years. Included in the lease was an option to buy, and the 
directors of the company have exercised that option. Norris 
J. Clarke is president and general manager of the company. 
At the recent annual meeting, sales for the first quarter of 
1926 were reported as being 51 per cent greater than during 
the corresponding period of the year before, and net profits 
for the quarter were $66,006, compared to $21,723 for the 
corresponding quarter of last year. 


S. D. Black, president of the Black & Decker Manufactur- 
ing Company, Towson, Md., has announced that all outstand- 
ing first mortgage bonds remaining from the bond issue 
which the company sold December Ist, 1920 payable in 10 
years’ time, are now being called for payment June Ist, 
four and a half years ahead of their date of maturity. 
Within the past 30 days the company has purchased 30,000 
square feet of property in Oakland, Calif., as a site upon 
which to erect a fireproof building to be used as Pacific 
coast sales, service and warehousing headquarters. 


W. A. Case & Son Manufacturing Co., Buffalo, has merged 
with it the Fred Adee Corporation, New York City. The 
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Our Practical Force-Feed 
Lubricators 


are universally applicable to steam engines 














There’s a en 
margin of é 
profit for you in selling 
AMERICAN belting. It is 
made from the best grade 
of oak tanned leather and is 
built for real service. The 
repeat orders you get will 
prove its quality. 


AMERICAN LEATHER 
BELTING Co. 





of all types and sizes, steam pumps, air and 
ammonia compressors. They are easily in- 
stalled and adjusted, and feed any grade of 
~ oil with clock-work regularity. 

One of the fastest selling and best paying 


power plant specialties on the market today. 


They are now stocked and sold by hundreds 
of Mill Supply Jobbers. If you are not one 
of the number, let us mail catalog and sub 





The mit our proposition for 1926. Manufacturers of Leather 
t 
Sure-Shot selting 
Lubricator Write today. Mention Mill Supplies. 


1455 West Congress St. 
CHICAGO 


McCULLOUGH MFG. CO., Minneapolis, Minn. 


"ce Fete" See = 
Sockets _——— 
and Sleeves 








The new “Economy” Thumb Screw is similar to 
a round head machine screw, threaded up to the 
head. The steel key is forced into the slot of the 
screw under pressure and can’t loosen. The re- 
sult is an all-steel screw, with wide binding sur- 
face, standard threads and bright tumble finish. 
Pleases every mechanic who has had to work 
with old style cast and malleable thumb screws. 


One solid piece—Standard except the flat ; 

=, ORDINARY DRILL SOCKET will drive a twist drill 
nly as long as the drill has a tang. When the tang twists off 
1ank breaks, the drill is useless in the ordinary socket. 





or No delay in shipment. Complete stocks of all 
sizes. Also made in brass and bronze. A good 
seller. Send for Deaier’s Sample Outfit. 


BUT—grind a flat (time 3 minutes) on the broken drill, slip 
it into a “‘Use-Em-Up” Socket, and it’s as good as a new drill. 





Furnished in Sleeve or Socket Type. Specials made to order. 


Write for Jobber’s proposition, ECONOMY SCREW CORPORATION 
Manufac é 9f Standard Round, Flat, Fill d O1 Head 
LOVEJOY TOOL WORKS ae — Mi ‘aa ia ‘Sone Wathers poe yor Rica 7 va eg 


328 West Ohio Street Chicago | 5215 Ravenswood Ave., Chicago, Ill. 


LEATHER FILLET LEATHER 


“LINLY”’ 


The Perfect Fillet 
Made by 
G. E. Tennison, Cincinnati, Ohio 
Write for information 


You the No. 208 Tah 
Has No Equal 


Produces extreme heat using but little fuel 
and is, without question, the most durable 
tool ever made. 


WE ARE PROUD OF THE FACT 
THAT WE INVENTED THE DOUBLE 
BLUNT POINT NEEDLE, which fea- 
tures this Torch and makes it so much 
better than Sharp Needle Tools. Ask for 
Circular, it’s free. Jobbers supply at fac- 
tory price. 


LEATHER FILLET LEATHER | xa Tarek Clayton & Lambert Mig. Co. 





price 6257 Beaubien st., Detroit, Mich. 


~~ on an ne eee ten rene OT Ee LA arene 


The No. 401 Champion 
Steel Rivet Forge 


can be seen working on 99 out of 
every 100 structural steel buildings 
being built in the United States to- i ; Manufacturers of 
day. The same may be said of all jf % r = 
railroads, bridge builders, boiler makers, | , teem tee tS od 
tank builders, etc. The No. 401 Forge WOO D HAND schEwe: 
has not only been adopted by this clas IRON & woop. ace 
of trade in the United States, but also SCREWS: SEMI aren = 
throughout the entire world. : “ ; - cCEL 

; WOOD PLANES; PLANE 
IRONS & MACHINE 
KNIVES; WOOD MAL- 
LETS; COOPERS’ WOOD 


TOOLS; AND EYE, SHANK, 
Champion Blower & Forge Co. 


ga  ); & GOOSE-NECK HOES. 
Lancaster, Pa. a Sie Write for Catalog —4 
i 


a See ume um eceitinaiinindshineametiieememmeant | 


SANDUSKY TOOL 


CORP. 1} 
142 Meigs St. 


Sandusky, Ohio 


Business Founded 1868 





Carried in stock by all the leading 
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Write for catalog. 
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latter company has had branches in Jamaica, L. I., Patcho- 
gue, L. I., Englewood, N. J. and New Rochelle, N. Y., in 
addition to its main house in New York. W. G. Case, chair- 
man of the board of the Case company, has retired from 
active service, and has been succeeded by his son, Edward 
W. Case. N. J. Higinbotham formerly president of the Adee 
company, has been elected president of the Case company. 

Several men whose names are associated with the southern 
mill supply field are included in the list of officers recently 
elected by the Southern Metal Trades’ Association. The 
new officers are as follows: President, George B. Crocker, 
Gastonia, N. C.; first vice-president, John S. Schofield, 
Macon, Ga.; secretary, W. E. Dunn, Jr., Atlanta; treasurer, 
J. L. Cox, Atlanta; state vice-presidents, J. T. Belding, 
Georgia; W. D. Tynes, Alabama; H. E. Ray, Mississippi; 
N. R. McCruston, North Carolina; T. H. Liddell, South Caro- 
lina; Charles R. Law, Louisiana; E. H. Trick, Texas; W. E. 
Thomas, Virginia; R. O. Collins, Florida; F. I. 


Brown, 
Arkansas. 


A new corporation to be known as the Warren Hide & 
Leather Co. in which Worcester, Mass. capital is invested, 
has bought a tannery in Morrisville, Vt., and will continue the 
business of the Warren Leather Co., of Morrisville. The cor- 
poration has been incorporated under the laws of Massachu- 
setts and is capitalized for $150,000. The officers of the new 
company are: President, W. A. Place, president of the War- 
ren Belting Co., Worcester; vice president, C. H. Slocum, 
Morrisville; secretary and treasurer, W. H. Bowman, treas- 
urer of the Warren Belting Co., Worcester; assistant treas- 
urer, William H. Warren, assistant treasurer of the Warren 
3elting Co., Worcester and director, Earl W. Parks, super- 
intendent of the Warren Belting Co., Worcester. 

The Timken Roller Bearing Company has recently an- 
nounced several changes in personnel. Fred G. Rumball, 
formerly manager of the Kansas City branch of the Timken 
Roller Bearing Service and Sales Company, has been pro- 
moted to the position of sales engineer, automotive division, 
of the Timken Roller Bearing Company, with headquarters 
at Cleveland, with Edgeley W. Austin, assistant manager of 
sales. He has been succeeded in Kansas City by J. M. Carey, 
formerly a salesman at that branch. The Timken Roller 
Bearing Service and Sales Company, located at 1033 Cathe- 
dral street, Baltimore, was closed May Ist, and the service re- 
quirements in that territory will now be supplied through 
Philadelphia, Pittsburgh and Richmond branches. T. F. Rose, 
formerly assistant branch manager of the Chicago branch of 
the service company, has been appointed branch manager at 
Cincinnati. H.C. Sauer, formerly assistant branch manage™ 
at Cleveland, has been appointed Detroit branch manager. 

The stockholders of the Reed-Prentice Co., Worcester, 
manufacturer of machine tools and supplies, at a_ special 
meeting held in its office May 19, voted to carry through the 
reorganization plan which comprises transferring the assets 
of a new corporation to be known as the Reed-Prentice Cor- 
poration. Under this plan the owners of the 12,489 shares 
of preferred stock of $100 par value in the present com- 
pany will receive for one share of old stock, one preferred 
share of $50 par value of the new, together with one share 
of common stock. In addition the old shareholders will have 
the right to subscribe for one share of new common stock at 
$5 for each share of old preferred stock. Holders of the 
9470 shares of common stock will have the right to subscribe, 
at $5, for one share of new common for each share of old, 
this right being subject to the prior right of preferred share- 
holders. The new board of officers, to be elected at a subse- 
quent special meeting, will be identical with the present 
board, with J. Verner Critchley as president. 
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SITUATIONS WANTED 
~ WANTED—Manager of mill supply house of splendid 
reputation desires to make a suitable connection with a high 
class manufacturer as its representative in the South. Can 
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furnish references as to character and ability, and will be in 
position to make a change about the middle of this year, pos- 
sibly earlier if necessary. Address No. 848, care MILL Sup- 
PLIES, 5387 S. Dearborn St., Chicago. 
WANTED—FExperienced mill supply sales executive, thor- 
oughly familiar with all phases of the business, desires man- 
agerial position, either buying or selling, with mill supply 
house. Will also consider position as manufacturer’s repre- 
sentative, preferably with Chicago headquarters. Address 
No. 856, care MILL SUPPLIES, 537 S. Dearborn St., Chicago. 








SALESMEN WANTED 





WANTED—Large manufacturer of high grade Mechanical 
Rubber Goods has positions open for experienced salesmen 
in Chicago, New York, Detroit and Philadelphia. Address 
No. 854, Care MILL SuPPLIES, 537 S. Dearborn St., Chicago. 


WANTED—Mill supply salesman to cover North Texas 
territory west of Forth Worth. Must have knowledge of the 
line and prefer man familiar with Texas territory. 


Address 
Box 1548, Muskogee, Oklahoma. 


WANTED—tThree young men with from two to three 
years’ experience in the Mill Supply field, preferably be- 
tween the ages of twenty-one and twenty-five years. We 
prefer young, ambitious men, who are willing to travel. 
Address P. O. Box 954, Memphis, Tenn., giving references. 


BUSINESS OPPORTUNITY 


Old established concern, manufacturing a 
high grade Leather Belt, wants partner who controls some 
large Leather Belting accounts, 
ondary consideration. This is a real opportunity. 
No. 857, care MILL SUPPLIES, 537 S. 





Pennsylvania 


main object sales, cash sec- 


Address 
Dearborn St., Chicago. 
AGENCY WANTED 





WANTED—Man with thorough business and mechanical 
experience desires the exclusive agency for New England for 
some article of merit preferably in the mechanical or elec- 
trical line. Address No. 858, MILL : 
Dearborn St., Chicago. 


care SUPPLIES, 537 S. 
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J.D. BURRILL & SON ~ ILION.N.Y. 








:: PROFIT 


MANUFACTURERS 


Insulating 
Cements 
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ASBESTOS PRODUCTS COMPANY 
Chicago, Hil. 
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The Standard 
for 50 years 


Jobbers and Mill 
Supply Houses 
— Lay Metal Case 
brooms need no in- 
troduction — no 


forced selling meth 


ods. 


They are the standard by which industrial 
brooms are judged. It is always easier to sell 
the product of the leader than that of competi- 
tors which the leader has created. Write or 
wire for proposition and discounts. 


THE JOSEPH LAY COMPANY 


PORTLAND, INDIANA Est. 1876 
New York City ( pcicihiene Chicago 
110 W. 34th st 9345 Gorman Ave. 920 Medinah Bldg. 
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No. 780 


The Valve with the Reversible Disc & Seat 


Seat and disc of Nicu- 
lanium — a hard, tough, 
close-grained nickel alloy 
—-resists effectively the cut- 
ting, wearing action of high 
temperatures and pressures, 
that is one factor in the 
economy of Reverso Valves. 


To this is added the re- 
versible feature. When one 
side wears both disc and 
seat reverse and you have 
the life of another valve 
with no extra expense. 

But this is not all of Re 


verso’s vitality as disc and seat 
are easily regrindable. 


Reverso is a valve unexcelled 
on steam, water, oil, air or gas. 
For other features, types, sizes 
and prices, ask for new bulletin 
No. 17. 


REVERSO: — Bronze _ body 
for 200 Ibs. pressure Total 
temperature 550 deg. 

IROVERSO:—Iron body for 
150 lbs. pressure Total tem- 
perature 450 deg. 


THE D. T. WILLIAMS VALVE CO. 


CINCINNATI, OHIO 











GENUINE 





Self Lubricating - Anti-Frictional 


Mabb’s Chicago Rawhide 
Hydraulic Packing 


The Chicago Rawhide Mfg. Co. 
1301 Elston Ave. Chicago, Ill. 


Sole Manufacturers 
BRANCHES 


109 Broad St., New York 228 W. Fourth St., Los Angeles 
209 Broad St., Boston 2428 Riverside Drive, Minneapolis 
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ASHLAND, OHIO 
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Se NT Re RETA S PEER PATIO 


ILLINOIS MALLEABLE IRON CO. 


General Offices, 1801 Diversey Parkway, CHICAGO, ILLINOIS 


Manufacturers of 


Cast and Malleable Fittings, Screwed and Flanged 
Nokoros Unions, C. D. Railroad Unions 


IRON BODY GATE VALVES 


Screwed, Flanged and Hub Ends. 


Sizes 2 in. to 12 in. Inclusive. 











THIS SAND BLAST WILL MAKE MONEY 
FOR METAL GOODS MANUFACTURERS 
and makers of goods in glass, celluloid, Quantity work is rapidly done in this 





hard rubber, wood 


and other materials by 
quicker production and _ su- 
perior finishes. No experi- 
ence whatever is required to 
operate this outfit so that 
any boy or girl may be em- 





LEIMAN BROS. PATENTED 
CONTINUOUS FEED 


SANDBLAST 


way—in fact, it is 
the most rapid and improved 
method of doing this work 
—displacing the scratch 
brush for mat and silky fin- 
ishes and for cleaning cast- 








ployed at the work without fear of marring or spoiling 
the work. It can be operated from any power shafting or from 
an engine or electric motor. A half pail of sand lasts for 
many days. 

An outfit like this feeds the sand automatically and the con- 
tinuity of the sand flow is controlled by foot pressure. All the 
work is done inside the cabinet so that the operator is not 
bothered with dust. He holds the work piece by piece under 
the nozzle, where the spray of sand quickly produces the mat 


finish desired. 


LEIMAN SAND BLAST 


ings before plating—it dis- 
places dangerous acids also—and the finish is always 


more even and uniform from day to day without streaks or 
other undesirable effects. 


Makers of gas fixtures, electrical goods, cosmetic containers 


in metal or glass, rubber goods where moulds are to be 
cleaned; chemical laboratories where bottles are to be marked and utensils 
freed from corrosion; all manner of manufacturers, in fact, should investi- 
gate the possibilities of sand blasting, as there are unsuspected places 
where it should have been used years ago. Tell us your mode of manu 
facture and we will be glad to make recommendations without any obliga- 
tions on your part whatsoever. 


Makers of good machinery 
for 35 years 


23 WALKER ST. HM 
New York 
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FRAMES, WALL Standard Pressed Steel Co. Royersford Foundry & Machine Co. 
Bond Foundry & Machine Co r. B. Wood Sons Co. MACHINERY CLUTCHES 
Dodge f ( orporation HEADS, EXHAUST Chicago Pulley & Shafting Co. $ 
I ; The Swartwout Company Dodge Manufacturing Corporation 1 
The Hill < Machine & ie oundry Co HEATERS, FEED WATER E dge mont Machine Co., Inc 
The Medart ompany Arthur Harris & Co Is Cluteh & Machinery Co 7 
Royersf< rd Foun iry & Machine Co The Swartwout Company. The Hill Clutch Machine & Foundry Co = ey 
2. Wi s cyanea i aca The Medart Company ee 
FU RNAC ES, SOLDERING itaitttea Ue ae — rRIC he Movre & White Co f 
‘Mayton & e Mfg. Co : bpd BS 2g x : hele: , : A. L. Schultz & Son 
Gan W. Disa ; HEATERS, GLUE, STEAM AND GAS T. B. Wood Sons Co, 
Scandinavian n Im & Co ee ee MACHINERY, COAL HANDLING 
\ . HELMETS AND RESPIRATORS H.W. Caldwell & Gon Ga. i 
wee ae ‘ DI I Chicago Eye Shield ( $c cage Dodg Manufacturing Corporation 
iiecws a a jue Matin mea MACHINERY, CONVEYING AND ELEVATING 
— sinh sis Bid si aca ‘ Dodge Manufacturing Corporation 
GAGES, IRON, AMMONIA AND CHEMICAL HOISTS, CHAIN Pa Cluteh & Machinery 
Nason Manufacturing ee ge Moore M The Hill Clutch Machine & Foundry Co 
GAGES, WATER The Yale & Towne Mfg. Co MACHINES, GRINDING AND POLISHING 
An n I tor Co a ; Bodine Electric Company 
Detr , —— woe ECTRIC Bond Foundry & Machine Co. 
M R i — Cincinnati Electrical Tool Co. 
Na. . , Th Ya & Towne Mts. Co Royersford Foundry & Machine Co 
Pe HOISTS, HAND Sto » Co;, Bx 
Tr I Co r Moot bits... "0, N. A. Strand & Co 
T} W ms Valv Wright Manu turing Compan The United States Electrical Tool Co 
Ty l . . , fe Co aad . » - 
GASKETS I FSIS Se SOW RG ae. C0: MACHINERY, ICE AND REFRIGERATION 
Jenkins } = ; HOLDERS, TOOL Henry Vogt Machine Co 
He . 7 Ar stron jros “ool Co * - sa 
Hewit *, ‘ae dels te MACHINES, METAL CUTTING 
J ’ E. C. Atkins & C : 
M G ‘HOOKS, BELT inh bb ek stent ot WADERS 
sew York Belting & Packing 1 Bris Gompans MACHINES, PIPE CUTTING AND 
GAUZE, TUBUL AR KNITTED Flexi Steel Lacing Co THREADING 
rr t flel« % D y e p 
‘ Sanitary Wipers Ir HOSE, COTTON age ie 5 Ag alae 
GEARS hoy a & Rubber Co Toledo Pipe Threading Machine Co 
id 2 ul Rui ~ MACHINES, PUNCHING AND SHEARING 
a Rawhide Mfg. ( ting & Packing Co Royersford Foundry & Machine Co. 
goa M f ng 1 HOSE, RUBBER ~ MACHINES, TIRE ROUGHING 
T H Mact & Be Hose & Rubber ¢ The United States Electrical Tool Co 
T Medart pany DI Co T MACHINERY, WOODWORKING 
I indry He : 4 k Cc. Atkins & Co. 
GEARS, SPEED REDUCING _ Soe a Co The Crescent Machine Co 
itch Machine & Foundry nie a ™ —e Greenfleld Tap & Die Corporation (lathes) 
GLASSES, GAGE ae ; “ The Sidney Machine Tool Co 
- tag HYDRAU I. 1 LEATHER MAL L E TS, WOOD 
. , ( tawhid { . 
Tr I ‘ Mfg 2 .A% I Sau 
GLUE BEATERS, COOKERS AND POTS The Watson Still1 MALLETS Pibsoe HAMMERS, RAWHIDE 
> ‘ as INJECTORS hicago Rawhide Mfg. Co 
ee. Se American Inject MANDRELS 
Shield Company Penberthy Injector Morse Twist Drill & Machine Co 
GRAP HITE FOR ALL Pt RPOSES The Wm. Powell MATS AND MATTING, RUBBER 
e ( Sherw 1 Mfg. Co Rubber Co., ne 
GRE ASE, LUBRICATING INSULATING MATERIALS ical Rubber Co 
Bond Fou Machin Bondelir Johns-Manville, In ‘Iting & Packing Co 
Joseph Dixon Crucible IRON PRESERVATIVES MERC HANDISE CONVEYORS 
I ersf l indry & M ohr Manvills n E. Myers & Bro. Co 
GRINDERS, BELT, ROPE AND MOTOR IRONS, SOLDERING METAL, BEARING 
DRIVEN S E A . Manufacturing Corporation 
+ 4 y ring ‘ Ir il g 3S gronze C 
Stow Manu iring I JACKS, LIFTING pie a 
GRINDERS, BENCH AND FLOOR L a WW Sra ae 
Four & Machine Co JOINTERS, WOODWORKING The Medar ny 
g 1 & Sha g T Cncenagt Sten tts ‘ Monarch Mi tal o 
E rj I =. s can’ aie hir T ! Reeves Pulley Co 
L Electri Mfe JOINTS, EXPANSION, COPPER MILL a ph pero ALL KINDS 
catathon 1 ye: Mfe ee Pg aes i Bond iiladelphia 
haweratard 1 ndry & Machine ‘ : — I ch gO i ~whide Mfg. Co 
Royersford ind x —. KE TTLES, STEAM JACKETED Edward R. Ladew Co., Ine 
lethal dite ps ; Ar Har ( t A. Schlieren Ce 
e GRINDERS, DIS¢ (KNIY ES, MACHINE I. B. Williams & Sons 
I Machine ( - CC Atkins & MONORAIL SWITC aus AND TURNTABLES 
GRINDERS, ELECTRIC The Yale & Towne Mf Co 
The Black & Decker Mfg. C LACERS, BELT MORTISERS 
c : . pper Belt L: The Crescent Machine Co 
% L ADLES, MELTING MOTORS, ELECTRIC 
Lo Elect Mfg Holla Mfg Rod tric Company 
Mara E Mfg M Body a Marat} Electric Mfg. Co 
St M ne ¢ G . MOV ERS, CAR 
we Ase 5. Ser LAMP GUARDS Pavance '€ f 
7 a LAMPS, ELECTRIC, ADJUSTABLE | ” ecetn eae 
Pn cess Electr T ( t , Rond Foundry & Machine Co 
The United State Electri ) LATHES, WOODWORKING Dodge Manufacturing Corporation 
N Greenfield Tap & D rporation t “ ' ' . 
Flexible Gu. ARDS, a ECTRIC — whe Midnes Machine Soot Ce The Hill Cluteh Machine & Foundry Co 
chetaes . - _— be F ita 5 : The Medart Company 
GUAR Ds, CABLE, HIGHWAY LEATHER FILLE r. BR. Wood Sons Co, 
ce ‘ 7 NUT SETTERS 
_ GUNG, —_ AND GREASE LEATHER SPECIALTIES The United States Electrical Tool Co 
So casine wader & tare C ‘hicago Rawhide Mfg. C NUTS, MACHINE SCREW 
. erstora | ee — 7 Edward |! Lz Co.,; ER >) nor Screw Corporation 
seecseaiiiec tieae gg onwenry LEATHERS, HAND NUTS, WING 
* ANGER BALL BEARIN( Mcago Hawise ate. Co ae eS ee 
~~ v7) 4 
ee iene , LEGS, BENCH OIL PUMPS, HAND 
cr 7 I & Shafting Co 
“apis. lygroed : Standard Pressed Steel Co Sherwood Mfg. Co. 
Skavef Ba B earing C a 
LEGS, LIFT TRUC K PLATFORM OIL WELL ACCESSORIES 
HANGERS, DOOR Plimpton Lift Truck C« The Wm. Powell Co 
F. E. Myers & Bro. Co LOC KS, INDUSTRIAL OILERS, HAND 
HANGERS, PIPE The Yale Beh er A 
Tlin Malleable Iron C LUBRICANTS, BALL & ROLLER BEARING OILING DEVICES 
Walwortt mpany} & M hir Co, American Iniector Co, |] f 
HANGERS, SHAFT f 1 & Machine ( Detroit Lubricator ¢ oO. ; 
Amer ey Compar uM BRICATORS ahovessa Wee Co. 
Bond , Pha The D. T. Williams Valve Co. ; f 
4 x é 7 i . 
” & M { Minn PACKING, AMMONIA 
i M f ir M Boston Woven Hose & ! r Co 
M Diamond Rubber Co.,, & : 
M = M Greene, Twe a & 
M . , r \ V Co John —— lle, In a 
MACHINE TOOLS 1e Mechanical Rubber Co. ; 
for M The Crescent Machine Co Ne Ww oe k Belting & Packing Co, } 
Gre fleld Tap & Die Cory The Republic Rubber Co, | 
ee . NCA A A I RG YMRS ANG GES BT IES RL: SATS NS ET OE 
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Sell a full line 


of Moncrieff Gauge Glasses 


You can assure your cus’ @ERTHD 
tomers that Moncrietft for steam pres 
Gauge Glasses, like Jenkins bs 

Valves and Jenkins Pack- UNiFIC 
ings, are made for the maxi 
mum service, not merely ths 

the average. (GEACON REO) 
These fine Scotch Gauge 
Glasses are furnished in five th 
types to fit various needs. (WAtTE ENAMEL 


These five varieties of these glass with whtt 


ean 
to 15 


Moncrieth Glasses provide for s team pres 
a range of stock from 
which the engineer can se CUBRICATOR 


lect a glass best suited for 





his work. 


JENKINS BROS. 







MINS 
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tre Ne Y \ : 
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In SuO™ 


June Judgment 


and every other month picks 


Genuine 
eo Nason 
Steam 

Traps 


CLASS © 







Class B 
1 to 200 Ibs. 


In 

1841 

we made 

our start oo ms. 


and are still 
right on the job. 


sidelug 
410 to 150 Ibs, 


Nason Manufacturing Co. 
71 Fulton St., New York 











MANUFAC TURING 
COMPANY 
LISBON.OH1O. 
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> ty 
8 Oey wae i 
atape 


Here's the book that 
brings to an end all your 


transmission worries! No detail 





has been overlooked—in fact, the 
Falls Handbook 18-D has been called the 
most comprehensive work of its kind ever 
published. 


Send today for your copy of this con- 
venient helpmate. It will be of great as- 


sistance to you, and costs nothing. 


Then, too. don't forget that we main- 


tain a staff of efficient transmission engi- 


v 
rRANsHIssio® QP MACHINERY 


The Falls Clutch & Machinery Company 
Cuyahoga Falls, Ohio 


206-208 Fulton st... New York—52-58 Purchase St.. Boston, Mass. 


neers ever ready to aid you. 




















PACKING, HYDRAULI 
Chicago Rawhide Mfg. Co. 
Diamond Rubber Co., Inc, 
Hewitt Rubber Co, 
Johns-Manville, Inc. 
Edward Rk. Ladew Co., Inc. 
The Mechanical Rubber Co. 
New York Belting & Packing Co. 
Chas. A. Schieren Co 
The Watson-Stillinan “Co. 
I, B. Williams & Sons 
PACKING, PISTON 
Diamond Rubber Co., Inc, 
Hewitt Rubber Co, : 
Greene, Tweed & Co 
Sohne-Manvite, Shc. tiie 
echanical Rubber 
to ere Belting & Pac cking Co, 
The Republic Rubber Co. 
PACKING, SHEET 
Boston Woven Hose & Rubber Co. 
Diamond Rubber Co., Inc. 
“Jenkins 2 Shea nga Bros. 
Bowls Rubber Co, 
ohns-Manv a oe = on 
echanica ubber ° 
The tom Belting & Packing Co. 
The Republic Rubber Co. 
PACKING, VALVE STEM 
Diament Rubber Co., Inc. 
Greene, Tweed & Co. 
He Ww tt Ri 
singer al R bber Co. 
ec hank ca ubbe 
aon vork Belting & Packing Co. 
The Republic Rubber Co, 
Sherwood Mfg. Co. 
PADI OCKS 
The Yale & Towne Mf ( 
P — , CORRT GATED METAL 


Company 





The Witt ‘ 
P AINTS, INDUSTRIAL 
Joseph Dixon Crucible Co. 
ohns-Manville, In¢ 
PANS, TOTE 

Mullins Body Corp. 

PANS, VACUUM 
Arthur Harris & 


— SOLDERING 


Chicago Solder Co. 

PEGS oR PINS, BELT LACING 
Chicago R awhide Mfg. Co. 
Clipper Belt Lacer Co. 


Flexible Steel Lacing Co, 
PIPE THREADING TOOLS 
Armstrong Bros, Tool Co. 
: re enfield pis & Die Corp. 
Toledo Pipe “Thre ac ding Machine Co. 
PIPE, HIGH PRESSURE 
The Watson-Stillman Co. 
PIPE, STEEL 
L. B. Foster Co. 
National Tube Co. 
PI eet WOODWORKING 
scent MW line Ce 
Ma, aie Tool Co. 
PLANES, WOOD 
Sandusky Tool Corp. 
PLATFORMS, LIFT TRUCK 
The Plimpton Lift Truck Corporation, 
Standard Pressed Steel Co. 
PLIERS 
Bonney Forge & Tool Works 
PLUGS, BRASS AND FUSIBLE 
American Injector Co, 
Sherwood Mfg. Co. 
The D. T. Williams Valve Co. 
The Wm. Powell Co. 
POLES, TUBULAR STEEL 
National Tube Company 
POTS, GLUE 
-Warm Electric Heater Corp. 
"POWER TRANSMISSION APPL IANCES 
American Pulley Company 
Arguto Oilless Bearing Co, 
Bond Foundry & Machine Co, 
H. W. Caldwell & Son Co. 
Chicago Pulley & Shafting Co, 
Dodge Manufacturing Corporation 
a mont Machine Co., The 
s Clutch & Machinery Co. 
Hill Clutch Machine & Foundr Co. 
The Medart Company 
The Moore & White Co, 
Pyott Foundry Co 
ey Foundry & Machine Co, 
. L. Schultz & Son 
Skayet Ball Bearing Co. 
Standard Pressed Steet Co, 
T. B. Wood Sons ¢ 
PRESSES, DRILL, JEWELERS’ SENSITIVE 
Leiman Bros, 
PRESSES, DRILL AND FOOT 
Royersford Foundry & Machine Co, 





The Cr 
The Si 








Detroit Lubricator Ca, 
McRae & Roberts Co, 

PROTECTORS, ELECTRIC LAMP 
Flexible Steel Lacing Co, 


Chicago Rawhide Mfg. Co. 
PULLEYS, BALL BEARING 
Falls Clutch & Machinery Co, 
Skayef Ball Bearing Co. 
thicago Pulley & Shafting Co, 


a a a I Et ee — 


PULLEYS, CAST IRON 
Birkle Machine Works 
Bond Foundry & Machine Co, 
H. W. Caldwell & Son Co. 
Dodge Manufacturing Corporation 
Falls Clutch & Machinery Co. 
The Hill Clutch Machine & Foundry Co, 
The Medart Company 
Pyott Foundry Company 
Royersford Foundry & Machine Co, 
T. B. Wood Sons Co 
PULLEYS, CONVEYOR 
H. W. Caldwell & Son Co, 
Dodge Manufacturing Corpor ition 
Falls Clutch & Machinery Co, 
The Hill Clutch Machine & Foundry Co, 
The Medart Company 
T. B. Wood Sons Co. 
PULLEYS, FLANGE 
Dodge Manufacturing Corporation 
Falls Clutch & Machinery Co, 
The Hill Clutch Machine & Foundry Co 
The Medart Company 
Pyott Foundry Company 
Reeves Pulley Co, 
Saginaw Mfg. Co, 
T. B. Wood Sons Co 
PULLEYS, FRICTION CLUTCH 
Bond Foundry & Machine Co, 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Edgemont Machine Co. 
Falls Clutch & Machinery Co. 
The Hill Clutch Machine & Found: Co, 
The Medart Company 
The Moore & White Co, 
Pyott Foundry Co. 
ee Rain y Co, 
A. L. hultz & Son 
faret Ba ll Bearing Co, 
T. B. Wood Sons Co 
PULLEYS, IRON CENTER 
Dodge Manufacturing Corporation 
The Medart Company 
Reeves Pulley Co, 
Saginaw Mfg. Co. 
T. B. Wood Sons Co 
PULLEYS, LOOSE 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
Falls Clutch & Machinery Co, 
The Hill Clutch Machine & Foundry Co, 
The ~~ speci ( cra any 








‘y Co. 

g Co. 

Beari ng Co, 
Sons Co 


PULLEYS, MOTOR 
Birkle Machine Works 
Dodge Manufacturing Corporation 


Falls Clutch & Machinery Co, 

The Hi Clutch Ma ‘hine & Foundry Co, 
The Medart C ompany 

Pyott Found ‘ompany 


Reeves Pulley Co. 
Saginaw Mfg. Co. 
T B. Wood Sons Co 
PULLEYS, ROLLER BEARING 
Skayef Ball Bearing Co. 
PULLEYS, STEEL 
American Pulley Company 
Dodge Manufacturing Corporation 
PULLEYS, STEEL RIM 
The Medart Company 
PULLEYS, STEP AND TAPER CONE 
Dodge Manufacturing Corporation 
Falls Cluteh & Machinery Co, 
The Hill Clutch Machine & Foundry 
The Medart Company 
Pyott Foundry Co 
Reeves Pulley Co, 
Saginaw Mfg. Co. 
T. B. Wood Sons Co 
PULLEYS, WOOD SPLIT 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Medart Company 
Reeves Pulley Co, 
Saginaw Mfg. Co. 
PUMP JACKS 
The Goulds Mfg. Co, 
F. E. Myers & Bro. Co, 
PUMPS, AIR 
Leiman Bros. 
PUMPs, CENTRIFUGAL 
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PUMPS, TANK 
Economy Pumping Machinery Co. 
Goulds Pumps, Inc. 
Kk. E, Myers & Bro, Co. 
PUNCHES AND DIES 
Royersford Foundry & Machine Co, 
PUNCHES, SCREW 
Lovejoy Tool Works 
RADIATORS, HIGH PRESSURE VERTICAL 
TUBE 


Nason Manufacturing Co, 
RAILS, ELECTRIC MOTOR 
Birkle Machine Works 
RAILS, STEEL 
L. B. Foster Co. 
RANGE BOILERS 
Wm. B. Scaife & Sons Co, 
RASPS 

Delta File Works 
Scandinavian Western Importing Co., Ltd 

RATCHETS 
Armstrong Bros, Tool Co, 

REAMERS 
Cleveland Twist Drill Co, 
Greenfield Tap & Die Corp. 
Morse Twist Drill & Machine Co, 
The Whitman & Barnes Mfg. Co 

REDUCERS, SPEED 
The Hill Clutch, Machine & Foundry Co, 
: ELECTRIC LAMP 
Company ‘‘Reelite”’ 
RESEATING TOOLS, VALVE 

The Black & Decker Mfg. Co. 
M. B. Skinner Co. 





Appleton 


RIVETS 
Russell, Burdsall & Ward Bolt & Nut Co. 
ROOFINGS, ASBESTOS 
Johns-Manville, Ine 
ROPE DRIVES 
H. W. Caldwell & Son Co. 
Dodge ae — acturing Corporation 
Falls Ch & Machinery Co, 
The Hill ‘Cluteh. Machine & Foundry Co, 
The Medart Company 
T. B. Wood Sons Co 
ROPE, WIRE 
Williamsport Wire Rope Co 
RUBBER GOODS, MECHANICAL 
Diamond Rubber Co., Inc, 
Hewitt Rubber Co, 
Jenkins Bros, 
The Mechanical Rubber Co. 
New York Belting & Packing Co, 
The Republic Rubber Co. 
RULES, ALUMINUM 
Rustless Rule Co., Ine, 
RULES, ENGLISH MEASUREMENT, METRIC 
AND COMBINATION 
Rustless Rule Co., Ine, 
RULES, CALIPER 
Rustless Rule Co., Ine, 
SAFETY DEVICES 
Chicago Eye Shield Company 
The Crescent Machine Co, 
Dodge Manufacturing Corporation 
SAND BLAST OUTFITrs 


Leiman Bros, 

SAWS, BAND 
American Saw & Mfg. Co, 
BE. C. Atkins & Co. 
J. PD, Burrill & Son 
The Crescent Machine Co. 
The Sidney Machine Tool Co 

SAWS, HACK (Blades) 
American Saw & Mfg. Co, 
E. C. Atkins & Co, 
Victor Saw Works, Inc. 
SAWS, HACK (Machines) 

E. C, Atkins & Co 

SAWS, HAND 
E. C. Atkins & Co. 

SAWS, SWING, CUT-OFF 
E. C. Atkins & Co 
The Crescent Machine Co. 
SAWS, CIRCULAR 
E. C. Atkins & Co, 
SCREWDRIVERS, ELECTRIC 

The Black & Decker Mfg. Co, 
Cincinnati Electrical Tool Co, 
Hisey-Wolf Machine Co 
N 


pastivrcesme> 


ee ee aw 








Economy Pumping Machinery Co N, A. Strand & Co, , 
PUMPS. ELECTRIC The United States Electrical Tool Co. 
economy Pumping Machinery Co SCREWDRIV — HAND 
s Pumps, In American Saw & Mfg. Co 
Myers & Bro, Co, SCREW MACHINE PRODUCTS 
PUMPS, GAS AND VACUUM Ferry Cap & Set Screw Co. 
Economy Pumping Machinery Co. Standard Pressed Steel Go 
Leiman Bros. 
= . SCREW PLATE 
PUMPS, HAND AND POWER Greenfield Tap & Die — 
oe re a Ce Morse Twist Drill & Machine (e. 
PRIMING CUPS lela sie oa ned ° SCREWS, BENCH 
PUMPS, JET Sandusky Tool Corp, 
American ous Co, ¥ ; 
Blakeslee Mfg. C SCREWS, CAP AND SET 
PI U MPS, MINE The Allen Mfg. Co. 
=“ , AY “oO Economy Pumping Machinery Co Ferry Cap & Set Screw Co. 
PULLEY COVERING Goulds Pumps, In “ Standard Pressed Steel Co. 
F, E. Myers & Bro. Co. SCREWS, HAND 
PUMPS, OIL Adjustable Clamp Comrany 
Detroit Lubricator Co, Sandusky Tool Corp, 
Leiman Bros, SCREWS, MACHINE, BRASS AND IRON 
Sherwood Mfg. Co. Economy Screw Corporation 5 
roan i 
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Air Tanks, Gasoline or Oil Tanks, Expansion Tanks 
Riveted—Welded—Copper Brazed; Plain or Galvanized 


We are prepared to manufacture Copper-Brazed Tanks in conformity with 


1. S. M. E. Unfired Pressure Vessel Code 
WATER FILTERS and PURIFIERS for every use 


Range Boilers 


wn. B. & SONS & 
FOUNDED erreanunen 
“= | FIL ERS 


New York—26 Cortland St. Chicago—38 So. Dearborn St. 

















Turned and Polished Shafting 
Milled Key Seats at Reasonable Prices 
Cold Drawn Rounds, Flats, Squares, Hexagons 
and Screw Stock 


Shipments from stock made the same day. Jobbers—Send for our stock list. 


BLISS & LAUGHLIN, Inc. 


Mills and General Offices: Established 1891 Chicago Warehouse: 
HARVEY, ILLINOIS 1023-1025-1027 West Jackson Blvd. 
Chicago Phone: Pullman 6490 Phone: Monroe 5356 and 5357 i 








THE COLUMBUS The Thin Red Line 
ANVIL & FORGING CO. | BROADENS 


Right up to the water level you 
can see the bright red band con- 
trasted against a clear white back- 
ground. 


No chance to mistake the water 
| level in a boiler equipped with 











— +, . + 
| Libbey Red Line 
“cc 99 : i os 
The Famous “Arm & Hammer al High Pressure 
. Gauge Glass 
Wrought Iron Anvil 
Cracithle Steel Face All the Libbey features - - - - 
Strength, toughness, maintained 
Prompt Shipments Made From Stock => clearness and ability to withstand 
sudden temperature changes. 
Main Office and Plant, 115-129 Frankfort Street Write for circular 


Columbus, Ohio, U. S. A. 
THE LIBBEY GLASS MFG. CO. 


Toledo. Ohio 


General Forgings of Wrought Iron and Steel 
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SCREWS, SAFETY SET 
Allen Mfg 
The Brist« 





sc RE Ws, rHUMB 


SEP ARATORS, OIL AND STEAM 





Th 
The iams il 
SH APTING, i LEAIBLE 
~ M I 
_ i & 
SHAFTING, STEEI 

Bor y & M hine n 
Bl & Laughlin, ly 
H. W ildw & Sor 
Chicago Pulley & Shafting Ce. 
Dodge Manufactur g | rat 

H M & 
The Me y 

rsf M 
A S & S&S 


SHAPERS, WOODWORKING 
t M 


€ ir M hit [ 
SHEAVES, MANILA AND WIRI 
W “ & Sor 





ROPE 


H 1 M & 
M 





SHIELDS, FACE AND EYE PROTECTION 


SHINGLES, ASBESTOS 
I 


SHOVELS, HAND 
SHOVI LS 


« 
SLEEVES AND SOCKETS, 


POWER 
DRILI 


SOLDER, BAR AND WIRI 


Hoy M ompany 
SOLDERING COPPERS, FLUX 
SALTS 


SPEED TRANFORMERS 
\I r ® , 


SPROCKETS 


Mt 
4 . 
STANDS, DRILI 
STANDS, EMERY WHEEI 
I & M 
STEAM SPECIALTIES 
G Mf 
M 
STEEI 
STOCKS AND DIES 
STOOLS, FACTORY 
STRAINERS 
Amer 
Mas 
STRAPS, LEATHER 
2 ~ 
SWAGES, UPSET 
TABLES, SAW 
Tt r achine C 
TABLES, STEAM 
Me ‘ 
TAKE-UPS 
TANKS, PRESSURI 
rAPE, FRICTION 
FE & 
TAPER PINS 
TAPPING ATTACHMENTS 
Au ' I iT i 
rAPs 
Morse Twist l&M 


PASTI AND 


riLING, RUBBER, INTERLOCKING 


New York Belting & Packing Co 








VALVES, GATE, 
I M eable I 


TOOLS, 
nstrong Bros, Tool Co. 
TOOLS, MACHINISTS’ 
iss File & Tool Co 
Tool Co 
Tool Works 


BORING 


Corp. of America 
Die Cory 


stern Importing Co., Ltd 


PLUMBERS’ AND 











wor 
M 
es SAW 
Atkir & 
TOOLS, V ALE RESEATING 
I & D Co. 
I — r Y 
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LACK & DECKER 


HALF-INCH SPECIAL 


“With the Pistol Grip and_ir and ‘Trigger Switch” 
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Tre BLACK® DECKER MFG.CO. 


COIWSON, MD., U.S.A. 


Black & Decker Mfg. Co., Limite -d, Toronto, Ont ario 
Black & Decker Limited, London, England 


The Half-Inch Special is quickly 
converted to a substantial service- 
able drill press 
Price complete as 1 lustrated, $86 
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ARGUTO OILLESS BEARING CO., Wayne Junction, Philadelphia 


When writing to Advertisers please mention Miut Suppties, 








Steel nut is tapped 
thru and brass shell 
holding the steel 
nut allows nickel- 
plating over brass. 


Cross Section of Ferry 
Patented Acorn Nut 
showing how steel 
hexagon nut fits snug- 
ly into brass shell. 


A new Ferry Product—Brass and Nickel- 
silvered Acorn Nut,non-corrosive and strong 











Material: 
Size: 


Tapped: 


Size: 
Tapped: 


Brass— Steel Hex. 
Nut Centers. 

%"' Across Flats. 

\ sb '', % wo yy" and 
4,"' inclusive 

USS and SAE thread. 
184"' Across Flats. 
4"'"—%" and %"' in- 
clusive— 


USS and SAE thread. 


Plain Brass Finish 
Nickel Plated — Barrel Finish 
Nickel Plated—Hand Polished 


HE Ferry Patented Acorn Nut fills a long felt 
want for an ornamental nut that has strength 
and stability, as well as the ornamental qualities. 


It is so designed that the hexagon nut itself is 
made of steel of the same quality as is generally 
used in the manufacture of ordinary nuts. The 
Hexagon Steel Nut is then covered with sheet 
metal, either brass, copper, nickel silver or any 
other metal desired. This covering gives the nut 
a beautiful appearance, making it rust-proof, and 
lends itself to any finish desired. It can be plated, 
burnished, polished and buffed or left in the origi- 
nal color of the covering. 
The steel nut over which the covering is attached 
has been tapped all the way thru, and inspected for 
any defects before the covering is put on, elimi- 
nating any chance of a misfit, or not being tapped 
deep enough, as commonly found in ordinary blind 
nuts that are turned from a bar. 
These Nuts are used largely for ornamental pur- 
poses, such as cylinder head nuts in the manu- 
facture of gas engines, automobile bumpers, switch- 
boards, plumbers’ supplies, etc. and enhance the 
value of the parts with which they are assembled 
immediately. 
The only ornamental nut with the strength of Steel 
and the non-corrosive qualities of Brass, Copper, 
Nickel Silver, or other non-ferrous metals. 
Write for prices. They will interest you. 


THE FERRY CAP & SET SCREW CoO., Cleveland, Ohio 
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Material: 


Size: 
Tapped: 


Size: 
Tapped: 








Tapped as 
desired 


Nickel Silver-Steel 
ex. Nut Centers. 
%"" Across Flats. 
184", 4" U4" and 
46"' inclusive— 
USS and SAE thread. 
154"" Across Flats. 
4", %"" and 5" in- 
clusive— 


USS and SAE thread. 


Plain Finish 


Burnished 


Hand Polished 


PROCESS SCREWS 
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